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Have You Sufficient 
Screen Hangers to 
_ Meet All Requirements? 















































Or did the first rush deplete your stocks? At 
any rate National can supply you. 


Whatever your requirements may be, put them 
up to us. We are ready and prepared to take 





care of all your wants. 


Our policy of dealing direct—with-the-dealer 
is one which is especially valuable in time of 
need because it insures prompt shipment with- 
out delay. 


And it’s a very valuable asset any time because 
it enables you to get a larger slice of the profit. 





Then just remember at all times that you 
couldn't sell a better screen hanger than the 
National No. 80. It latches automatically, is 
easy to apply and prevents the screen from 
rattling. What more could anyone ask? 


Get acquainted with the National Line and get 


your order in as soon as possible. 











National Mfg. Co. 


Sterling, Ill. 
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A FULL FLEDGED MEMBER OF THE HARDWARE FAMILY 


HE selling of automotive accessories in the hardware store has passed the experi- 
mental stage. To-day this highly important and profitable line is so closely merged 
with modern hardware stock that it might very properly be termed motor hardware. 


q From a start so insignificant and so widely scattered, that it utterly escaped national 
recognition ten years ago, the automotive accessories line has grown to a commanding po- 
sition in the hardware trade. The hardware merchant who does not carry at least a part 
of the accessories line in his stock to-day is a rarity. It is a recognized part of the hard- 
ware business. 


q When in a brief period of ten years a comparatively unknown line can so strongly im- 
print itself upon the hardware business, there must be real, vital reasons for its progress. 
Let us consider some of the things that have helped to convert automotive accessories 
into hardware. 


q The average motor accessory is a clean cut, attractive piece of merchandise. It is of a 
type which does not harmonize with the surroundings of the ordinary garage. The selling 
appeal is more than doubled when displayed in a clean, well-arranged hardware store in 
connection with other high grade merchandise. 


q The hardware merchant is a real merchant. His credit rating is high. His store is well 
lighted and well arranged. He has adequate, well-trimmed display windows, and attractive 
interior wall and floor cases. His merchandise is sampled in a practical, interest-getting 
manner. He has a sales force trained to sell the lines of merchandise which most forcibly 
appeal to the car owner. 


q Women are a decided factor in the purchase of the things which go to make the automo- 
bile safer, more comfortable, more practical, and more beautiful. Women are regular, daily 
patrons of hardware stores. 


q Practically all the leading hardware wholesalers carry complete stocks of automotive 
accessories. They issue special motor accessory catalogs which reach every retail hard- 
ware dealer in their respective territories. Salesmen from these wholesale houses are in 
position to aid the retail merchant in keeping his stock up-to-date. ; 


q The importance of this profitable line to the hardware trade is so well recognized that this 
issue of HARDWARE AGE is devoted to the proper stocking and merchandising of auto- 
motive accessories, equipment and supplies. 


q The articles are written by practical men and deal with methods and systems actually 
in use by progressive hardware merchants. They demonstrate conclusively that the auto- 
motive accessories line is a profitable one. They further prove that the hardware mer- 
chant is the logical automotive accessories distributor. 


q There are approximately 9,295,252 registered motor vehicles in the United States to- 
day. The great majority of them will be in active use throughout the coming year. It 
means a tremendous volume of accessory sales. 

q The map in this issue shows the number of automobiles, and the number of hardware 
dealers in each State. It is comparatively easy for you to determine whether or not you 
are getting your proportion of the accessory business these cars produce. 


q The automotive accessories department has grown up. It is no longer a youngster. 
Give it the attention a life size hardware department merits. 
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Using Your Own Experiences in Selling 
You Know What Helps Promote Comfort on Your 






Own Car and It Forms a Great Basis for Convine- 


ing Others of Your Au 


By A. H. 


My 





ANG! “There goes a tire.” 
“Rear shoe, drive side—hard 


luck, old man.” 

“Well, it’s all in the game, and be- 
lieve me, Bill, I’m here to say I’m 
glad I stopped in at Hoskin’s Hard- 
ware Store this morning and bought 
that spare tire and tube. In ten 
minutes we’ll be on our way again. 
Say, you sure you brought that box 
of flies I handed you, along with my 
rod, when I closed the garage door?” 

All fishermen are not autoists. 

All autoists are not fishermen. 

But—when a couple of fellows 
start out in the morning with rod, 
reel, bait box and lunch in the back 
of the car, and, in spite of it all, ac- 
tually have enough presence of mind, 
on the very first day of fishing sea- 
son to think of such mere incidentals 
as spare tires—I’ll say they’re lucky, 
before they ever get started up the 
stream. Don’t you suppose those 
chaps were glad they didn’t have to 
fuss around patching up an inner 
tube on a muddy, country road on 
that spring morning of 1921 A. D.— 
when they went after that mess of 
speckled beauties? They got their 


fish, too—but that’s not part of our 
story. 


If you’re a fisherman you 
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may think that’s the main issue, but 
being a Hardware Man, too, you 
may be interested in that auto tire 
—and other auto tires and tubes. 
Let’s be optimistic about the tire 
outlook for this season—doesn’t cost 
any more to look at the proposition 
from the rosy side. We may have 
heard about business disturbances 
in some of our rubber factories but 
why not look at our own opportunity 
in a cheerful way? It’s fairly safe 
to conclude that in our community 
from which we draw our,trade—and 
you can probably say the same— 
there are just as many cars as last 
year. Statistics go to show that 
there are more cars sold each year. 
Didn’t your neighbor, Bill Smith, 
just buy a brand new flivver, and 
didn’t John Henry Miller, across the 
street, trade his roadster last week 
as part payment on a new six-cylin- 
der coupé? There’s that Jones fam- 
ily in the next block who traded a 
parcel of real estate for a used sedan. 
Something stirring:in the auto busi- 
ness almost every day, even if it’s 
nothing more than your noticing 
that Ned Burnap has been giving his 
milk truck a new coat of shiny, black 
enamel—every little bit helps. You 


hear about lots of these deals, and 
read about the rest of them in your 
local newspaper. 


Accessory Business for You 


All right—auto business for the 
garage man means accessory busi- 
ness for you! Just because he sold 
the car is no license for him to tag 
it “KEEP OFF”—he’s a regular fel- 
low, and isn’t after all the accessory 
business in town. He’s pretty busy 
selling cars and looking after the re- 
pair work, anyway. All of those 
Jones and Smith fellows are going to 
be in the market for some of th2 
necessaries which make the motor 
kick over, and particularly so, if 
they were not so fortunate as to buy 
anew car. Every one of these chaps 
is a potential customer for the hard- 
ware man in his town. 

Now, what about tires? Let me 
ask you a question. Do you drive a 
car? Lots of you readers will answer 
in the affirmative. Now for the next 
step. Don’t you, personally, feel that 
it is a good investment, when con- 
sidered from the standpoint of a sat- 
isfied mind, to carry a spare tire on 
your extra rim—all inflated to the 
correct pressure and ready for im- 
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mediate use at any time? If you 
don’t think so, aren’t you courting 
trouble if you happen to get a bad 
blow-out some night when you are 
several miles from home—perhaps 
on a trip and some distance from 
home and the nearest garage? I im- 
agine you feel the same as I do—the 
price of that spare tire in the rear is 
a good, sound investment, insuring 
your peace of mind against chance 
misfortune on the road. 

Now, isn’t that one of the very 
best points to bring out in selling 
that extra tire, to your prospective 
customer? He’s human, just as you 
are, and he doesn’t want that tire of 
his to blow out, or even to puncture, 
unless he has a “spare” with which 
to replace it. 


Carrying Extra Tires 


Look at any ten average cars to- 
morrow and see if at least seven of 
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An automobile made 


them don’t carry extra tires. Some 
dealer sold them those tires. If 
their money went to a catalog house 
or to a direct-to-user tire concern, 
some local dealer in your town 
couldn’t have been 100 per cent on 
the job with display, advertising and 
sales suggestions. It’s a happy 
thought to remember that your 
chance is always as good as any 
other dealer’s when it comes to land- 
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HARDWARE AGE 
ing this order; it seems that the big 
essential is how to go after the busi- 
ness in the most effective way. 

I know a dealer in a small town of 
less than three thousand inhabitants 
who sold more than $4,000 worth of 
tires and tubes last year, exclusive 
of his other accessory business. 
This is more astonishing than ever, 
when I think of the fact that his was 
one of six places where tires were 
sold in that town. I interviewed 
him the other day, as we were both 
going to the city on business, and he 
told me that he attributed his suc- 
cess to a real, personal interest in 
this part of his business. As I list- 
ened to him, I found that he had 
made a thorough study of the 
situation and was well posted on the 
possibilities of boosting his tire 
sales; he knew what he was talking 
about, for he had back of him the 
real experience which had produced 
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such splendid results. 

Theories are fine, but experience 
is better. This dealer is a keen 
judge of human nature, by the way; 
living in a small town he had the ad- 
vantage of knowing almost every- 
one, including most of the farmers 
who drove to town every day, from 
a radius of five or ten miles. He 
told me that he made a practice of 
looking at cars lined up at the curb, 
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and of jotting down in his notebook 
all worn tires, specifying whether 
front or rear and the size of the tire 
and if an extra was carried in the 
rear. He then ascertained the 
owner of the car, in case he could 
not recognize the car, and after re- 
ferring to his stock, he either saw 
this car owner in person, or else he 
wrote a short personal letter, saying 
that he could furnish such and such 
a tire at a certain price. I believe 
he had worked out a pretty neat 
little sales letter, for it landed him 
lots of sales, when including men- 
tion of the fact that he had a little 
follow-up system of his own, which 
went into use on every one of these 
prospects. This is not new, perhaps, 
but by paying personal attention to 
each case, the system brought home 
the bacon—it worked, and, after all, 
that’s the big, important feature of 
any sales idea. 





almost entirely of tires and tubes 


Knew Just What to Suggest 

The grade of car, and the finan- 
cial condition of the owner always 
furnished him with a working basis 
for making a wise, practical sug- 
gestion as to just what tire might 
be sold. This dealer was unusually 
successful with “seconds,” although 
he did emphasize the point that he 
selected “seconds” of good, reliable 
brands only, and he secured these 
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from honest distributors or tire 
concerns. “Seconds” of unknown 
brands would probably spell trouble, 
with great, big capital letters—it’s 
a matter of good judgment, that’s 
all. 

In the case of new tires he han- 
dled different grades which he clas- 
sified to me as (1) very best, (2) 
good, (3) fair medium grade, (4) 
reliable “‘seconds.” 

Regarding adjustments, I was 
surely surprised to learn that he was 
well satisfied with the returns which 
came back to him. He treated his 
customers fairly, and his reputation 
for fair dealing was well known to 


here 


his customers—that counts for a lot 
in the tire business. His follow-up 
system for new prospects brought 
three sales from every seven solici- 
tations, which seems to be a very 
fair percentage, considering the 
sales in actual numbers, and this 
did not include old customers who 
almost invariably preferred to buy 
from him. They liked to buy here 
because he rendered real service, for 
he sold satisfaction with every tire 
which left his store. 

Advertising and display are im- 
portant features. Both tires and 


tubes, in representative sizes, should 
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be displayed with price cards on 
them. Many customers do not like 
to be drawn into a sales talk about a 
tire without first knowing the price 
they must lay down for it. There 
are such tremendous variations of 
price on auto tires to-day—some of 
them which come to our attention 
through the mail apparently are not 
worth the powder to blow them up— 
I wouldn’t consider one of them at 
any price—nor would you, but 
there’s that customer of yours who 
is more easily impressed by pretty 
pictures and glowing words. How 
are you going to convince him that 
you have the best value for him, 





No crowding 


right in his own town, in your 
store? You don’t want his money 
to go through the mail to some tire 
concern out West, do you? If this 
part of your business is worth going 
after at all, it’s worth going after 
with all the enthusiasm you can put 
into it, and there’s many a stone 
which may be turned in your favor. 


The Cross Section Display 


Cross sections of the better grades 
of tires lend a convincing tone to 
any sales talk, for they show what is 
underneath the outer surface. This 
is particularly true with the larger 
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cord tires, which run into consid- 
erable money. 

Here’s a feature worth thinking 
about. Never antagonize the opin- 
ion of a new customer concerning 
any other make of tire than you sell. 
This small town dealer, of whom | 
was telling you, related several in- 
stances of sales which had come his 
way from other stores where the 
customer had been looking at tires. 
It is perhaps an easy thing to wound 
the pride of a tire prospect by in- 
sulting his judgment. He may in- 
sist that some unknown tire is as 
good as the nationally advertised 
brand which you sell, whereupon he 
may inspire you to feel much like 
telling him just what kind of a be- 
nighted human question mark he is, 
and that his head is meant only to 
hang his hat on. Of course, such a 
talk as this will never do, and it is on 
account of it that many a tire sale, 
started in one store, takes wings of 
its own and rings the cash register 
in another. Naturally, I understand 
that you wouldn’t be guilty of such 
remiss language, but that may be 
just the reason you sold that last 
non-skid to Farmer Hank, and the 
very same reason that Smith and 
Jones didn’t. You used diplomacy 
and tact in developing your sales 
talk, and then bawled Hank out for 
being a brainless wonder for even 
considering that catalog house tire. 


Selling by Good Treatment 


Attention and courtesy generally 
bring sales your way, and often 
when you least think of it, and this 
applies just the same to kitchen 
ranges as to auto tires. I think 
you’ll agree with me on this point, 
so I would again emphasize the im- 
portance which our smal] town 
dealer laid on this matter of per- 
sonal attention and courteous treat- 
ment of his prospects. People like 
to trade with him—that’s the big 
idea. 

Perhaps tires and tubes are the 
biggest items in your auto accessory 
department, but think of the many 
things which car owners use every 
day, in one way or another. — 

Take spark plugs, for instance— 
they are good, bad and indifferent; 
a cheap porcelain which gums up or 
cracks when it gets hot is one of the 
very surest things to inspire a citi- 
zen with white-heated cuss words— 
never known to fail, if it happens to 
be his last plug and he has to make 

(Continued on page 111) 























The Salesman Who’s Onto His Job 








The Goods Move When the Man Knows His Busi- 
ness—Smith - Winchester Co., Jackson, Mich., Insists 
Upon Its Salesmen Knowing the Auto Accessory Line 


6¢ BUST why is this a_ better 
J spark plug?” a customer 
asked the auto accessory 
salesman in the Smith & Winches- 
ter hardware store, Jackson, Mich. 

The salesman answered specifi- 
cally. There was none of that glit- 
tering generality often heard—talk 
that weakly fails, talk that is plainly 
a guess. Instead the salesman dis- 
cussed plugs with an intimate knowl- 
edge of their parts. 

The HARDWARE AGE representa- 
tive was interested and before mak- 
ing his identity known played the 
role of customer and asked a “flock” 
of questions about spotlights, jacks, 
piston rings, robes, etc. Every 
time the salesman came back with 
facts, 

It is the proper presentation of 
facts that make sales in aluminum 
ware or piston rings or electric 
washers or other things. 

Naturally, the hardware man‘ is 
the sort of fellow who accumulates 
facts. He has to in order to stay 
in business. When the hardware 
trade gave its big selling impetus 
to auto accessories it did so with a 
full appreciation of the paramount 
importance of knowing all it could 
about the merchandise. 


“Knowledge is power,” according 
to a very wise and ancient Solomon. 
Knowledge of merchandise is neces- 
sary for intelligent sales of mer- 
chandise. That’s why, in the Smith 
& Winchester store, the prospect for 
auto accessories gets facts. The 
Smith & Winchester firm is a very 
old hardware concern. Hugh Smith, 
a descendant of one of the founders 
of the business, is still active in the 
management. Clarence J. Watt, the 
general manager, Mr. Smith and the 
twenty or more active salesmen of 
the prosperous Jackson store are 
still increasing business through 
proper knowledge of the goods. 

In such stores as C. Fischer Co., 
Ann Arbor, Mich., the consumer 
finds not only a good stock of motor 
needs, but men who understand cars 
and uses of supplies and who make 
sales because they are not so anx- 
ious to sell merchandise as they are 
to serve the customer, and service 
always includes proper explanations 
and directions pertaining to the 
merchandise. 


Many Cars Used This Winter 


Spring won’t be so slow in com- 
ing to the Central West this year 
as it is ordinarily, because there 





was no great snowfall. Cars have 
been operated quite generally this 
winter, but still many were pu in 
storage and soon they will be mak- 
ing nightly drives for pleasure and 
long Sunday trips. No car has ever 
been built that did not need new 
plugs, a better spotlight, a mirror, 
an improved jack, tires, tubes, oils, 
etc., from time to time. The hard- 
ware store is supplying a big share 
of that merchandise. Men, of choice 
and necessity, visit the hardware 
dealer for paints, tools, knives, 
shaving material, locks, etc., and 
while they are in the store they 
often think of things the “old bus” 
needs. Probably, as they drive 
down to get some new razor blades 
they notice the engine is fouled and 
they walk over to the auto acces- 
sory counter and shop for plugs. 
There seems to be a uniformity 
of opinion among hardware heads 
that the man behind the accessory 
counter should be a car owner or a 
car driver—one who has had some 
months or years of actual use of an 
automobile, so that out of his expe- 
rience he can show the proper un- 
derstanding of the things the mo- 
torist is interested in and knows 
something about himself. 










The Hardware Man Is the Accessory Man 





















































The Robinson Hardware Co., in Cleveland, sold a lot of paint with this window (top) and 
the Central Commercial Co., Kingman, Ariz., moved its tires with this display (center), 
while Schoedinger-Marr Co., Columbus, Ohio, made money at general accessories (bottom). 








And He Sells His Goods Intelligently 
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Down in Baton Rouge, La., the Doherty Hard ware Co. had an attractive display (top), done 
by L. E. Simoneaux; Banister & Pollard Co., Newark, N. J., believes in plenty of signs 
(center), and the Segraves Hardware Co., Osceola, Ark., featured tires (bottom). 








Accessory Business Reported Big 


Hardware Dealers in Every Part of the Country 


State That They 


Have Made Money 


in Auto 


Accessories—The Logical Place to Buy Supplies 


T was way back in the nineties 
| when the proud owner of the 
first “horseless carriage” bought 
his first accessory for the new “con- 
traption” from the hardware dealer. 
Something was needed and the laws 
of logic directed the aforesaid proud 
owner to the logical place for relia- 
ble goods—the hardware store. And 
every auto owner from that time on 
has either known from the first or 
has learned through experience that 
hardware stores are accessory stores 
when it comes to something for the 
automobile, whether it be a passen- 
ger car or a truck. Naturally, the 
hardware man, always progressive 
and on the alert for new business 
that will make. an excellent return, 
has catered to the man who drives a 
car. The result has been that at the 
present time the accessory depart- 
ment of any hardware store is one of 
the biggest paying lines in the store. 
From all parts of the country 
comes the message that the acces- 
sory business will be big this year. 
Merchants realize that if people don’t 
buy new cars they must fix up the 
old ones, and those who do buy new 
cars will need many things to make 
the purchase complete. HARDWARE 
AGE has canvassed the four corners 
of the United States for expressions 
of opinions with excellent results. 
Down in Camden, Ala., comes this 
word from the Matthews Hardware 
Co.: 

“We endeavor to render a service 
to every customer or prospect that 
comes into our store,” writes B. H. 
Matthews. “We maintain a free-air 
station and are fully convinced that 
it pays to pump up tires for ladies. 
The oil, gas and accessory line is 
mostly all cash, and has been the 
very life of our business. We have 
cut our line of tires and tubes down 
to one make, and our whole effort is 
concentrated on this one line, and 
we find that it works fine. We have 
adopted a ‘quota’ of tires to sell this 
spring season, and every man in the 
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store has been assigned his part to 
sell, so there is a bit of rivalry to see 
who gets his quota first.” 


From the Small Town 

G. T. Merritt of the Sparkman 
Hardware Co., Sparkman, Ark., says: 
“We attribute the growth of our ac- 
cessory business largely to handling 
a clean line of up-to-date accessories 
and keeping our prices in line with 
those of larger cities, thereby driv- 
ing home a thought to our customers 
that he can buy from us the same ac- 
cessories, with. the same guarantee 
of satisfaction, as elsewhere.” There 
is a good thought for the small-town 
dealer who is troubled by his cus- 
tomers going to the cities to make 
purchases. 

“We expect to make some changes 
in our store arrangement and to 
put in an _ up-to-date auto ac- 
cessory department that will be made 
up from the best-selling plans that 
appear in your automobile accessory 
number,” writes Arthur E. Moreau 
of J. J. Moreau & Son, Manchester, 
N. H. 

H. F. Gump & Sons, Ince., of 
Everett, Pa., send this message to 
the retail hardware men: “By add- 
ing to our stock continually, adher- 
ing to the best lines as closely as 
possible we have created a reputa- 
tion for having a very complete stock 
of accessories and for giving service 
in that line especially. We consider 
the accessory department very im- 
portant and a rapidly increasing part 
of our business. The auto owner de- 
mands and requires prompt service, 
and the store having a sufficient stock 
to give that service will find the ac- 
cessory department a profitable one.” 

And from Beeville, Tex., we get 
this confession: “So, after conclud- 
ing to venture in,” writes J. C. Bur- 
rows of the Burrows Hardware Co., 
in speaking of the accessory busi- 
ness, “we went at it cautiously, buy- 
ing only such articles as we were con- 
fident would turn over readily, and 
by so doing gradually built our de- 


partment up to what we now consider 
a profitable business and one that in- 
dicates further volume and more in- 
come. We believe that the automo- 
bile accessory business will eventu- 
ally be handled almost exclusively by 
hardware dealers, which is probably 
due to the fact that so few garage 
owners know much about conducting 
business on business principles.” 


They Are All Successful 


W. N. Dixon, vice-president of ihe 
Brown-Rogers Co., Winston-Salem, 
N. C., writes that the company has 
been instrumental in starting a large 
number of retail hardware stores in 
the accessory business, and “we do 
not know of a single one of them who 
regrets having installed this depart- 
ment.” 

“We have learned that the hard- 
ware store is the logical place to buy 
anything that is needed quickly,” 
writes H. J. Krier of the John Krier 
& Co., Marked Tree, Ark. “This is 
because the accessory is a side line 
to garages, and it is seldom that 
prompt service is rendered. Capital- 
izing this, we added item after item, 
and have found the line profitable.” 

“It is a very profitable department 
in our establishment,” this from the 
Erie Hardware Co., Erie, Pa. “We 
have it located at the front entrance 
of our store and plan to turn the 
stock from five to six times a year.” 

Even though they are located on 
a street where cars are not allowed 
to park and where a gas or air sta- 
tion is prohibited, T. O. Jones of the 
Tarentum Hardware Co., Tarentum, 
Pa., writes that they are very well 
pleased with the accessory depart- 
ment of the store, and that newspa- 
per advertising and window displays 
have overcome the handicap. 

So, from the above letters, it is 
easily seen that the accessory busi- 
ness is, beyond a doubt, a proved suc- 
cess, and that the hardware store 
will continue to be the best place in 
town to get accessories. 





OST of us are born with a full 
M grown picnic spirit that be- 
gins a struggle for expres- 
sion long before we don our first knee 
trousers. We go to Sunday school 
regularly for weeks just to get a 
ticket to the annual outing and the 
opportunity to wear out the nerves 
and patience of the whole Sunday 
school organization in one brief day. 
As we grow older our inherent pic- 
nic desire grows with us and finds 
expression in a thousand different 
ways. The mobs of people that daily 
swarm in and out of Coney Island 
and other resorts merely exemplify 
the craving of human nature for the 
picnic. 

There is something about the auto- 
mobile that brings the picnic spirit 
of the ordinary man to the boiling 
point. It suggests the open road, the 
great out-doors, the shady woods and 
the lakes nestling in the hills. It 
brings to mind the camp fire, the 
cozy bed. out under the stars, the 
bacon sizzling in the frying pan, and 
well—it just naturally fills us with 
the spirit of wanderlust that finds 
expression in the typically American 
camping trip. 

The man with a car —Ford or 
Packard —is the one who really en- 
joys life. He has the edge all over 
the other poor mortals who travel by 
trolley and camp under umbrellas on 
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By LLEw S. 


spirit gets busy, and it works regu- 
larly, he simply piles his happy fam- 
ily into the old bus and hits out for 
a real camping spot where elbow 
room is plentiful, and where there 
are no keep-off-the-grass signs. 
Every time the camping bug gets 
busy with me, my mind harks back 
to a well-remembered 2000-mile trip 
through the famous park regions of 
California. There were four of us 
in the car, including my better half, 
and for nearly two weeks we never 
saw the inside of a _ hotel or 
restaurant. We wore our oldest 
clothes and let our whiskers grow. 
We camped whenever and wherever 
the desire struck us, and Delmonico’s 
never turned out such meals as we 
sat down to in those California hills. 


Living in Autos 


We started from a coast town up 
in Humboldt County, where people 
live in their automobiles, and only 
use their homes as sleeping places. 
It isn’t a large town as towns go, but 
it has several live hardware mer- 
chants who make real money cater- 
ing to owners of motor cars. One 
of those dealers has more fishing 
tackle on display in his store than 
you can find in the ordinary jobbing 
house, and they all go the limit on 
camping equipment. 

California roads are just about as 

Even in 


the mountains they are hard surfaced 
and well cared for. You simply can’t 
resist their lure, and you’re bound to 
own a car and a camp kit even if you 
have to stand the landlord off for the 
monthly rent. 

Well, we had the car, and believe 
me, we had the best little camping 
outfit that ever went into the Big 
Tree country. 

To begin with, we had one of those 
patented auto beds that rolls up and 
lies along the running board. In less 
than two minutes it could be con- 
verted into a full size spring bed, 
with all the comforts of home. When 
rolled up it’was about the size of an 
ordinary golf bag. With it was a 
tent that fastened to the top of the 
car and the foot of the bed, allowing 
a couple of feet leeway for dressing 
space. : 

We gave this tent bed to our wives 
as a private bedroom, which they 
could step right into from the car. 
Then we had a tarpaulin which we 
fastened to the roof of the car on the 
opposite side, and which served as a 
tent for the men. We slept on two 
folding cots that hardly took up any 
room in the car. Talk about expert 
camp builders. We could set that 
outfit up in less than 10 minutes any 
time. 

Then we had a dandy little folding 
table and four folding camp stools, 
all bought from a local hardware 
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man, who likewise supplied us with a 
folding slat-top stool on which we 
set our little gasoline camp stove. 
That stove was a peach. It had two 
burners, heated up in a minute, and 
when not in use folded up into a kit 
about the size of an overnight bag. 


Were Well Equipped 
Naturally we didn’t depend en- 
tirely on the little stove. We had a 
good camp grid along, and never 
failed to have a cheerful camp fire 
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dusty, but the water was always cool 
and clear even on the hottest days. 
In the car we carried a couple of 
thermos bottles, filled with hot coffee 
each morning and ready for a sip 
along the road. 

We had a grub box that fastened 
to the rear of the car and a full com- 
plement of aluminum camp ware of 
the kind that nests together and oc- 
cupies a minimum of space. Talk 
about luxury. Why we even had an 
electric cigar lighter on tap and car- 
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There is no, better way to spend a vacation or the week end than 


burning at meal time, whenever 
there was wood available. However, 
that little stove came in mighty 
handy in some of the desert stretches 
where wood was out of the question. 
I’ll always have a warm spot in my 
heart for the hardware man who 
talked me into buying it. 

Of course, we had a water bag—a 
big one that held several gallons. 
Also, we had a dandy strap arrange- 
ment by which it could be securely 
fastened in the center of the spare 
tire. The bag looked damp and 


ried a camera, and I’m here to say 
that a camera is some little old auto- 
mobile accessory from the camper’s 
standpoint. 

Our motor lunch box was a dream. 
It looked so swell my wife actually 
hated to see the road dust settle on 
it. But inside—there was as nifty 
an outfit of table and camp ware as 
ever came out of a hardware store. 
When open it revealed everything a 
camper needed and when closed it re- 
sembled a neat patent leather suit 
case. 
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It took some argument to pry us 
loose from the price of that kit, but 
the hardware man was game and 
went the limit. I was almost afraid 
he would attempt to sell us an auto 
stove next, but he took one look at 
the sun, another at the calendar, and 
stopped just in time. He did, how- 
ever, sell me a compass, a small axe 
and an auto shovel after we thought 
we were all through spending. Fin- 
ally, just as we were ready to pull 
out he slipped over the sale of an 





by camping with the car 


extra set of spark plugs, and a few 
odd tools and a small vulcanizer. 


Auto Enthusiasts Are Good Buyers 


I don’t mind telling you confiden- 
tially that this same hardware man 
sold my partner on the trip a dandy 
little rifle and about ten dollars worth 
of fishing tackle while I was looking 
over his store. 

Do you wonder I’m a booster for 
the accessories line from the hard- 
ware angle? Why, the only things 
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Health and enjoyment attend life in the open. 


we carried out of town that the hard- 
ware dealer failed to get a profit on 
were the canned goods and the 
bedding. 

It sounds like a lot of stuff to carry 
on a car with four passengers as ex- 
tra baggage, but everything had a 
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place and fitted in so snugly that 
there was no inconvenience what- 
ever. 

I wish you all might have been 
with us in the two weeks which fol- 
lowed, as we toured the famous Yo- 
semite Park and camped under trees 





Sell your customers the outfits 


that were old timers in days when 
Pontius Pilate was a mere kid. 

It was a trip the memory of which 
has stuck in my mind, but it hasn’t 
stuck any closer than the memory of 
those live hardware merchants of 


(Continued on page 152) 

















people will drive across the continent this summer. 


They will need camping hardware 





‘WO years ago The Duwel Co., 
2181 West Eighth Street, Cin- 
cinnati, decided to add an auto 

accessories department to its gen- 
eral hardware store. The owners 
have never regretted this decision, 
for they have found it to be one of 
the most profitable departments of 
their business. 

While the exigencies of business 
has prevented them from carrying 
to consummation their plans for an 
entirely self-contained accessories de- 
partment, a fine start has been made, 
and when changes now in contem- 
plation are completed they will have 
one of the best-arranged stores in 
the Middle West. 

The partners in the store, George 
Duwel, Jr., and H. J. Austing, are 
both young men but have been in the 
hardware game many years. When 
they started in business for them- 
selves they early recognized the pos- 
sibilities of an accessories depart- 
ment, and since that time have been 
taking advantage of every oppor- 


Putting the 


Accessories Up in Front 


Using the Window Display and Featuring the Goods 
in the Choice Position of the Store Has Helped the 
Duwel Co., Cincinnati, Build Up Its Department 


tunity to increase their sales in this 
department. 

The Duwel Co. is a great believer 
in the value of window displays as a 
magnet to draw prospective custom- 
ers. Never a week passes but what 
the windows are changed, and one of 
them always shows a display of ac- 
cessories. No attempt is made to 
fill the windows full of a conglom- 
eration of articles. The idea back 
of the display is to attract the at- 
tention of the passerby, and this is 
done by taking as the central idea 
some large, impressive accessory 
from which some of the smaller ar- 
ticles can radiate. 

The accessory department proper 
of The Duwel Co. is located at the 
front of the store, and to the right 
as you enter. The principal display 
is made in a specially constructed 
show case, located immediately in 
front of the entrance. To the right 
fan-shaped sample boards carry a 
complete display of tools and other 
accessories. Each article sampled is 


98 


carefully indexed, so that it is but 
the work of a moment to locate it in 
the boxes where the reserve stock is 
kept. Along the ledge are smaller 
sample boards, where automobile me- 
chanics’ tools, tire valves, spark 
plugs, etc., are displayed. Tires are 
displayed in racks where they can- 
not possibly be overlooked by any- 
body entering the store. 


Sell Plenty of Tires 


And they sell automobile tires, 
too 

Note that word—sells. And one 
of the ways they built up their tire 
trade is interesting. When the two 
men started they had the idea that 
in order to handle tires profitably it 
would be necessary to install a vul- 
canizing department. This they did, 
and located it at the rear of the 
store, where patrons would have to 
travel the length of the store to 
reach it. The problem then pre- 
sented itself as to how to get busi- 
ness for this department. Here is 
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The Magic Magnet That Draws the Trade 
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the way it was solved: The part- 
ners first secured the names of the 
car owners of the community. Next 
they sent out circulars to those own- 
ers, inviting them to join a vulcaniz- 
ing club that they intended organiz- 


ing. For a small advance payment 
The Duwel Co. agreed to repair all 
the car owners’ tubes. 

That the idea was an appealing one 
was evidenced by the fact that over 
300 motorists enrolled in the club. 


What this meant in the way of tire 
and tube sales can easily be im- 
agined. Incidentally, it can be read- 
ily seen what it meant to have 300 
motor car owners with a personal in- 
terest in the store. 





Accessories Sell to Regular Customers 


Those Whe Come for Hardware Buy Equipment 
for the Automobile at the Merkle-Miller Co. Store, 
Things That Sell 


Cleveland—The 


T was ten years ago that the 

Merkle-Miller Hardware Co., 

Cleveland, began to handle auto- 
mobile tires and accessories in a 
small way, and each year this com- 
pany has added to these lines. It is 
needless to add that the company has 
gained a great deal of valuable ex- 
perience during that time. It goes 
without saying that the tire and ac- 
cessory business has proved profita- 
ble to the company or it would not be 
selling these lines to-day. Further- 
more, the important fact should be 
noted that in spite of what have 
been regarded as lean years in the 
automobile business, the automobile 
tire and accessory sales of this com- 
pany have steadily increased from 
year to year and it is now doing 100 
per cent more business in these lines 
than five years ago. 

In accessories the Merkle-Miller 
store carries a little of everything 
and a good assortment of each line. 
From 75 to 100 casings are carried 


in stock and an equal number of 
tubes. These are in three of the 
best-known makes. 

The Merkle-Miller Co. has proved 
that a very successful business. can 
be done in both of these lines with 
the use of a very limited amount of 
floor space. This store is well 
crowded with other lines of merchan- 
dise so that little space could be 
given to tires and accessories. One 
small show case about four feet wide, 
up near the front of the store, is de- 
voted to accessories, and in this case 
is displayed virtually all the lines of 
accessories except a few of the larger 
items, such as tire chain, jacks and 
pumps. Stocks are located on 
shelves back of the showcase. A few 
casings are kept stocked on the floor. 
Flashlights are displayed in a small 
showcase that sits on top of the ac- 
cessory showcase. The arrangement 
of the accessory department is a 
good lesson in economizing space and 
shows that few hardware merchants 


need to avoid carrying accessories 
for lack of room. 


Relying on Regular Customers 


The store has not found it neces- 
sary to adopt any original selling 
methods to make its tire and acces- 
sory department a success. When 
customers come in for other lines 
their attention is called to the fact 
that the store carries a complete line 
of accessories and the customers are 
pretty sure to come back for these 
when they want anything for their 
automobiles. The store finds that it 
does not take a great deal of selling 
talk to sell accessories, because its 
reputation as a store handling high- 
grade, dependable merchandise in 
other lines begets confidence in its 
line of accessories and brings cus- 
tomers. Window displays of tires 
and accessories are arranged about 
three times a year, each display be- 
ing left in the window for a week. 
In these displays the window is not 
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filled with everything it will hold, 
but instead attractive displays are 
made of tires and a few of the more 
important accessory lines. 

“In handling tires and accessories 
we try to sell a man what he wants,” 
explained Fred J. Miller, manager 
of the store, in referring to the plan 
of conducting this department and 
the store’s success in these lines. 
“We find that tire and accessory 
sales differ somewhat from other 
lines of hardware merchandise in 
that the autoist usually knows what 
he wants. Consequently we carry a 
good assortment and by selling the 
customer what he asks for we usu- 
ally satisfy him. If we sold him a 
make of tire he did not have in mind 
and he had some trouble with it, 
even if it is not the fault of the tire, 
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Both bicycle and auto tires helped 


he would come back with a com- 
plaint. 

“We sell three of the best-known 
makes of tires, and if we do not have 
the size in stock we send to the down- 
town distributing wareroom of the 
manufacturer and the tire is deliv- 
ered to us within an hour. We find 
a growing demand for cord tires in 
all sizes and about one-fourth of our 
stock is now in cord tires. An im- 
portant thing that a hardware mer- 
chant should bear in mind is that the 
sale of tires and accessories, by 
bringing customers in the store, 
helps to sell other lines just the same 
as the sale of other articles helps our 
trade in tires and accessories. 

“Among the good sellers in the ac- 
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cessory line are spark plugs, spot- 
lights, monometers—the demand for 
these being particularly good, blow- 


YOU NEED THE MONEY 
Accessories will bring the 
customers in and should be 
one of your best depart- 
ments. Every hardware man 
praises accessories. Get 
your share. 


Wnt 


out patches, tire repair outfits, rub- 
ber cement, plastic, radiator cement 
and tire chain in season.” 

The complete line of accessories 
carried by the Merkle-Miller store, 


and the fact that the display of these 
does not require a great deal of room, 
is indicated by the fact that in the 
showcase shown in the accompany- 
ing picture are displayed two makes 
of spark plugs, talcum, tire repair 
kits, radiator compound, rubber floor 
mats, vulecanizers, radiator caps, sets 
of sprocket wrenches, battery test- 
ers, spotlights, spark plug wrenches, 
valve lifters, tire irons, electric en- 
gine heaters, windshield cleaners, 
tow ropes, side lamps, grease guns, 
goggles, grease cups, tail signal 
lamps and wheel pullers. 

Complete stocks and _ energetic 
work will always build up a big ac- 
cessory department and one that will 
pay any hardware store. 
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NORTH JERSEY DEALERS 
MEET 

Fifteen retail hardware firms were 
admitted to membership in the North 
Jersey Hardware and Supply Dealers’ 
Association at the last regular meeting 
of that organization held at the Down 
Town Club, Newark, N. J., April 12. 
The total membership is now more than 
130, Secretary W. F. Littell, Jr., an- 
nounced. A special membership drive 
is being conducted by the local associa- 
tion in conjunction with the Pennsyl- 
vania and Atlantic Seaboard Hardware 
Association, which plans to have the 
largest state representation at the Na- 
tional Retail Hardware Association 
convention to be held at Louisville, Ky., 
June 20 to 23 in honor of the president 
of the national association, Matthias 
Ludlow, who is an active member in 


Merkle-Miller Co., Cleveland, swell the profits of the store 


both the North Jersey and the P. A. S. 
H. A. associations. 

President Ludlow, who was present 
at the meeting of the North Jersey 
dealers, expressed his appreciation of 
the work that is being done by both the 
local and state associations. 

On motion of Secretary Littell the 
president and the secretary of the 
North Jersey association were invested 
with power to indorse and admit appli- 
cants to membership until June 20. It 
‘was also voted to make the dues fer the 
balance of the year five dollars. 

Sidney J. Milligan, president of the 
North Jersey association, presided at 
the meeting but requested Mr. Ludlow 
to introduce the guest of the evening, 
E. R. Masback, who spoke on the vari- 
ous kinds of service that the jobber can 
render the dealer. 
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Gets Enthusiastic 


Over Auto Accessories 


A BUD STARLING STORY 
By RALPH BARSTOW 


HEY got an awful nerve to 
have an Auto Show at Bend 
City this year, young fel- 
low,” said Pop Hynes of Hynes 
Hardware Co., general hardware, 
auto accessories, roofing, paint and 
tools, the trading center for the 
population clustering around Oatka 
Falls. 

Bud Starling had been telling him 
about the display the accessory 
dealers were planning in Bend City. 

“Shucks, if a man wants a car 
he’ll go buy it, and there’s precious 
few want one this year.” 

“If they don’t buy new cars— 
they certainly will buy a big bunch 
of new accessories,” came back Bud 
with his tail still in the air. 

“What makes you think so?” 

Bud led Pop Hynes over to the 
rather clouded window and pointed 
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to the faithful Puddle Jumper out- 
side. 

“Tl’ve run that car three years 
now. Look at it. Just start in at 
the bumpers on the front, check up 
on the radiator cap, notice the spot 
light, the window cleaner, the car- 
rier, the door grips, the tire car- 
rier, the chains on the’ tires, the 
sassy horn, and there’s a lot of stuff 
you can’t see too. Why, I figured up 
one day, and how much do you sup- 
pose I’ve got invested in accessor- 
jes?” 

“I dunno, Mr. Interlocutor; how 
much have you got invested in ac- 
cessories?” 

“$117.25, yes, sir. Every time I 
want to buy a new car and find I 
can’t, I go out and square myself 
with some new doo-dad. Only costs 
a little and it gives me something to 
fool with. I’ve got so I watch out 
for every new thing and a lot of 


’em are worth while.” 

“Ain’t worth the powder to blow 
"em up,” said Pop Hynes. 

“How come you sell ’em then?” 
countered Bud. 

“Durn fools like you 
buying ’em.” 

“Well, excuse my saying it, but 
aren’t you taking a lot on yourself 
to say that a man is a darn fool for 
buying something he wants, espe- 
cially when there are millions of 
dollars, worth of accessories sold?” 

“1 dunno. I don’t run a car my- 
self. If they want to waste their 
money on such truck, I s’pose it’s 
their business.” © 

Bud was exasperated. 

“Why do you carry all this stock 
of automobile stuff?” 


insist on 


They Pestered Pop for Accessories 


“I keep telling you. They pester 
me to buy this and that. They see 
an advertisement and want me to 
get something for ’em and before 
you could say ‘Jack Robinson’ I had 
more junk ’round here than you can 
shake a stick at. I got the only 
hardware store inside of twenty 
miles, and they say I ought to keep 
the truck. Know that young fellow 
that runs the garage next door? 
He makes life a misery to me. 
Every day or so he comes running 
in here and wants some damn tool. 
I ain’t got it, and then he says I ain’t 
progressive. Says he depends on 
me to fix it so’s he can pick up stuff 
in a hurry.” 

“Pop, do you object to 
money?” asked Bud resignedly. 

“Hey? Should say not. I need 
every cent I can lay my hands on 
to keep my girl at school.” 

“Why don’t you fool ’em then?” 

“Fool who? How?” 

“Fool these people around Oatka 
by beating them to it on these ac- 
cessories? Say—” an inspiration 
struck Bud, “say, I’ll tell you what 
I’ll do! Do you know how many 
automobiles there are in the town- 
ship?” 

‘“‘No—nor nobody else ’cept at the 
State House.” 

“T’ll bet I can find out from the 
young fellow in the garage—wait a 
minute, I’ll be back,” and Bud 
hustled out the door. : 


the 
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He came back crestfallen. “Dog 
gone it, he doesn’t know either. I|’|! 
have to count.” 

“Count the automobiles?” 

“No, the licenses in my motor reyg- 
ister.” 

Bud got his book out of the Puddle 
Jumper and began skinning up and 
down the pages, making pencil notes 
while the proprietor watched him 
like he would watch a queer animal 
that had been brought in for inspec- 
tion. Finally, Bud looked up. 

“*Bout 4000 cars in this county, 
and I’d say at a safe guess there are 
1500 in and around Oatka. Did you 
realize there were so many custom- 
ers running wild? That’s why they 
pester you to get things for them. 
Why, you arr sitting on a small gold 
mine and trying to keep people from 


digging the gold and handing it to 
you.” 

“Yep, I know all about that; but 
what are you proposin’ to do?” 

“It struck me all of a sudden. 
Why don’t you run an automobile 
show of your own here in the store?” 

“Land o’ Goshen, didn’t I tell you 
them fellers up in Bend City was a 
parcel of fools to run a show? And 
here you are trying to get me to 
make a fool of myself.” 


Bud Gets Pop Enthusiastic 


Bud realized that it wasn’t fair to 
expect Pop Hynes to absorb his en- 
thusiasm all at once. He began to 
lay out his ideas as if he were deal- 
ing cards, one at a time, and waited 
until Pop agreed with him. 

“Fifteen hundred people have cars. 
They buy most of their goods here 
in Oatka. They are in the habit of 
coming to you for hardware, and so 
they came for auto accessories. You 
say that a smaller number of them 
will be able to buy new cars this 
year. They won’t go to walking 
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again. No, they will have to keep 
the old cars a-running. That means 
all sorts and kinds of repairs. They 
can do a lot of fixing themselves and 
the rest they will take to the 
garages. Whatever fixing they do 
or have the garages do will call for 
tools, parts and accessories.” 

“I’m with you so far.” 

“Suppose each one of them spent 
only $5.00 on his car and that only 
two-thirds of them have to have 
work done. That leaves one thou- 


sand people times $5.00 and I make 
it $5,000. Do you?” 

“Cat’s sake, I never sold $5,000 
worth of auto stuff all the time I’ve 
been here.” 

“T know, but are you willing to?” 

“Will a cat drink cream?” 

“If IT’ll come down here next 
Monday and spend the week with 
you getting ready, will you hire an- 
other salesman to help you run the 
Oatka Falls Auto Accessory Show 
right here in your store?” 

“Won’t hire a salesman, but I’ll 
take my brother’s boy in. He’s a 
natural born tinker and he’s got his 
dad’s car fussed up like yours.” 

“That'll do the trick. But hold on. 
We'll have to clean out a lot of space 
here. Can you put some of this last 
fall stuff back in the stock room or 
shed? Will you have the windows 
washed, and the front of the store 
painted, and let me have some signs 
made, and do a little advertising in 
the Recorder and let me send out 
some letters for you?” 

“Hold on, you’ve swamped me,” 
the old man yelled. 

Bit by bit they argued it out. 
Bud got his own catalog, and three 
or four mail order house publica- 
tions and showed Pop what they 
would have to do to set the stage, 
Finally the old man agreed to try it 
all out. 

Bud showed up early Monday 
morning, having driven through the 
fog most of the way, with a load of 
posters, circulars and window trim 
he had gathered from the supply 
sent by .various manufacturers. 
These were the preliminary steps. 
Bill Hynes, the nephew, helped eag- 
erly—it was like a trip to the circus 
for him. 

You Bet They Worked 


They washed the windows, paint- 
ed the front of the building, took 
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away all the out-of-season stock and 
packed it away in boxes and cases, 
brought out the auto accessory stock 
and finding they lacked counter and 
table space, made tables from angle 
iron and wood tops, draped the 
tables with a lot of red and green 
cotton goods. 

They washed and polished and 
shined the Puddle Jumper until that 
astonished car looked like a jewel in 
black velvet, and by taking off the 
back doors, got it on a platform, 
raised 18 inches from the floor in the 
center of the store. Then they dec- 
orated it like a Christmas tree! 
Every accessory in stock and some 
that Bud brought out from Bend 
City was put on the car with a tag 
naming the article and the price and 
a very brief sales talk. Bud’s abil- 
ity to do an easy reading lettering 
job came in handy. 

Bud got out a letter (had to have 
letter heads printed at the same time 
for Pop Hynes only had 500 sheets 
in the place) to send to all the auto 
owners. This is the way it read: 


HYNES HARDWARE CO., 
AUTO ACCESSORIES HEADQUARTERS 
Oatka Falls, N. Y. 


Dear 89,784 (This was an old 
trick of Bud’s, calling a man by 
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the license number of his car— 
it got interest.) 

Instead of an Auto Show, 
Oatka is going to have an AC- 
CESSORIES SHOW next week, 
right in our store. 

If you have been thinking of 
keeping the old car this year, 
instead of buying a new one, 
come in and see a 1918 Puddle 
Jumper dolled up in 1921 style. 
We won’t tell you how many ac- 
cessories we’ve got on it, but 
will give you an estimate blank. 
You fill it out and if you are one 
of the ten closest to correct, we 
will present you with a pipe 
wrench absolutely free. 

You will be surprised to see 
what a noble job you can make 
of the old bus when you get all 
the fixings together. You know 
how you like to pore over the 
mail order catalog—come in 
and actually see and handle and 
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TRY the goods before you buy. 
We'll show you prices—bring 
your catalog and compare. 
There are a dozen tools you 
can buy that will enable you to 
repair your car and keep it in 
shape, that will cost you less 
than the price of half an over- 
haul and keep you humming on 
the road this year without ever 
regretting that you couldn’t 
buy a new car. 
Open evenings all next week. 


HYNES HARDWARE COMPANY 


Bud got young Bill and old Pop, 
evening after evening and drilled 
them on the selling points of the ac- 
cessories on the Puddle Jumper. 
First he would demonstrate and then 
he would expound. Then he’d try to 
get Bill and Pop to do it after him. 

Bill was bashful and Pop was self- 
conscious, but Bill got courage and 
began to spout with a fair degree 
of assurance. Pop pooh-poohed and 
haw-hawed and “refused to play.” 
At first Bud was inclined to be dis- 
appointed, but some sixth sense told 
him that the old man was taking it 
all in and would produce under pres- 
sure if customers came in, 

The windows were dressed and 
the curtains kept pulled down. A 
small sign was pasted on the out- 
side, reading: 


“WAIT UNTIL NEXT MONDAY 


MORNING” 


The town knew something was go- 
ing on and was very curious, so that 
dozens of folks came in during prep- 
aration week to buy some small 
item just to find out what was going 
on. The business in small wares 
picked up wonderfully that week. 

Saturday night all was in readi- 
ness. 

Just as they were getting ready to 
quit with everything in apple pie 
order, the door opened and Judge 
Augustus Strong, the local sterling 
citizen, came in. Judge Strong 
owned two cars and was the only 
man in town who hired a regular 
chauffeur. 

“What’s all this shindy about?” 
boomed the Judge. 

“Dummed if I know, Jedge. Ask 
that young feller over there,” said 
Pop, passing the hot brick to Bud 
Starling with obvious delight. 

“We're stimulating business” said 


(Continued on page 151) 
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Tested Tires Before Stocking Them 


Minot, North Dakota, Merchant Tried Out Brand 
on His Own Trucks First—Big Business Follows 
Advertising and Work in Accessory Department 


NE of the most successful re- 
@) tail hardware dealers han- 
dling automobile tires in the 
North Central States is the firm of 
Jacobson & Fugelso, Minot, N. D. 
In addition to carrying a full line 
of hardware, sporting goods, glass, 
paints and oils, they carry automo- 
bile accessories, supplies, tires and 
tubes. 

Until 1920 this firm had not car- 
ried any tires and only Ford size 
tubes. Inasmuch as the owners 
had been quite successful in sell- 
ing accessories and most of their 
customers owned automobiles, Mr. 
Jacobson states they figured they 
should be able to work up a tire 
business. 

In 1919 the company purchased 
for its own cars some tires of a 
well known make. Mr. Jacobson re- 
ports that the service given by these 
tires was such that they decided if 
they could get the agency they 
would stock and push sales of tires. 

The policy has been to handle 
only high grade merchandise in all 
of the departments. By securing 
the agency for a high grade tire 
the adjustment end of the business 
is not difficult. 

Mr. Jacobson states that one of 
the most important things is to get 
all of the salesmen in the store 
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“sold” and enthusiastic on items 
like tires. This can be helped along 
by giving them information as to 
good results obtained by different 
customers of the store, to whom the 
salesmen can refer new or prospec- 
tive tire customers. 

Frequent and attractive window 
displays are made. 


Over $5,000 in Tires the First Year 


Mr. Jacobson is very enthusiastic 
over the possibilities in sales of 
tires and tubes, and states that even 
though last year was their first at- 
tempt, sales ran over $5,000, and 
that had business conditions re- 
mained normal during 1921 their 
sales would run well over $12,000. 
This in itself is a nice, profitable 
item to add to an automobile sup- 
ply stock; in addition to which there 
is no question but that the carry- 
ing of tires and tubes of high qual- 
ity brings in customers for many 
other items of auto accessories and 
hardware. 

This company has to meet a great 
deal of competition in ‘its territory, 
there being many local agencies as 
well as distributing branches of 
three of the largest and best known 
tire producers. Remember, “Com- 
petition is the life of trade,” and do 
not feel that competition is too keen 


Se, 


if you have a good business in other 
lines and the ability to put the 
proper push behind this end of the 
business. 


More Helps for the Retail 
Merchant 

Nails are sold by the pound, wire 
screening is sold by the foot, but how 
do you balance the amount of rent 
you pay with your sales; how do you 
measure the amount you can spend for 
delivery ? 

A method of measuring all the ex- 
pense items and weighing in compari- 
son to the average expenses of hard- 
ware stores is presented by the Simonds 
Mfg. Co., Fitchburg, Mass., in a series 
of blotters now being sent to hard- 
ware dealers. The figures are all in 
simple per cents, which make them 
easily fitted to any hardware store. 
With these figures a dealer can study 
his rent, wages, gross profit and many 
other of his expenses. This method of 
measuring expenses with sales is being 
used by many dealers to gauge the 
success of their store. 

Besides the analysis of the expense 
items, there are presented ideas for a 
garden seed contest, window display 
tool contest, handling the manual train- 
ing student, mailing lists, turnover and 
the trade magazines. 


The Axilla Safety Razor Co., Nor- 
walk, capitalized for $50,000, has been 
incorporated under Connecticut laws. 
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- Pittsburgh Dealers Are Enthusiastic 


Graff Brothers Report That a Great Business Has Been 
the Store in the Accessories Lines— 


Built Up by 


Have Increased the Stock Every Month Since the Start 


F doubt exists in the heart of 
any hardware man anywhere in 
this great country of ours as to 

the advisability, and incidentally the 
profits to be made as well by doing 
so, of handling automobile acces- 
sories, and handling them well, then 
he ought to go to Pittsburgh, and 
interview Howard Mayberry, the 


genial manager of the live hard- 
ware store of Graff Brothers, Inc., 
located at 5912 Penn Avenue, East 
End, This concern got into the 
automobile accessory game only a 
short time ago, but it has grown by 
leaps and bounds, and to-day it is 
one of the most important depart- 
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ments of their business, and is still 
growing at a rapid rate. We pre- 
sent herewith a picture of a win- 
dow display of automobile accesso- 
ries in the store of_ this concern, 
and which is attracting much at- 
tention. But it is best that we give 
the account of the wonderful suc- 
cess this concern has had in selling 


automobile accessories in the words 
of Howard Mayberry, who is enti- 
tled to a large share of the credit 
for this success, he being in direct 
charge of this department, and has 
given it a large share of his personal 
attention since it was started. He 
described it to a representative of 


HARDWARE AGE as follows: 

“We are getting more enthusias- 
tic about this matter every day and 
we are building up quite a trade in 
the above line, due to the fact that 
we believe that we carry a large line 
of nothing but up-to-date accesso- 
ries for the popular automobiles of 
the day, and at the present writing 


we are reconstructing the rear of 
our establishment, which will enable 
us to make a much better display 
than we have been doing, for we con- 
sider that you have absolutely got to 
keep this line before the public at 
all times in order to put it over suc- 

(Continued on page 151) 
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What Common Sense Did in Boston 
How Chandler & Barber Co. Adopted the One Line 


Idea in Its Accessory Department and How It In- 


creased the Tire and Tube Sales From $50 to $14,000 


ANY retail hardware dealers 
M. conducting an automobile ac- 

cessories department soon 
discover it is essential that a line of 
tires and tubes be carried. Others 
discover this fact before they be- 
come dealers in accessories. To 
others even the smallest possible in- 
vestment involves a comparatively 
large sum of money, and this fact, 
taken into consideration with purely 
local conditions entering into the ac- 
cessories business, discourages any 
decided step. 

The Chandler & Barber Co., Bos- 
ton, thanks to the efforts of Thomas 
E. Gibson, manager accessories de- 
partment, has had success with tires 


and tubes. Success in this case is 
not based on anything but good com- 
mon horse sense. As can be con- 
ceived, competition for tire and tube 
business in Boston, as in any large 
city, is extremely keen. A retail 
hardware dealer there could handle 
every kind of tube and tire made and 
still people would come in his store 
and ask for something he did not 
have. He also could not satisfy the 
customer who wants to buy a tire on 
a price basis only. Nobody can do 
that. 

This concern therefore decided to 
limit itself to one line of tires and 
one line of tubes after satisfying 
itself the line, in its opinion, was the 


best for all-around purposes. Hav- 
ing selected one tube and one tire, 
there was but one way to sell it—on 
a quality basis only. 


Never Knocks a Tire 


The concern made a golden rule 
and lived up to it. It never knocks 
any make of tire. If a customer is 
using the So-And-So make, he is 
given to understand the So-And-So 
is a good tire, but that this hard- 
ware store has a still better one from 
a quality standpoint. The fact that 
the concern’s line of tires is the only 
real anti-skid and oil proof on the 
market constitutes a second-line de- 
fense selling point only. It is the 


Exceptional symmetrical arrangement saves this window from being crowded. It is most attractive this way 
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Chandler & Barber Co., Boston, have a a accessory department and every man that sail nies his goods thoroughly 


quality that counts and this fact is 
hammered into the customer from 
the time he first suggests tires until 
his money is in the cash register, 
which is the final result in nine out 
of ten cases. 

Before deciding on what tire to 
carry, this hardware firm made a 
serious study of the question. It 
conducted a series of tests, including 
the placing of tires on pleasure cars, 
small and large trucks, at its own ex- 
pense. It didn’t believe anything a 
tire manufacturer said. It wanted 
to convince itself first, last and al- 
ways so as to be absolutely certain 
on its selling points. The investiga- 
tion is being continued and if this 
retail dealer finds the manufacturer 
falling down on his product, out goes 
the tire. 

The same policy is followed as re- 
gards tubes. The customer is cor- 
rectly informed they are of the best 
Para, floating rubber, and if he 
doesn’t believe it, the floating qual- 
ities of the rubber are demonstrated. 
Also an honest - to- goodness test, 
showing the qualities of strength, 
backed up by the manufacturer of 
the tube, is sometimes brought out 
as a selling point. The fact that 
Chandler & Barber, within a period 
of six years, has increased its gross 
tire and tube business from $50 to 
$14,000 annually demonstrates its 
idea is a good one, at least. 

The company does not confine the 
one line idea to tires and tubes, how- 
ever. It practically has decided on 


one line of spark plugs, a rather bold 
step for anyone to take. In this in- 
stance, the firm feels certain of the 
ground whereon it walks. The idea 
is not based on theory, but on fact. 
With several makes prominently dis- 
played on shelves and in show cases, 
the one spark plug idea has been 
worked out to the satisfaction of 
Mr. Gibson, it being proved to hun- 
dreds of customers the one plug is 
the best for all practical purposes. 

The firm has found the polish 
question the hardest one to solve. 
Long and careful tests made of the 
various kinds on the market show it 
impossible to reduce the lines car- 
ried to less than three, consequently 
the concern hereafter will carry but 
three makes. The one line idea is to 
be carried out in many other direc- 
tions. Other people have said it can- 
not be done, but this hardware firm 
delights in proving the exception is 
the rule. 

Recently, against the advice of 
other hardware interests, the com- 
pany tried the selling qualities of a 
standard make of automatic wind- 
shield cleaner. Within a few days 
54 were sold at $12.50, a total of 
$675, the biggest single day’s sale 
resulting during the heaviest snow- 
storm of the winter. It cost the firm 
a little money to fix up a display 
over the front door, but it believes 
that money expended in advertising, 
if properly handled, is the best kind 
of an investment. 

Although a thorough knowledge 


of goods and an ability to talk dre 
necessary, the concern believes win- 
dow displays are essential. Mr. Gib- 
son’s department, therefore, is always 
given either one large or one small 
window each week. As a rule only 
the best the store has to offer is dis- 
played in the windows—seldom a 
bargain. The theory is that desira- 
ble trade is not looking for bargains 
or cheap accessories, for it has found 
out there is nothing in such things. 
Prices are never displayed on goods 
in the windows. Price is of second- 
ary importance. As in the case of 
tires, qualify is the big idea and the 
only reason the company offers auto- 
mobile accessories for sale. The firm 
is perfectly willing to let the other 
hardware dealer or garage make the 
big profit on accessories customers 
who never buy the second time. 

The confidence of the customer is 
what the firm is after, and this can- 
not be secured with inferior stock. 
To gain the confidence of customer 
and yourself, one should go slowly in 
the accessories business. The initial 
stock of this particular firm practi- 
cally consisted of one of the various 
accessories available on the market, 
with the spark plug, gauge and blow- 
out patch prominently played up in 
the little corner of the store devoted 
to this department. The cost of the 
stock was less than $100. 

Later, stock carried was based 
largely on what people came in and 
asked for, but the firm soon discov- 

(Continued on page 138) 





The Housing Problem for Automobiles 


and several cases of roofing tile 

were sold as a result of the 
accompanying window display of 
garage hardware, in one week, by 
Birken Meier & Kuhn Co., 525 
Clinton Avenue, Newark, N. J. 
Most of the garage hardware sets 
and the majority of cases of roofing 
tile were bought by a local con- 
tractor. 


Prae: sets of garage hardware 
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GARAG RAGE! ugned for Garages 


By CHARLES DOWNES 


ark to a large extent for both in- 
formation and supplies. Building 
operations within a radius of fifty 
miles of Newark have taken on a 
new impetus since the first of the 
year, primarily because of the acute 
housing shortage. As a result the 
builders’ hardware business has 
also grown in proportion. 

The fundamental business policy 
of the firm of Birken Meier & Kuhn 















































to the City Hall and examines the 
building permits that have been 
filed. Local newspapers within a 
radius of fifty miles of Newark are 
studied for news about prospective 
building operations. The reports in 
architectural papers and of real es- 
tate agencies are followed up with 
careful attention. 

Every prospective customer for 
builders’ harware within a few 


This idea was used successfully by Birken Meier & Kuhn Co., Newark, N. J., and helped the garage hardware business 


Birken Meier & Kuhn Co. does a 
large and extensive business in build- 
rs’ hardware. This firm has built 
up an admirable trade for all kinds 
of general hardware articles and spe- 
cialties by using its builders’ hard- 
ware line as an introduction. 

The city of Newark, where Bir- 
ken Meier & Kuhn Co. is located, 
is the industrial and trade center 
for practically all of northern New 
Jersey. Contractors and _ supply 
houses of all grades depend on New- 


Co. is intrinsically sound—“If you 
want business you’ve got to go out 
and get it.” It may be said literally 
and appropriately that Birken Meier 
& Kuhn Co. pursue this policy with 
an unabated vigor that manifests 
itself in a continual and consistent 
business growth especially of its 
builders’ hardware department. 


Studying the Community 


Every day one of the men in the 
builders’ hardware department goes 
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hours’ motoring distance of New- 
ark receives a personal call from an 
estimator representing the builders’ 
hardware department of Birken- 
Meier & Kuhn Co. 

The contractor who bought most 
of the forty sets of garage hardware 
mentioned at the beginning of this 
article was one of a number of 
builders who received a_ personal 
call from a representative of the 
Birken Meier & Kuhn Co. He had 

(Continued on page 120) 
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The Value of Auto Accessory Service 


Catering to the Whims of the Motorist Is One of 
the Factors That Has Brought Business to the Big 
Schoedinger-Marr Co. Store in Columbus, Ohio 


lumbus, Ohio, finds automobile 

accessories a profitable line to 
handle. To be convinced of this, one 
needs only visit this up-to-date hard- 
ware store and see the complete line 
of accessories carried. 

The firm does not believe in hid- 
ing its light under a bushel measure. 
They are firm believers in the draw- 
ing power of printers’ ink, and do 
not hésitate to use the local papers 
very freely in “telling the world” 
what they are doing. They have also 
found theater programs an effective 
method of advertising and carry a 
half-page display ad in the programs 
of the principal theaters. 

But their long suit is service. A 


T HE Schoedinger-Marr Co., Co- 


sale is never complete with them un- 
til the customer is entirely satisfied 
with his purchase, and an uncondi- 
tional guarantee of complete satis- 
faction or money refunded is given 
and strictly adhered to. 

The Schoedinger-Marr Co. devote 
one portion of their store to auto ac- 
cessories exclusively. This is situ- 
ated on the main floor to the rear of 
the store, is particularly well lighted 
and the goods displayed in a very at- 
tractive manner. R. E. Bailey, who 
knows the accessories game from A 
to Z, is in charge. He has made a 
study of the needs of the various 
types of cars and is thoroughly com- 
petent to recommend the proper ac- 
cessories for the different makes. 
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Further, he knows his stock thor- 
oughly, and many times has been in 
a position to advise customers as to 
their needs, and the service thus ren- 
dered has been the means of estab- 
lishing connections with the owners 
that have proven very profitable to 
the firm. 

Mr. Bailey believes that the hard- 
ware dealer is the logical distributer 
for accessories, but agrees that to 
get the business and hold it requires 
constant effort on the dealer’s part. 
First the accessories department 
must be brought to the attention of 
the motorist. He does this by ar- 
ranging attractive window displays 
and advertising at frequent intervals. 

(Continued on page 152) 





The Way the Accessory Business Is Built 


Convenient Store Arrangement and the Proper Stock 
Mean a Department That Will Pay Big Dividends and 
Bring in Many New Customers to Your Hardware Store 


RADE in motor accessories is 

a permanent asset to a hard- 

ware firm; this is why hard- 
ware dealers are working with the 
view of expanding their business in 
this line. An important essential 
to high grade service is the ability 
to supply on short notice the ar- 
ticle asked for. This is why deal- 
ers find it advisable to select and 
arrange their stocks of accessories 
for the convenience of customers. 

Display proves a valuable sales 
aid. When a customer steps in a 
store where spark plugs, bulbs, tire 
repair outfits and other popular ac- 
cessories are attractively displayed 
he is favorably impressed. “I dis- 
play my line of spark plugs in a 
glass-covered case,” states a deal- 
er. “This permits a customer to 
select a particular make, or size, 
of plug without delay.” 

It is a good idea to display the 
stock of bulbs in a glass-covered 
case on the wall, where the selec- 
tion of the kind of bulb required 
can be accomplished on the instant. 
It is advisable to carry a stock of 
bulbs which will meet the require- 
ments of all customers. The sale 
of a small article, such as a bulb, 
frequently paves the way for per- 
manent trade. 

Jacks, tire repair outfits, lamps, 
warning signals, chains and other 
popular accessories may be dis- 
played in a show case which ex- 
tends across the show room in plain 
view of customers. The motorist 
who is in a hurry and desires one 
or more accessories can pick out 
what he needs without wasting his 
own or the salesman’s time. 


The Convenient Arrangement 


“Space in axkardware store re- 
served for the display of motor ac- 
cessories should be utilized to best 
advantage by arranging everything 
conveniently,” explains a dealer. 
“The dealer who carries a small 
stock of accesgories can select the 
most necessary articles and by dis- 


By CLEMENT WHITE 


playing them attractively supply the 
requirements of the average cus- 
tomer. Let the customer know you 
are anxious to serve, whether he 
owns a Ford or a Packard. This 
makes satisfied customers and in- 
creases trade. The main thing in 
selling accessories is to be able to 
meet the customer’s requirements 
without delay. The customer who 
needs a new jack, a tire pump or 
a set of chains may be in a hurry 
to make his purchase and will re- 
member the store where prompt at- 
tention was given his  require- 
ments.” 

It is best to arrange a stock of 
tires on racks, reserving a compart- 
ment for each size of tires. It is 
necessary to provide ample space 
for the tires. It is advisable to re- 
serve the bottom tier for truck 
tires, using the top tier for the 
smaller sizes. 

“I think it pays to select a good 
make of tires, then specialize on 
the sale of the single line,” re- 
marked a dealer. “I secure better 
results from my publicity efforts by 
advertising one line of tires, than 
if I attempted to sell several dif- 
ferent makes. It is much easier to 
sell tires widely advertised by the 
manufacturer than makes which 
are given little or no publicity. Lo- 
cal advertising, coupled with the 
manufacturer’s general advertising, 
brings in the trade.” 

A handy method of displaying 
tubes is to display them in a wall 
rack, where a desired size can be 
picked out without delay or vexa- 
tion. A stock of tires and tubes in 
the popular sizes will create an ex- 
panding trade. Many motorists de- 
sire to inspect tires before buying. 
Here is where the dealer who car- 
ries a full line and-displays them 
attractively, takes the trade from 
competitors who store their tires 
in odd corners and provide small 
opportunity for customers to in- 
spect their stocks. 

“The firm that carries a reason- 


ably complete stock of tires and 
tubes and has them on display, has 
every advantage over the firm that 
attempts to sell from a price list 
and description,” said a dealer. ‘“‘It 
is a wise policy to prepare to meet 
your customers’ tire requirements 
in a way which will induce them to 
come again.” 

Attention may be given to the 
sale of lubricants; a stock of cup 
grease, oils, etc., moves readily and 
assists a dealer to recruit new cus- 
tomers. It is advisable to display 
a stock of lubricants on racks where 
all who enter the store will see 
what you have to offer. Care taken 
in displaying and arranging a stock 
of lubricants is certain to increase 
trade. It is a mistake to store lu- 
bricants in out of the way places, 
or to allow the containers to be 
coated with dust. A stock of lubri- 
cants, offered in an attractive way, 
invites the motorist to select. what 
he needs for his car. 

Hardware dealers find window 
displays an effective means for get- 
ting the accessory trade. It is ad- 
visable to make the window display 
as complete as possible without 
overcrowding, so prospective cus- 
tomers will form the opinion that a 
complete stock of motor accessories 
is carried by the firm. Systematic 
arrangement of the different articles 
makes a display effective. Hard- 
ware dealers appreciate the im- 
portance of making seasonable dis- 
plays of accessories, and find it ad- 
visable to change their displays 
frequently. 

Popular accessories well adapted 
for window display include tires, 
tubes, tire repair outfits, warning 
signals, spot lights, etc., etc. 


Selling Safety 


“The average motorist has come 
to appreciate the need of efficient 
lights and a reliable warning sig- 
nal,” explained a dealer. “Spot . 
lights, in particular, are in brisk 
demand, as are hand-operated and 
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motor-driven horns. The _ safety 
first slogan appeals to conservative 
car owners and they are willing to 
buy equipment which increases 
their pleasure and lessens the 
chances of accident. 

“Demonstration proves an effec- 
tive aid for making sales.: Many 
articles found in a stock of motor 
accessories are well adapted for 
demonstration purposes. When a 
prospective customer doubts the 
value of a certain article, I take 
pains to demonstrate its usefulness 
to him. 

“It pays to give special attention 
to the needs of a customer. The per- 
son who asks for a spark plug, for 
example, may be interested in the 





plan of carrying several extra plugs 
for emergencies. The customer who 
buys a tube may be interested in a 
repair outfit which will enable him 
to keep the new tube in repair. 
There are many articles in the stock 
which lead to the sale of other 
equipment. This is why it is easy 
to develop trade in motor accesso- 
ries. 

“The new accessories offered 
from time to time by manufactur- 
ers frequently become popular lead- 
ers. I find it advisable to keep in 
close touch with motor accessories, 
and to employ service and publicity 
as trade building agencies.” 


Using Your -Experiences 
(Continued from page 90) 
home on three cylinders. This im- 
plies that we can render our best 


“signal 


" 


HARDWARE AGE 
service by selling some honest, re- 
liable make. 

Think of the many different kinds 
of toots, shrieks and whistles which 
come forth from our auto danger 
devices. Every single car 
must carry one of them, and repeat 
sales are often possible when a cus- 
tomer wants a louder, or otherwise 
better device on his car. 

There’s the tire pump and pres- 
sure gauge; valve insides and dust 
caps, which latter are so carelessly 
left on the running board, next to 
that fiber or rubber mat which you 


may have sold to Mr. Motorist. 
The Worthwhile 


Accessories 


Then, what would he do without 
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when the car is parked near the 
movie house or theatre at night. 
No car can run very far or very 
long without oil or grease, and a 
hydrometer may save a big repair 
bill from the battery station. 
We.-can’t write a dictionary of 
auto accessories, for this is not in- 
tended to be a book—only a story, 
but it goes to show all of us readers 
of the HARDWARE AGE the possibili- 
ties which lie within the reach of all 
of us up-and-doing hardware men. 
Oh, yes—about those fellows in 
the second paragraph—who went 
fishing that spring morning. Bill 
and Charlie shifted that tire in ten 
minutes alright—eight minutes to 
be exact, I think they said, and say, 
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chains and tire tools; even the best 
of us get caught in the mud or slide 
off the road once in a while? How 
about the windshield scraper—I can 
testify of its usefulness last winter 
when I got caught in a driving sleet 
storm—perhaps you had a similar 
experience yourself. 

Some chaps delight in stepping on 
a cut-out when they are tearing up 
a stiff grade—probably some dealer 
sold them this outfit. 

Some other fellow may thank his 
lucky stars he has a tow-line in his 
car when he slips into that mud-hole, 
and even auto-jacks are lost or get 
broken. Bumpers save smashed 
radiators and shock absorbers tone 
down many a rough road. 

Spot lights and flashlights save 
many a trip to a roadside farmhouse 
for a borrowed lantern, and an auto 
lock saves many an anxious moment 


you would surely open up your eyes 
if you could see what they brought 
home in that willow fish basket, too. 


The Minneapolis Heat Regulator Co., 
Minneapolis, Minn, has opened a branch 
office at 323 Bulletin Building, Philadel- 
phia in charge of Arnold Michelson. 


A new Vermont corporation is the 
Eaton Hardware Co., Lyndonville, Vt., 
recently organized with a capital stock 
of $100,000. The incorporators are 
Haddon Lyster, Ernest E. Martin, 
George A. Hubbard and Lorenzo Q. 
Eaton, all of Lyndonville. The new 
corporation succeeds the firm of J. 
C. Eaton Co., which was started at 
Lydonville in 1852, by Lorenzo Q. 
Quimby. In 1867 the firm of L. Q. 
Quimby & Co. was organized. In 1885 
Mr. Quimby retired and the firm be- 
came J. C. Eaton & Co., H. W. Lyster 
being the junior partner. 
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When the Woman a the Accessories 


By FRANK J. WINTERS, JR. 


66 HE hand that rocks the 
4% cradle rules the world.” 
But in these modern 

times the hand that rocks the cradle 
no longer rocks, for if baby cries 
at night the hand switches on the 
electric milk warmer or reaches for 
the vacuum bottle and baby is fed 
and goes to sleep contentedly. This 


same hand that rocks the cradle be- 
gins the day by turning on the elec- 
tric percolator and toaster. Then 
in the day’s household duties the 
vacuum sweeper, the washing ma- 
chine, electric iron and all the mod- 
ern appliances are utilized by the 
hand that rocks the cradle, the hand 
of “The 20th Century Woman.” 
Also the 20th Century Woman has 


taken her place among the auto en- 
thusiasts and is a potential factor in 
the sale of accessories. This is not 
only true in regard to driving her 
own car, for she also influences her 
husband in his purchases, with the 
greater desire for the car to look its 
best and be comfortable at all times. 

While visiting a hardware store 
recently in a small town, a woman 
and man entered and stopped at the 
accessory department. The man 
asked to see “S” wrenches for a 
Ford. The salesman brought out 
several, yet the man was undecided 
just what sizes would be best for 
road trouble. Then the woman 
spoke up, inquiring if the salesman 
had some kind of a complete set 
such as she had seen with all the 
tools contained in it. The salesman 
reached into the display case and in 
a flash had a Ford trouble kit opened 
and out on the counter. 

While the salesman was reaching 
to show them another set, the woman 
started selling her husband this set 
of tools, using real sales arguments. 
She said having them all together, 
and a place for each one, would in- 
sure his not losing them. “On my 
sewing machine at home,” she said, 
“all my attachments are together in 
one box, therefore I have never lost 
any of them; also if you keep your 
wrenches all together and wrapped 
snugly they will not rattle under the 


seat, and you will always have them 
when you want them. 


It’s the Woman Who Decides 


It is true that the salesman dis- 
played the set, but the woman made 
the sale just as she did later for a 
jack of the chain type, by telling her 


husband how much better it was 
than the ordinary small jack. 

“Why,” she said, “with this jack, 
after I put it under the axle, I can 
stand away and jack up the wheel 
without danger of the car slipping 
down on my hands.” He bought the 
jack. 

While waiting for the change, and 


(Continued on page 152) 





Cultivating the Accessory Field 
A. H. Marshall Co., Plattsburgh, N. Y. Has Done 


Wonders in a Small T erritory and Has Gained a Big 
Reputation As the Hardware Store With Accessories 


fortunate as the A. H. Marshall 

Co., Inc., Plattsburgh, N. Y., in 
the matter of location. This store is 
situated in a town that is on the 
border of both Canada and one of the 
finest summer resorts in the United 
States. Transient business is excel- 
lent in the accessory department of 


7) VERY hardware store is not as 


of oil and gasoline are purchased 
during the auto season, and remem- 
ber that Plattsburgh is a cold place 
in winter, so that the driving season, 
ordinarily, is shorter than most cities 
of the United States. 

“To the writer’s knowledge,” says 
Mr. Agnew, “there is no field where 
it is as essential for the buyer to de- 
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and that it is easier to handle than 
it was a few years ago. 

“It appears to us that accessories 
are profitable without the least 
shadow of a doubt. Our territory 
is limited due to natural boundaries 
so we try to work it extensively 
rather than spreading out over a 
large area and merely scratching 


Here is a window display used recently by the A. H. Marshall Co. at Plattsburgh, N. Y. It gives an idea how extensive the 
department is 


the progressive store, and the tales 
which have been told by John C. Ag- 
new of that company regarding busi- 
ness reads almost like a fairy story. 
From a letter recently received 
from him is, for instance, the state- 
ment that the company sold, deliv- 
ered and got paid for over $100,000 
worth of tires alone. Several cars 


cide between quick-moving items and 
dead ones. There are literally hun- 
dreds of articles offered for sale by 
accessory manufacturers that have 
absolutely no merit, and that become 
shelf-warmers if purchased. One 
must do considerable weeding out, 
although I am free to admit that cer- 
tain lines aré becoming stabilized, 
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the surface. 

“We manage to dispose of a very 
good volume of specialties. We also 
push the sale of automobile paint 
and have found that it pays big re- 
turns. We have the reputation of 
being the one house within reason- 
able distance that can supply a cus- 
tomer’s needs.” 





Helping The Customer Paint His Car 


The Average Owner Can Save Much Money by Doing 
His Own Work and You Can Sell Him the Paint and 
Varnish with Which He Can Make It “Look Like New” 


E were parked against the 
\ \ garage door directly under a 

“No Smoking” sign posted 
by the fire department. Len, inhal- 
ing a cigarette, was seated over a 
nail keg now used as the rubbish 
box where discarded spark plugs, 
oily rags and the like were thrown. 
I was straddling a soap box trying 
to get compression on what I con- 
sidered a good-looking straight stem 
pipe. The sun was shining brightly 
and it was really a pleasant Satur- 
day morning, the first day of our an- 
nual two weeks’ vacation. We had 
exactly fourteen days ahead of us, 
during which time we could do pretty 
much as we pleased. We had no set 
plans and no immediate intention of 
forming any. We figured on fixing 
the garden up a little, the back stoop 
needed a new step, and we’d probably 
put in that cellar window that had 
been out for some time. Our chief 
diversion was to be an auto tour 
during the second week that we had 
about decided on. 

We sat there puffing in silence, 
admiring each other’s grimy look— 
for we had put the past three hours 
to lubricating the chassis and polish- 
ing the body. All the grease cups 
were filled, the oil cups were over- 
flowing and the transmission and the 
differential were covered in heavy 
oil. After washing our hands with 
common soap we had set about to 
polish the car. This last endeavor 
probably brought on the silence, for 
in spite of the attempts of the very 
bright sun there was no denying the 
absence of real lustre. The car did 
look pretty shabby. On one side 
near the door were the scratches 
caused by a bump from a careless 
taxi driver, and on the hood was the 
mark of another careless dig. The 
general look of the body was dull, 
we had to admit it. 

Len Has a Brightening Idea 

“Ought to have the old boat paint- 
ed,” suggested Len, breaking the 
silence. “she’s worth it, you know; 
engine’s in great shape, takes all the 


By CHARLES J. HEALE 


hills on high, comfortable riding, 
lots of pep and can throttle down as 
low as any car around but darn it, 
that shabby look spoils it all.” 

“Um,” I grunted sarcastically, “‘it 
only costs about three hundred dol- 
lars to get a baked-on job that ties 
your car up three weeks or—say, 
where would be get the three hun- 
dred, anyway. Though we might 
take her to the garage and get a 
hand job for $95 like Smith had, 
but even that usually takes ten days 
and anyway that’s too much money. 
We have only had her two years, 
guess we'll wait awhile.” 

We both lapsed into silence for 
a few minutes when Len burst out 
with such enthusiasm that he nearly 
slipped off his barrel-like perch. 
“Why can’t we do the job ourselves? 
We can get the paint and other stuff 
at Duffy’s Hardware Store, we have 
to go there anyway to get the glass 
for the cellar window. I saw Jim 
Duffy this morning when I was get- 
ting these cigarettes and I gave him 
the dimensions of the window. He 
has got auto paint—I have seen it 
in the window a dozen times. Sup- 
pose we run down there now and 
get the glass and get Jim to give us 
the dope on painting this boat—you 
know he painted his flivver last year 
and it looks pretty good.” 

This brought a ray of hope to me, 
for Jim’s flivver did look good and 
I began to remember that he did 
the work himself with paint taken 
out of stock. It was his first ex- 
perience and if he could do it so 
could we. 

Len already had his coat on and 
was starting the car, so I grabbed 
my sweater and jumped in. We 
backed out and headed for the Duffy 
Hardware Store. The engine certain- 
ly was in good shape, it hummed 
all the way and throttled down 
around the corners only to pick up 
quickly with a touch of the acceler- 
ator. .With a good coat of paint it 
certainly would be as good as a new 
car. I already had visions of a fine 
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looking car with a lustre that would 
glisten in the noonday sun. 

We reached the store, stopped the 
engine and went inside where Jim 
and the two salesmen were busy 
waiting on customers. In a few 
minutes Jim came over. 

“Hullo, fellows, here’s the glass 
for that cellar window.” 

Before he could utter another 
word we caught hold of him and 
walked him to the door. Len started 
in to say, “Look here, Jim, that car 
of ours is the best in town but it 
looks pretty dull for lack of paint. 
You painted your runabout last year 
and it looks pretty good. Tell us the 
story.” 

This Was Jim’s Favorite Speech 

Jim didn’t need much prompting. 
He ushered us back into the paint 
department and gave us seats, say- 
ing, “Be comfortable for it is not a 
very short story, but it will effect 
a saving of about $75 to you boys. 

“The first thing you will have to 
do is jack the car on blocks and re- 
move the wheels and the top. The 
car must then be cleaned thoroughly, 
taking care to remove all grease and 
dust with gasoline and soap and 
warm water. When the foreign 
matter is off or loose, rinse the body 
well with clean water and rub it dry 
with a piece of chamois. Then make 
an inspection for scratches and 
paint blisters. These will have to be 
filled up with japan or enamel which 
will dry in a few hours. When the 
body is free from dirt, rub the sur- 
face with fairly coarse sandpaper, 
changing to No. 0 as a finisher. 
This will smooth the surface into 
condition to take the paint evenly. 
After the rubbing is done, the wash- 
ing performance must be repeated 
and you are then ready for the paint. 
Be sure that there is no dust flying 
and you are safe to do the work out- 
doors, otherwise you had better run 
into the garage if it is big enough. 

“With a good quality camel’s hair 
brush about 21% inches in size for 
the broad surfaces and about a one- 
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inch brush for the corners apply 
your color paint. We have a special 
auto paint for that purpose. You 
can pick your color from the chart. 
This color coat must be thin and 
freely applied so that the entire sur- 
face has an even tone. With your 
particular car it will be best to use 
either black or a dark shade of blue 
or red, as the deep blue that was 
originally on there will take those 
shades well. If carefully put on, 
this coat will dry in twenty-four 
hours.” 

We agreed on dark blue body with 
yellow wheels. Jim continued: “A 
close inspection after about 15 
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varnish coat would be put on and it 
usually dries in one day. This must 
also be rubbed with pumice stone 
and felt and washed before the fin- 
ishing coat of auto varnish can be 
applied. If you use two coats of 
color paint you will need two coats 
of color varnish. The last coat con- 
sists of auto varnish alone which 
dries in about the same time as the 
other coats. 

“The four wheels may be painted 
at any convenient time. The paint 
must be scraped off and the surface 
rubbed down with fine sandpaper. 
Two coats of yellow auto paint fin- 
ished up with auto varnish will do 
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the same quantity of auto varnish, 
1 pint of yellow paint, a can of top 
dressing, two large size camel’s hair 
brushes and two of the smaller size, 
also a bottle of turpentine, a pack- 
age of-coarse sandpaper and a 
packet of No. 0 and four chamois 
rags. It kind of took our breath 
away to see the material there ready 
for us to take, but we came to, 
started to mumble our thanks to 
Duffy for the valuable information 
when Jim started in again: “You 
boys will make a good job of it, I’m 
sure, and if there is any further 
dope I can give you, drop in; or if 
you get stuck call me on the phone 
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Auto paints and varnishes will make a most seasonable window display right now 


hours’ drying may reveal some shal- 
low spots which may be touched up 
with the small brush. When the 
complete color coat is dry take a 
piece of clean felt and rub the sur- 
face thoroughly with pumice stone. 
The car will then require another 
washing and a rub down with a 
chamois rag. The next trick is a 
coat of color varnish, providing the 
one coat of color paint seems suffi- 
cient, if nof it would be advisable 
to put on a second coat. This will 
be a matter of judgment. The 
chances are that the one coat will 
be sufficient. The color varnish you 
can mix yourselves, taking five parts 
of color paint used to one part of 
auto varnish. This applied as any 
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this to perfection. At the same time 
the top may be treated with top 
dressing which will fill up pin holes 
and leave a real glossy surface. It 
is applied like paint. 


Getting Alcohol to Give the Car a Shine 


“When your finishing coat on the 
body drys, rub up a lustre with a 
piece of chamois dipped in alcohol 
and you will have a real fine looking 
car. If you wish, double up on the 
finishing varnish as two coats will 
improve the lustre.” 

We had been taking notes while 
Jim was talking and did not notice 
that he had assembled on the coun- 
ter for our use 1 quart and 1 pint 
of dark blue auto color paint and 


and I’ll run up and help out. By 
doing this job yourself you will save 
more than $80—you had better take 
along one of those cord tires we 
have in the window, fer your spare 
shoe is only good for about fifty 
miles and with a new looking car 
you will want a full set of good 
tires.” 

We were rather overcome by the 
wealth of knowledge that had been 
given us and were very susceptible 
to appeal; our gaze went to the win- 
dow to see the new cord tire and our 
thoughts went to the poor worn out 
spare tire on the back of that car 
outside that would soon be the talk 
of the town and at such a saving. 

(Continued on page 120) 
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W * do not do all the auto- 
mobile supply business in 
this section, but we get a 

large amount by, first, having right 
prices; second, having the goods; 
third, having one man in_ sole 
charge of automobile accessories, 
and fourth, having this one man do 
all the buying for the department. 
We give up the biggest part of 


Advertising Manager, Foster-Farrar Co. 


Carrying Complete Line in Providence 


By W. W. DARBY 


We try to keep such supplies and 
incidentals as the autoists want, 
our aim being to buy them low 
enough so we can divide profits with 
the local garages, almost every one 
of which we number among our 
customers. 

We could possibly largely in- 
crease our sales momentarily by 
selling a lot of “cheap junk” which 











sonable profit. We have an im- 
mense trade in piston rings, and 
right here let us say that this ap- 
plies equally as well to our entire 
automobile accessory line. We 
have an established price for every 
item and no clerk has any right to 
break the price. We give a dis- 
count to the garages, but both 
garage men and auto owners under- 
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Four of the ads 
that have been 
used by Foster- 
Farrar Co. on ac- 
cessories 










one-half of our store, shelf room 
and show cases to automobile sup- 
plies. One man has entire charge 
of this department, and while all 
the other clerks make sales in this 
department James Cohen is the 
man in charge of buying and sell- 
ing supplies for autos. We know 
our sales of such goods have in- 
creased materially. 


A little precaution, The use of 


Johreon’s Freeze Proof, $1.50 a packa 
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Overhauling 


all sizes in stock» 





162 Main St. 


What sort of Piston ioe, are you going to put in? ‘ 
Why not put in The Very Best, the 
AMERICAN 


HAND HAMMERED 
PISTON RINGS ? 
These are standard equipment of 36 leading automobile 


manufactories. Your cylinders will be gas tight, and it will 
save ydur gas, oil and give you increased power. We have 


FOSTER-FARRAR CO. 
ce Ratton, 
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we absolutely refuse to handle at 
any price. 

In oils, greases, tires, brake lin- 
ings, paints and varnishes, piston 
rings, sponges, chamois and other 
items we have opportunities to put 
in cheaper goods on which for the 
time we would make a bigger profit, 
but our aim is to keep goods that 
we know will give service at a rea- 
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quality 


only 
goods and at only one price. 


stand that we sell 


Carrying a Complete Line 


We now carry a large stock of 
set screws and cap screws, both in 
Standard and S. A. E. threads with 
nuts to match. In straight taper 
and expansion reamers and §. A. E. 


(Continued on page 138) 
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Well Advertised Goods Are Half Sold 


The Warner Hardware Co., Minneapolis, Believes 


That Extra Effort Will Bring 


in Extra Dividends 


From Automobile Accessories—Road Maps at Cost 


HE Warner Hardware Co.,, 
Minneapolis, is one of the re- 
taihardware stores that has 

made a success of handling automo- 
bile accessories and necessities in 
the Twin Cities. 

This department was organized 
some four years ago and is gradu- 
ally becoming one of the best-pay- 
ing departments in the store. 

The company has been very suc- 
cessful in the sale of automobile tires 
and tubes. The manager states that 
the majority of tire and tube sales 
are made to its regular customers 
with whom it does business in other 
lines, such as contractors, factories 
and machine shops; and that suc- 
cess is largely due to the fact that a 
standard nationally known and ad- 
vertised line with a good reputation 
was selected. 

The window decorator makes it a 
point to have the window display as 
attractive as possible; also believes 
that when showing camping, fishing, 
or hunting goods, excellent results 
are obtained by showing in the same 
window a tire or two, vulcanizers, 
tire chains and similar items neces- 
sary for a camping, hunting or fish- 
ing trip by automobile. 

The outside salesmen calling on 
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various trades make it a point to in- 
form customers, or prospective cus- 
tomers, that the store carries a com- 
plete line of automobile tires, tubes 
and accessories. 

This company also arranges for 
space in the accessory exhibits of 
the Northwest Automobile Show 
held annually in the city of Minne- 
apolis, and while actual sales at the 
exhibit are not large it serves to let 
thousands of people know that it 
carries automobile accessories. It is 
the opinion that too many items 
should not be shown at an exhibit, 
but rather than the public should 
know that certain well-known stand- 
ardized goods are distributed by 
them. This year a specialty was 
made of lenses, automobile locks and 
signals. 


Selling Road Maps at Cost 


A very effective method of adver- 
tising has been to furnish free of 
charge to customers calling at the 
department a booklet containing all 
the city ordinances, police regula- 
tions, etc, governing automobile 
traffic in the Twin Cities. The out- 
side front cover shows the company’s 
monogram and advertises the fact 
that they handle automobile sup- 


plies. The inside of the front and 
back covers advertises certain well- 
known and generally used supplies. 

Another advertising method that 
has met with popular approval has 
been the distribution of a standard 
Rand & McNally Road Map of the 
State of Minnesota for the small 
sum of 15 cents. This map contains 
the store advertising on covers, and 
as the map sells regularly at 35 cents 
at stationery stores, this method has 
met with public approval. This kind 
of advertising is a constant reminder 
to the automobilists carrying the map 
that the Warner Co. is on the job to 
give service. . 


The Secret of Success 


In asking for an opinion from 
Emanuel Carlson, vice-president of 
the Warner Hardware Co., as to 
what was the essential element in 
the success of the department, he 
stated that the careful selection of 
high-grade nationally advertised 
merchandise was the most important 
item. A good location in the store, 
preferably near the entrance, and 
a department manager who thor- 
oughly understands both automo- 
biles and automobile accessories, are 
of great importance, also. 
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By GEORGE P. MILLIGAN 


Suggested Accessory Assortment for 
Hardware Dealer 


Sales Manager, E. Krieger & Sons, Brooklyn, N. Y. 


HE writer has given much 
1% thought and study to the prob- 

lems of the hardware dealer 
in reference to the handling of au- 
tomobile accessories. When asked 
by a hardware dealer whether or 
not he should stock accessories, I 
have always suggested that the 
dealer try out a small stock of ac- 
cessories, such as Assortment No. 1, 
which only amounts to an expendi- 
ture of $143.90. In this assortment 
the dealer will find -ample stock to 
test out his neighborhood as to its 
purchasing volume, and at the same 
time advertise the fact that he car- 
ries automobile supplies. Should 
the neighborhood prove a_ buying 
one, a more complete stock such as 
Assortment No. 2, amounting to a 
net cost of $2,011.92 can be quickly 
and easily stocked. 

This latter assortment will supply 
easily 90 per cent of most motorists’ 
demands. As the assortment calls 
for only a very few of the different 
accessories, the hardware dealer 
should give careful study to the 
wants of his customers, and as soon 
as he has ascertained the nature of 
his neighborhood demand he should 
order his accessories in quantities. 
It is peculiar but nevertheless true 
that different neighborhoods demand 
different types of accessories. 

In these assortments such items 
as cap screws, stove bolts, pliers, 
screw drivers, tools and other hard- 
ware supplies, essential to an auto- 
mobile supply stock are not men- 
tioned as hardware dealers invaria- 
bly stock these goods. The hardware 
dealer in this respect has a great 
advantage over the ordinary acces- 
sory dealer, as these items are diffi- 
cult for the average accessory dealer 


to understand as to their prices, 
uses, ete. 
Of course, it is understood that 


the different accessories in the fol- 
lowing assortments are priced as to 
quantity, and like other items car- 
ried by the hardware dealer are sub- 
ject to different discounts according 
to the quantity ordered. Regarding 
quantity it is absolutely necessary 
for the dealer to transact his busi- 
with the legitimate jobber, 


ness 


whose salesmen, without exception, 
will always keep the dealer informed 
about the quantities it is necessary 
to purchase in order to get the ex- 
treme discount, 

In the following lists the manu- 
facturers’ names have been omitted, 
because of the compromising posi- 
tion of this paper, hence when 
bumpers, spark plugs, etc., are re- 
peated the same is done as though 
the names of manufacturers were 
mentioned as it is generally con- 
ceded that different makes of sim- 
ilar articles must be carried to meet 
the demands of the trade. 

The stocking of tires and tubes is 
a serious problem when it comes to 
the proper selection of stock, as 
there are many popular brands in 
demand. The suggested assortment 
that I have made is for popular priced 
tires and the sizes given will give the 
dealer a nearly complete trial stock. 
A dealer will soon determine what 
brand to stock, and it will then be 
time for him to negotiate as to 
stock, terms, etc. 


ASSORTMENT NO. 1 


Total 
Net 
Cost 

$5 D. Y 


Quantity 

10 Assorted spark plugs. 
Ford spark plugs.... 
Air gage 


bo 


Box of valve insides. 25 
Box of valve caps... 
Tire valve dust caps. 
WORMED 2... ccccsce 1 
MOG THO. Be oie oe cess 13.5 
Hand horn 4 
Fuse assortment 3 
3-4 volt 2 c.p. s.c 
bulbs, each ..... $ .2 
3-4 volt 2 e.p. dic. 
bulbs, each ..... .28 
6-8 volt 2 c.p. s.c. 
bulbs, each 
6-8 volt 2 c.p. 
bulbs, each 
12-16 volt 2 
s.c. bulbs, each 
12-16 volt 2 cp. 
d.c. bulbs, each.. .3 
5 12-16 volt 15 ep. 
s.c. bulbs, each. 
5 12-16 volt 15 Cp. 
d.c, bulbs, each. 
5 6-8-volt 15 cp. 
s.c. bulbs, each.. 
5 6-8 volt 15 cp. - 
d.c, bulbs, each.. 


ee 


_ 
(— 


1 Hydrometer 
1 Pocket ammeter .... 6 
1 Card of 12 three-in- 


one screw drivers.... 3.00 
1 Windshield cleaner... 1.00 50 
1 Folding chair ....... 1.67 50 
1 Grease and oil gun.. 1.20 00 
3 Small oil cans, cop- 

DOPTNOE woe cccesccess 1.05 1.50 
3 One Ib. cans of cup- 

Peer ee .69 1.05 





the 





Total Total 
Net List 
Quantity Cost Price 
1 One gallon can of A 
OE Rravite) 66-50. okk bane 1.24 1.65 
1 One gallon an of 
Oe | een ee 1.12 1.50 
1 Five lb. can of C.C. 
BE. op Fike th eekow 1.04 38 
1 ae gallon can of C 
Ny POPE WOT PORTe ee 1.05 1.49 
1 Five lb. can of trans, 
eo Sere eee 1.69 2.25 
: Luggage carrier ... 4.67 7.00 
3 Demountable rim 
WEOMONOE: 6.00.0 edie 2.20 3.30 
L Dire DUMP oc veciecsace 2.67 4.50 
LO Dn winsctn wits .90 1.50 
2 Model “S” extra tire 
carriers 344-4 ...... 3.67 5.50 
1 Can top and seat 
dressing, ‘| ere 67 1.00 
1 Can of engine enamel, 
See eer, .50 75 
1 Tube of Form-a- 
Pe. 2 50 75 
1 Can of motor clean 
With BDTAVE? 2. asses .90 1.35 
WOT occ tewesces 6.00 9.00 
1 No. 13 socket wrench 
oe Meee r sewers aes 4.23 6.35 
2 Valve lifters ........ 2.00 00 
1 Universal valve 
ge reese 1.00 1.50 
1 Assort. of oil and 
grease cups ........ 24.00 36.48 
1 Box of assorted round 
OO 2 3.00 ».00 
1 Box of assorted flange 
ee 2.40 1.00 
1 Can of liquid radiator 
OEE ee 1.00 1.50 
1 Can of Hastee patch 
eee 33 0 
1 Ford cylinder head 
OO Sere eee .30 50 
10 Assorted fan belts... 6.00 9.00 
1 Small can of valve 
grinding compound... 18 25 
30x assorted cotter 
vee kee Neww een eee -08 15 
1 Box assorted lock 
et OT Tee .08 15 
1 Assortment of spool 
Se np axicen i teanes > 8.00 10.00 
10 Universal hose bands, 
fits any size hose.... 50 1.00 
Assortment of _ steel 
DE cRe where aes 60 90 
1 Set of Ford felt 
SEE er ae 50 75 
1 Set of Ford transmis- 
sion lining 60 80 
1 Ford lock 3.00 $.50 
1 Ford timer 1.00 1.50 
1 Set of Ford commuta- 
tator WIPOR ..6..cre- 50 1.00 
1 Ford inlet hose ..... 10 20 
1 Ford outlet hose..... 12 25 
1 Parking lamp, Bullet- 
RS eae 3.00 4.50 
1 Bottle of shellac..... 13 20 
1 Pair of Ford license 
ee) 18 30 
Grand totals ........ $143.90 $214.80 
ASSORTMENT NO. 2 
Total Total 
Net List 
Quantity Cost Price 
1 DeLuxe Model Moto- 
Farrer $10.50 $15.00 
3 Standard Models 
Moto Meters ...,.... 21.00 30.00 
3 Universal Models 
Moto Meters ........ 15.75 22.50 
2 Junior Models Moto 
MEE (oo v0 5 Te ks 00s 7.00 10.00 
1 Ford Model Moto 7 
Meter .......--+++-- 2.40 3.50 
10 % regular spark 7 
WON ino ceabeeaee vs 5.60 10.00 
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Quantity 


10 


10 
10 


1 
10 


10 
1¢ 
10 
10 


10 


2Aaoltlte 


Set Oot 


Ss. A, E. 
plugs 

% long spark plugs. 

i% long body spark 
plugs 
Regular 
plugs 
4% regular spark plugs 
Dodge special spark 
plugs 
S. A. 
plugs 
% long spark plugs. . 
% regular two piece 
spark plugs 
Ford spark plugs.... 
% regular spark 
plugs 
% regular 
plugs 
Dash ammeter 
Rim wind clock 
Rim wind clock 
Front _ nickel 
bumper 
Rear nickel 
bumper 
Nickel plated bumper 
Pair 30x3 non-skid 
chains .. 
Pair 32x3 
chains 

air 
chains 
pair 
chains — 


regular pein 


metric 


long spark 


plated 


chains 
Pair 
chains 
Cross links, 3% inches 
Cross links, 4 inches. . 
Cross links, 4% inches 
Cross links, 5 inches. . 
Pairs of repair chain 
pliers 

Five in one 

pair tools 

Tire pump connection 
Valve caps 
Valve insides 
Dust caps 
Tire pressure 
5-Minute 
Outfits 
Jacks N 
Jacks No, 
Ford screw 
Chain jack 
Electric horn 

Hand horn 

Explosion chime whis- 
tle 

Fuse assortment 
Pairs of lenses...... 
Pairs of lenses...... 
Ruby tail lamp lenses 
Ground lens’ fender 
mirrorscope . 
Plain fender 
scope 

Ground lens’ wind- 
shield mirrorscope 
Plain windshield 
rorscope 
Nickeled 
drive mirrorscope . 
Plain inside drive mir- 
rorscope 

Pair of windshield de- 
flectors 
3ullet-t y pe 
lamps 
Electrie Tz 
Cigar lighter 
Cigar lighted on auto- 
matic reel 


2 
on! 


35x5 


gages.. 
Vulcanizing 


jacks S.wee 


mirror- 


mir- 


rim inside 


pafking 


Lamp.. 


Total 
Net 
Cost 


$5 ».60 


5.60 
5.60 
5.60 
5.60 

.60 


5.60 
.60 


5.40 
5.30 
50 
00 
19 
SO 
50 


Total 
List 
Price 


$10.00 


10. 
10. 


00 


00 


.00 
.00 


00 


00 


.50 


HARDWARE 


Total 
Net 
Quantity Cost Price 
10 6-8 volt 15 ep. se. 1 
bulbs $5.00 
6-8 
bulbs 
12-16 
bulbs. 
12-16 
bulbs. 
-16 
bulbs 
12-16 
bulbs 
9 volt 15 ep 
6-8 volt 
nitrogen 
bulbs 
6-8 
nitroge 
bulbs 
12-16 v 2 PD 6.¢ 
nitroge spotlight 
1 Sarre ee 
2-16 volt 21 e.p. d.e. 
nitrogen _ spotlight 
bulbs 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
Feet 
brake 
One 
oil 
One 
oil 
One 
Arctic yOil 
gallon 


spotlight 


black 
lining 
black 
lining 
black 
lining 
black 
lining 
black 
lining 
black 
lining 
black 
lining 
black 
lining 
black 
lining 
gallon c: 


wove n 


wove 
244,x3 
wove 
2u%4x\% 
w ove 


gallon 
oil 
Five gallon 
oil 
Five 
oil rrr re ven 
Five pound can 
graphite gear gre: 
Leather covered 
lock chains 
Assorted sizes 
leather straps 
Assorted 
mount 
wrenches sh a 
Assorted sizes of 
blow-out patches 
Tire pumps 
Tire ,}umps 
Snare tire 
Extra he: 
carrier 
Hand 
washers 
Feet of 
ing 
Air pump hose 
Display board of 308 
rim lugs and bolts... 
Axle and fender clean 
ing brushes 
Large wool dusters. 
Wire wheel cleaning 
brush 
2 oz. bottles of she llac } 2 3 
2 oz. tubes of Form-a- 
Gasket cement 
1 pint cans of top 
seat dressing ares 
Medium size cans of 
tube repair patches 
One-half pint bottles 
of liquid wax..... , 
Cans lubricating 
spring graphite oil.. 
8-oz. bottles of fabric 


pound can of ions 


able rim 


carriers 
luggage 

pump rubber 

air pump tub- 


bands 


P 1000 
and 


119 


Whe 


Quantity 


Dealer’s display as 
sortment of liquid rad 
cement 
Five ib 
soap 
One 
ish 
One 
ish 
Polish 
One 
auto 


cans otf auto 


pint cans of Pol 


quart cans of po 
ayers 
quart cans 
polish 
Large chamois .. 
Large auto sponges s 
Spotlight 
Spotlight 
Display 
gles as 
No. 8 ay board 
of open-end wrenches 
Display board of 
speed wrenches 
Double end spark plug 
wrenches, for differ 
ent plugs oe 
Socket wrench Set 
Socket wrench 
Ignition wrench 
Valve grinder 
High speed 
grinder 
Unive 
grinder ... 
Ratchet ty 
lifter 
Chain 
Valve 
Valve 
Valve lifter 
sets of jaws . 
Card of blow 
6 on card 
Small wheel 
puller 
Wood floor 
Steel floor 
Waste can 
S1Zeé e 
Five camo 
gi isolene ‘an 
_ orted ey lind r head 
skets for popular 
ars 
Dispk: iy 
assorted 
kets 
Feet of inch 
leather belting 
Cans of a 
fasteners . 
Assorted endless 
ric fan belts 
Lbs red and 
sheet packing 
4-lb. spools of 
ed stem packing 
Combination 1 
cans of valve 
ing compound 
<caaminetion 
‘ans of valve 
pone ound 
Feet of 
mary wire 
Feet of braided 
ondary wire 
Feet of rubber 
ered secondary wire 
Feet of armored sin 
gle lighting wire 
Assortment of 
inais and battery 
nectors ‘ 
$ OZ roll of higt 
grade friction tape 
1% pint cans of 
engine enamel 
% pint cans of 
foot clutch oil 
Lbs. of assorted brake 
band rivets ; 
Assorted sizes of split 
brake band rivets 
Sheets of cork, 12x36 
inches each 
Cans of 
brass 
Box of 
sorted 
Three 
assorted 
ator hose 


spr 


boar« g£og- 


sets. 
set 
valve 
rsal valv 
pe valve 
valve lifter. 
lifter 
lifter , <n 
with 2 


torches 
and geat 
creeper 
creeper 
medium 


safety 


of 850 
gas- 


‘board 
small 
one flat 
ssorted belt 
fab 
black 


twist 


OZ 
grind 


OZ 
grinding 
braided 


COV- 


term 


black 


Neats 


assorted shim 
small 

springs 

foot lengths of 

sizes of radi 


Total 


Total 
Net Lust 


Cost Price 


70 
‘ 


Ors wees 





Total 
List 
Quantity Price 
25 Universal hose clamps 
—fits any size hose.. 
100 assortment of hose 
clamps 
Feet of 12-in, running 
board linoleum 
Feet of 15-in. running 
board linoleum 
Feet of 16 in. 
board linoleum 
Feet of aluminum run- 
ning board molding. . 
Sheet of heavy celiu- 
loid, 20x36 inches... 
Assortment of 
spools of wire 
Assortment of Whit- 
ney keys 
12 Tubes 
blue 
Assorted steel ballis.. 
Boxes of assorted 
cotter pins 
Boxes of assorted lock 
washers 


running 


100 
100 
15.00 
100 
15.00 
electrical 25.00 
One point 

switches 
Two point 

switches , 80 
Sedan dome lamp.... 6 2.50 
) Assorted flash lights 
and extra batteries.. 
Hydrometers 

Pocket ammeters 
Curtain fasteners .... 
Tool and battery 
boxes 
Muffler 
sortment 
Feet cut-out cable... 
Card of three-in-one 
screw-drivers 
Windshield cleaners. . 
Windshield cleaners. . 
Pairs of running 
board mats (rubber). 


.80 


_ 


ae 


2.30 
3.00 
2.00 

67 


_ 
Nowe 


11.50 


—~ 


cut-out 
62.00 


nN 
—— 


Housing the Auto 
(Continued from page 108) 
been given an estimate and called 
at the store to look over different 
styles, patterns and sets. 

Before entering the store his eye 
was attracted by the window dis- 
play of garage hardware. He men- 
tally made several selections before 
entering the store and when he be- 
gan talking about garage hardware 
to the salesman in the builders’ 
hardware department he was sur- 
prised at the detailed information 
that the salesman was able to im- 
part to him about the suitability of 
certain patterns and the economy of 
others. The secret of the salesman’s 
fund of knowledge was that he knew 
what was on display in the window 
and thoroughly understood the arti- 
cles he was selling. 

It is in a way something of a 
short cut to knowledge for salesmen 
in a retail hardware store to know 
what goods are to be displayed in 
the window each week and to co- 
operate with the “silent salesman” 
that faces the street by familiariz- 
ing themselves with the lines that 
are being pushed and by giving 
those lines the proper attention. 

BirkenMeier & Kuhn Co. changes 
its window displays every week. By 


HARDWARE AGE 


List 
Price 
$1.00 

1.60 
5.00 
10.00 


36.80 
6.00 
4.00 
2.00 


Cost 
$0.67 


Quantity 

4 Aluminum heel plates 

1 Running board cocoa 
mat 

2 Auxiliary 
chairs 
Tourist tool kit 
Display assortment of 
oil and grease cups.. 
Large grease guns... 
Small grease guns... 

2 Grease and oil guns.. 
Assortment of 12 dif- 
ferent size oilers.... 
One quart oil meas- 
ures (galvanized) 
One pint oil measures 
galvanized) 
One gallon gasolene 
funnel 1.67 2.50 
Spring leaf spreader. 1.33 2. 

ne lb. cans of cup 

grease 

3 Five-lb. 
grease 

3 Five-lb. cans of trans- 
mission and differen- 
tial grease 

1 Complete assortment 
of priming cups, drain 
cocks, shut-off cocks, 
couplings, etc. 

24 Feet of 4%, 5/16 and 
3 copper tubing..... 

1 Card of magneto and 
coil files 

3 Cans of carbon re- 
mover with sprayers. 2.70 


FORD ACCESSORIES 


1 Ford switch lock..... 3.00 

1 Timer 

2 Timers 

3 Sets of 
brake 
rivets 

1 Set of cork insert lin- 
ing with rivets 


1.00 
3.33 
6.67 
24.00 
3.60 
2.40 
1.20 


3.00 5.00 
2.00 3.00 


1.67 2.50 


2.80 4 
cup 
a 


cans of 


15.00 
2.40 


.90 


transmission 
lining with 


this method the temptation to over- 
crowd the window is minimized and 
the feeling of necessity that induces 
many window trimmers to introduce 
too many different articles is to a 
large degree obviated. Store sales- 
men can concentrate a reasonably 
large part of their attention on the 
line that is being displayed for that 
week. which not only enables them 
to sell more but, also, enables them 
to learn more, which is an aspect of 
unqualified importance. 


The two most important things 
about the sale of garage hardware, 
according to this enterprising New- 
ark hardware firm, is to render 
proper and satisfactory service and 
to carry an adequate and well bal- 
anced stock. Service and stock are 
the keywords of success, says Mr. 
BirkenMeier, but you’ve got to go 
out and get business if you want 
the right kind, the kind that nets 
real profits, the kind that always has 
its ear to the ground ready to listen 
to a clear-cut business proposition, 
or valuable suggestion. 


The way that BirkenMeier & 
Kuhn Co. couple up other depart- 
ments of its rapidly growing busi- 
ness with that of builders’ hardware 
will be explained in detail in as 
early an issue as possible. 
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Quantity 

Sets of pedal pads... 
Display board of felt 
gaskets 

Sets of commutator 
wires 

reir 

brackets 

Pair 

doors with glass 
Electric tail lamp.... 
Rubber front floor mat 
Oil tail lamps 
Leather fan belts.... 
Oil pet cock wrenches 
Radiator caps 

Nickel plated hub caps 
Gasolene tank caps.. 
Crank case repair arm 
Display board 
wrenches 

Wheel pullers 

Valve. 

Valve grinders 
Auxiliary radius sup- 
port 

Inlet radiator hose... 
Outlet radiator hose. 


Grand list price total.$2011.92 
Grand net cost total. 


TIRE = TUBE ASSORTMENT OF THE 
OST POPULAR SIZES 
vty Tires Are Non-Skid 
Tires 
a: 


WHO RWW RRR OOOH ee ee 6 Et 


Tubes 
List 
$3.20 
3.65 


Dee tt et et et 
SOK OMH 
Anonanioe 


35x41%%... § 
Grand 
totals. .$321.75 


Painting the Car 
(Continued from page 115) 

I am not sure which one of us 
spoke first to the effect that ‘we 
had better take it along,” but we 
were both visibly agreeable and Jim 
could see it. He just walked over 
to his tire rack and rolled down the 
proper size, had our paint wrapped 
up and all our newly acquired pos- 
sessions including the glass for the 
cellar window were placed in the 
tonneau of the car. Jim accepted 
our money with thanks. shook hands 
with us and as we drove off smiled 
and waved his hand. 

On the way home we both agreed 
that the Duffy Hardware Co, should 
have that information printed on a 
small card and distributed around 
the town to all car owners, for it cer- 
tainly was knowledge worth having. 
When we pulled up in our own drive- 
way and received a mild rebuke 
from the lady of the house for being 
late to dimmer we" realized that we 
were hungry and were soon hard at 
work devouring our lunch. 


The Oneida Community, Ltd., through 
-bankers, is offering for sale $1,000,000 
7 per cent cumulative participating 
preferred stock, par value $25. The 
purpose of this issue is to replace in 
permanent form temporary capital. 





Building Business with Novelty Windows 


Belcher & Loomis Co., Providence, R. I., Doing Big 


7) 


' Accessory Business Through New Ideas and Always 
Giving Service with Sales — Everlastingly at It 


a very small way in 1906 with 

approximately $200 worth of 
supplies, it has grown by leaps and 
bounds, and at present the amount 
of business done in this department 
reaches many thousands of dollars 
annually. 

The reasons for this large in- 
crease are not due to any peculiar 
methods; simply service, a good as- 
sortment of nationally advertised 
goods, liberal advertising in the 
daily papers and proper prices, 
service and quality considered. 

It is a vital necessity to have 
clerks who are entirely familiar 
with automobilists’ requirements, 
as many owners have to depend 
almost entirely on the supply man 
to furnish the right thing for their 
car. 

We make it a point to look after 
the garage man, giving him quick 
counter service and protection -on 
prices, and allow no commissions 
to chauffeurs or servants of our 
customers. 


Ay tee the accessory line in 


Novel Accessory Windows 


Window displays are a feature of 
the department. Those that attract 


By E. R. BRAYTON 
President Belcher & Loomis Co. 











the greatest attention are of some- 
thing that is in motion, either a 
transmission case filled with the lu- 
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The garage owner or any man interested in cars would be attracted here 
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bricant that you are featuring in 
the window at that time, or a five- 
gallon can of oil suspended in the 
air, supported by an invisible sup- 
port, with the oil discharging from 
the spout; or, again, a tire in mo- 
tion, revolving by some invisible 
power. 

All these are selling helps, and 
when people will stop to look in 
your window a percentage come in 
and buy. 

Goods in the store should be well 
displayed, and it is a good plan, we 
find, to always have some item 
prominently displayed on your 
counter where it will attract the 
attention of the public. Have the 
clerks instructed to call every cus- 
tomer’s attention to this display, 
and it will surprise you the amount 
of sales this will bring about. 

Be on the job when there is a 
snowstorm or a rain, with your tire 
chains prominently displayed, also 
with an ad in the daily paper. 

Always have your traveling sales- 
man supplied with some specialty 
to show his customers, such as a 
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new vise or any number of things 
that are adaptable to their needs. 
It is by this method of keeping 
everlastingly at it that we have 
built up this department. Anyone 


HARDWARE AGE 


justment now going on we are sure 
that this part will show a better 
profit than heretofore. 

The few things I have mentioned 
are, of course, only a small part of 
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Look at this arrangement of lubricants. The screen was an eye-catcher 


can bring this about if he follows 
this plan, we confidently believe. 
We must admit that the tire and 
tube part of our business has, for 
the last year or two, been rather 
disappointing, but with the read- 


the selling helps, but these will 
give you a general idea of the lines 
we work along. 

In conclusion, I want to drive 
home the fact that Service is the 
main thing. 


Buying Tires by the Carload Lots 


There Is Plenty of Money in Tires and Tubes, as Was 
Demonstrated by the New. Glarus Hardware Co., 
New Glarus, Wis., During the Past Twelve Months 


recent _ State convention of 

Wisconsin Retail Hardware 
Dealers brought forth. the query: 
“Does it pay for the hardware man 
to sell tires and tubes?” 

There were no negative replies. 

Among the many pushing hard- 
ware dealers who told of large sales 
and good profits from tires was Al- 
bert Schlaterer of the New Glarus 
Hardware & Implement Co., New 
Glarus, Wis. 

This was the “meat and milk of 
the cocoanut,” in the experience of 
Mr. Schlaterer, who said: 

“We sell tires and tubes, a big 
volume of them and a constantly 
growing volume, largely because we 
service them. We make the change 
from old tire to new one when the 
customer wants it. -Very often the 
hardware man does not make quite 
all the sales he might simply because 
he does not change tires, if the cus- 
tomer wants it done. This situation 


TY HE question box session at the 


develops just often enough that we 


find it is one of the best ways to 
clinch a sale.” 

Hardware concerns everywhere 
are going in for two things in tire 
and tube selling. They uphold the 
reputation for selling good goods by 
selling high-grade tires and tubes. 
They understand the points of su- 
periority of their goods, know how 
to impart that information to the 
motorist, and they, very frequently, 
service the changing of tires. 

The Edwards & Chamberlin Hdwe. 
Co., Kalamazoo, Mich., has made a 
success of tires for six years or so. 
The buyer now buys .carload lots, 
early in the season, and case lots 
frequently during the season. His 
experience has convinced him that a 
strictly high-grade tire, backed by a 
liberal adjustment policy, will sell 
“right and left” in a pushing hard- 
ware store. Right now the company 
is arranging matters to change tires 
and put in tubes when the customer 
indicates he would be more apt to 
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buy if he could get that sort of 
garage service. 


Tires and Tubes in Carload Lots 


Another successful hardware seller 
of “rubber shoes for the machine” is 
the Schlafer Hardware Co., which 
has a large, beautiful and busy hard- 
ware store at Appleton, Wis. Tires 
and tubes are bought in carload lots, 
and it is no idle guess to say that 
the Schlafer Co. sells more of this 
merchandise than any other institu- 
tion in that section of the Badger 
State. Mr. Schlafer is a warm ex- 
ponent of quality. He is convinced 
that good tires make satisfied cus- 
tomers and customers who come back 
for more good tires and who send 
their friend motorists in for the same 
kind. — 

It is no propaganda to say that 
the hardware man who does not sell 
these goods is “overlooking a good 
bet.” That fact has been proven by 
thousands—literally thousands—of 
hardware dealers in all sections of 
the U.S. A. 

All summer long tires will blow 
out, get rim-cut, become worn 
through. Tubes will have to be re- 
placed. The hardware man can, does 
and will get a large slice of this 
business. 

One of the ways he can get more 
is to change tires for the motorist 
who dislikes “the dirty job.” Some 
stores are charging a small fee for 
such service and customers seldom 
object to it. So long as the garage 
and the small dealer uses this method 
to build sales, it seems logical for 
many hardware concerns to follow 
suit and give 100 per cent service in 
the selling of this important item. 


W. J. Buhrman Dead 


W. J. Buhrman, senior partner of 
the Buhrman-Pharr Hardware Co., 
Texarkana, Tex.-Ark., died recently 
from apoplexy. He has suffered from 
recurring attacks that finally proved 
fatal. He was 65 years old and was 
born in Waterbury, Conn. He moved 
to Texarkana at the age of 21, and 
had lived there continuously until his 
death. 

Mr. Buhrman was a member of the 
local Masonic Lodge and of the Mystic 
Shrine, and was always an active 
citizen interested deeply in civic affairs. 


The Ruberoid Co. 


Effective April 1, 1921, the name of 
the Standard Paint Co., New York, 
was changed to the Ruberoid Co. This 
change is made in order to create a 
closer connection between the name o! 
the products, which: have always been 
marketed under the name of. ‘“Rub- 
eroid,” and the name of the company 














Show Card Writing for the Beginner 


HE “Stub-Stroke” alphabet 
s% shown herewith in both the 

capital and lower case letters 
is a one-stroke letter which is com- 
paratively easy for a beginner to 
learn on account of the simplicity 
of construction, each letter being 
finished off with a short, irregular 
or curved stroke in the same man- 
ner one would make a series of 
short, choppy waves with a lead 
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This will prevent any mistakes and 
also avoid crowding of letters or 
words on a single line. 

The Roman numerals shown on 
the accompanying plate harmonize 
very well with these stub letters 
and are about the most practical 
numbers for general commercial 
purposes, particularly for price 
marking auto accessories, where 
very small or extra large figures 


form width. By close study the be- 
ginner will note the similarity in 
construction of several of these nu- 
merals—for instance: The top part 
of the figure 2 is identical with the 
top part of figure 3, while the bot- 
tom of figure 5 is no less than the 
lower part of figure 3. The figure 
6 is the figure 9 reversed. The zero 
is the same as the letter “O,” only 
made more of an oval than a round 


‘Stub-Stroke’ alphabet jor quick work 


AB 
GH 
MN 


St. 
Y& 








Exceptional speed can be developed by the use of this 


pencil. There are no fine hair lines 
to make with. the brush, no rounded 
or perfectly square terminals to 
perfect. Each single stroke used 
in the construction of the twenty- 
six letters is of simple design, as 
the several practice strokes indi- 
cate at the bottom of plate. Let- 
ters of this variety are more easily 
made by stumping method, using a 
short, square, chisel-edge red sable 
brush, although any regular show 
card writer’s brush may be used. 
The brush should be well charged 
with medium thick or heavy body 
color. In laying out a show card it 
is always advisable to make a 
rough pencil outline sketch of the 
lettering before applying the brush. 


DEF 
IJK L 

POR 
VWX 


PRACT/ CE STROKES 











“ec 


are required. 

These numerals are first out- 
lined with a small brush, No. 4 or 
No. 6, and afterward filled in with 
larger size brush, according to the 
size of numerals required. Each 
numeral is first shown in skeleton 
outline with arrows pointing and 
numbers indicating each stroke 
taken, together with the completed 
filled-in numeral opposite. One im- 
portant advantage in making these 
Roman numerals is that any irreg- 
ular or crooked line may be straight- 
ened and still conform with the 
shaded light and heavy lines of this 
particular heavy type, whereas if it 
were of the uniform block variety 
each stroke must be of equal uni- 
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stub stroke’”’ 


acemnors. 


df 
oiypquyw 
\lacee Ly 





tlk 


alphabet 


circle. When it comes to making 
price tickets good figures or nu- 
merals are even more essential than 
good lettering. A neat legible nu- 
meral puts the real value into the 
display card. It is not a good idea 
to mix different styles of numerals 
on tickets in one display. The little 
figures made with a pen on small 
price tickets should be of the same 
type used on the larger cards and 
this type is admirably adapted to 
construction with either the letter- 
ing pen or brush. 

There is only one way to con- 
struct these numerals and that is 
with a bold free stroke, beginning 
at the tail of each arrow where the 
round loop is and swinging around 
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Outlined and filled-in Roman NumePals: 


—io B 
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Roman numerals always stand out well and are easily read 


where the stroke terminus ends. 
This swing all comes with practice. 
Never stop in the middle of a 
stroke because, in many cases, it 


The dark background brings out the 
printed matter 


can be straightened or rectified af- 
ter it is finished. 


Sketching Out 


In drawing out a letter or a num- 
ber in lead pencil first, an idea of 
the formation of the character is all 
that is necessary, because the 
writer very seldom adheres to the 
lead pencil diagram when applying 
the brush, because it is much easier 
after a little practice to make the 
graceful sweeps with the brush than 
it is with a pencil. The sketch is 
merely to help the worker proceed 
with more accuracy. When letter- 
ing the brush should be held be- 
tween the thumb and first finger 
and steadied by resting against the 
third finger, in precisely the same 
position one would hold a lead pen- 
cil, only the handle of the brush 
should be held much more upright 
and the fingers drawn in further 
than when holding a pencil or foun- 
tain pen. Hold the brush at an 
angle of approximately a 45-deg. 
slant. 

The beginner will find that thé 
brush will respond to the slightest 
pressure and it will require some 
patient practice to learn just how to 
control it, and it is only natural 
that anyone’s first attempts will 
bring forth a series of discourag- 
ing results, but ambition to learn 
is all that the beginner will need 


together with a proper show card 
outfit of ink, brushes and pens and 
a concentrated effort following 
along the lines of these lessons pub- 


noee 
ANVE! 


ACAUNE 
¢ 


ee 


< 


7 
CA 


This card in colors is most pleasing 
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lished in HARDWARE AGE. The 
writer of this department is always 
ready to help the beginner with any 
personal advice in overcoming dif- 
ficulties, or what constitutes a prop- 
er outfit of brushes, ink, etc. 

In making or copying this single 
stub-stroke alphabet the tip end of 
a flat brush is used. The heavier 
or shaded parts of each letter are 
made by starting off with a stroke 
the exact width of the brush, using 
a slight pressure until the heaviest 
or thickest part of the letter is 
reached, then gradually lessen the 
pressure until the stroke resumes 
the thickness of the tip end of the 
brush in its natural shape. The 
light bars or strokes of each letter 
should be the exact thickness of the 
tip end of brush drawn along with- 
out any pressure. This cannot be 
accomplished by dipping the brush 
in the ink and immediately apply- 
ing it to the card, because after any 
brush becomes fully loaded or 
charged with ink it looses its flat 
shape. Each time after dipping 
brush in ink it should be worked 
back and forth on some smooth sur- 
face, this distributes the ink even- 
ly into the heel of the brush and 
keeps it in a flat position. This 
method of flattening out the brush 
is a short, quick process, accom- 
plished by three or four little 
strokes to the right and left. The 
beginner should bear in mind that 
the best results are obtained by 
holding the brush not too tightly 
and by keeping the fingers well 
down on the handle of brush, just 
touching the nickel ferrule. 


The Lower Case Letters 


In making the lower case letters 
it will be necessary to draw four 
horizontal guide lines. The eight 
lower case letters, a to s, on the 
top line of plate, are made within 
the main or center guide lines. The 
second row of letters, b to x, extend 
to the top guide line. The bottom 
line of letters, g to w, extend below 
to the last guide line. The practice 
strokes shown at the bottom pf 
plate constitute all the most im- 
portant single strokes used in the 
formation of the letters above. The 
principal letters for the beginner 
to concentrate on in both the capi- 
tal and lower-ease, are the five let- 
ters of the vowels, with the addition 
of the letter “S”. 

The value of price marking auto 
accessories can not be over-esti- 
mated, and the hardware salesman 
who is willing to devote a few 
hours every week learning show- 
card writing will be amply repaid 
for his efforts in this direction. 
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ey 
AJAX 
TIRES 


They are 
built to render 
Satisfacto 
service 


Well-formed letters 


The best way to learn is to procure 
a small bottle of black showcard 
ink, a number 10 and 12, Red Sable 
showcard brush, two or three old 
newspapers and this copy of HArp- 
WARE AGE. Get off in some cor- 
ner of a room by yourself where 
there is no one to distract your at- 
tention and begin by practicing the 
different strokes shown at the bot- 
tom of alphabet plate. If you use 
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old newspapers you will not have 
to draw any guide lines. The col- 
umn lines will act as a guide to 
keep your letters even. 

Do not make the mistake of set- 
ting too high a standard for your- 
self in your first attempts at let- 
tering. Remember your work is 
not to be sold, but primarily in- 
tended to exploit the sale of hard- 
ware merchandise, and the perfect- 
ly lettered or stereotyped show card 
does not always bring the greatest 
results. The prime factor to be 
considered is legibility. Not any- 
one of the plates of alphabets or 
show cards illustrating this article 
are as perfect in detail as they ap- 
pear when reproduced. When you 
take into consideration that the 
card on which the alphabet was 
done is a half sheet, or 14x22 in., 
and is herewith reduced to the size 
of an ordinary business card, one 
can easily understand that the let- 
ters will appear almost perfect. 

The Darker Colors the Best 

Dark colored cardboard is the 
most serviceable for auto accesso- 
ries, as it will not show marks of 
handling or dust like white or the 
light tinted boards. It is always a 
more or less puzzling proposition 
what is best kind of a show card to 
use inside of an auto shoe as it re- 
quires the largest size mat board to 
cut a 28-in. circle. 
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Gives Driver Complete Picture 
of Road Behind 


In New York and many other states 
the law requires a reflecting device on 
all cars operated within the state 
limits. The necessity is very obvious, 
for the driver must know what’s coming 
on behind if he wishes to drive in 
safety. This is particularly true when 
turning corners. The Pioneer mirror- 
scope, made by the Brewer-Titchener 
Corporation, Cortland, N. Y., enables 
the driver to get at a glance a clearly 
reflected view of the entire road behind 
from one side to the other. 

The Pioneer mirrorscope fits over the 
top of the windshield, and is suitable 
for open or closed cars. It may be 
placed in the center if the rear curtain 
light is large enough to permit; if not 
it will have to be placed to one side. 
The reflection is gotten through the 
rear light. The mirror is of high qual- 
ity plate glass and is firmly held by a 
hinged bracket that may be adjusted 
at will. 


ent 


Pioneer Mirrorscope in Place 


The Little Jack With High Lift 

Truck operators and owners will be 
interested in the Hart-Bell truck jack 
made by the Hart-Bell Co., Inc., 1926 
Broadway, New York. It is often re- 
ferred to as the little jack with. the 
high lift. 

This jack has been designed for 
trucks up to 5 ton capacity. Collapsed 
it measures 9% inches but has a lifting 
capacity up to 19% inches by.its own 
mechanism. The handle is in two sec- 
tions, each section measuring 
inches long, thus complete handle is 
19 inches long, giving ample leverage 
to work the jack handle back and forth 
and still stand away from the truck 
sufficiently to keep the clothes from be- 
coming unnecessarily soiled. 

The Hart-Bell jack has an iron hous- 
ing, an inner screw and an outer 
screw. The outer screw is held in 
place by friction provided by ball ar- 
rangement until the inner screw is en- 
tirely raised. It is then released auto- 
matically. 

This jack is equally as efficient for 
tractor use in soft ground as its double 
screw raise allows for sinkage into the 
ground. The shipping weight is about 
9 pounds and the jack is packed in in- 
dividual cartons. ~ on 
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Accessories on 


Heavier jacks for truck use are also 
offered by the company but the gen- 
eral construction and appearance of 
these heavier models are essentially 
the same as the model described and 
shown in the accompanying illustra- 
tion. 














Hart-Bell Truck Jack, Raised and Lowered 
Picture Not in Proper Proportion 


Distributes Illumination 
Over Proper Area 


The Shaler Road.ighter is an anti- 
glare lens that complies with headlight 
laws and also it is said distributes 
light over a well chosen area of the 
road. It is made by the C. A. Shaler 
Co., Waupun, Wis. 

It throws a light on the road that 
looks as if it came from a pair of reg- 
ular head lamps p‘us a pair of spot 
lights, according to the manufacturer. 
In several States the Shaler Roadlight- 
er has received official approval to the 
extent that it may be used with the 
highest candle power bulbs. 

The anti-glare and better light device 
is made for all cars, and will fit the 
headlight of standard design, taking the 
place of the stock plain glass lens. 


Lens 














Shaler Roadlighter 


Shock Absorbers for Ford Cars 


All roads are not state roads, but 
the bumps and road shocks that are en- 
countered on rough country roads may 
be’ lessened greatly by the use of shock 
absorbers of.the type of the Apco, a 
special Ford absorber made by the Apco 
Mfg. Co., Providence, R. Ff. 

This shock absorber has direct sus- 
pension, with a large conical spring. 

Instead. of having several types for 
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the Market 


the different types of Ford cars, the 
Apco is made in two types only, the 
regular, which is adaptable to the tour- 
ing car, runabout and couplet, and the 
special type for the sedan and light de- 
livery car. 

The whole shock absorber has been 
designed with the idea of long life, and 
tc accomplish this twelve hardened steel 
bushings are used in each set and pro- 
vision is made to take up the wear by 
means of castellated nuts, a feature 
which prevents rattling and insures 
long life. 

Side sway, which is the trouble en- 
countered with some other shock ab- 
sorbers, has been eliminated by the 
patented side link which prevents side 
sway and makes the car steer just as 
easy as it did without shock absorbers 
on it. 














Apco Ford Shock Absorber 


An important feature is the fact that 
the Apco comes all complete ready to 
put on the car, 

The spring is high grade heat treated 
drawn on each end, and made from 
\%-in. wire, 4% in. in diameter. The 
castings are all malleable iron, the 
bushings are hardened steel, the sus- 
pension link is a high-grade carbon 
steel, and drop forgings are used ex- 
tensively on the other parts. 


Positive Chassis Lubrication 
Without Objectionable 
Features 


In the drivers’ instruction book fur- 
nished with any standard car the new 
owner is sure to find many pages de- 
voted to lubrication of the chassis—the 
need, the method and the dire results 
from neglect. Even with all the ad- 
monishment of the manufacturer the 
percentage of drivers that neglect the 
chassis bearings is in the large major- 
ity. The reason drivers neglect the 
chassis is probably..due to the objec- 
tionable and dirty methods necessary to 
fill.the so-called. dope cups. They are 
for the. most-part-located just. out of 
reach and. are surrounded by greasy 





April 21, 1921 


dirt-covéred rods and clamps and the 
like. 

To overcome these’ objectionable fea- 
tures and afford even superior and posi- 
tive lubrication to the chassis the Ire- 
land & Matthews Mfg: Co., Detroit, 


The Greesgun 


Mich., designed the Greesgun and its 
accessories. The outfit comprises a 
powerful grease gun or ejector, and 
patented leak proof and dust-proof 
nipples that replace the stock grease 
cups. The nipples are made in the 
straight models and in the anyle or 
offset style. For cars that have the 
grease cup as part of the spring bolt 
special adapters are used. 

It takes but thirty seconds to secure 
the nozzle of the gun to any of the 
nipples—a quarter turn of the coupling 
will do. The full size hand grip may 
be turned easily in the fine thread, 
creating pressure of from 500 to 1000 
lb., more than enough to dislodge the 
old and used grease and to replenish 
the bearing with fresh and _ useful 
lubricant. The nozzle of the gun has 
a swivel arrangement that permits it 
to connect or disconnect from nipple to 
nipple without releasing the pressure. 
A patented check prevents leakage. 
The gun itself measures 13 in. over all; 
The cylinder is 6% in. long and has a 
capacity of % lb. of grease. It is 
finished throughout with nickel. 

The Greesgun system is as suitable 
for use on old cars as on new. It will 
remove the distasteful features of 
chassis lubricating and will at the same 
time insure positive lubrication. The 
entire chassis could be lubricated in a 
few minutes. 


Three Story Jack 


Easy lifting is a virtue with an auto 
jack that any manufacturer may be 
justly proud of. The Red Wonder, a 
three story jack, is made by the Sidel- 
Rattner Mfg. Co., Inc., Brooklyn, N. Y., 
and is said to be a very easy working 
lifter. The construction provides the 
advantages of the worm drive on a 
small scale, giving easy operation and 
sure gripping. The extension rack, or 
third story, gives a higher lifting pos- 
sibility, allowing the user a range of 
from 9 to 20 in. -The-jack is‘capable 
of lifting a two-ton vehicle. 
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The 36-in. folding handle permits the 
user to operate conveniently while 
standing away from the grit and dirt. 
The adjustment may be made without 
crawling under the car. 

There are cnly three working parts 
—the worm or driving member, the 
worm gear and rack pinion a — the 
main rack, which is the lifting “x : ber. 
There is a welcome absence of sp ings 
and other intricate parts that might 
get out of order. 

The extension rack 
the main rack+and can be instantly 
raised to the desired littim: point. By 
tripping the safety paw! the extension 
rack automatically drops to its lowest 
position. The pawl is so vonstructed 
that the rack cannot drop ‘ith a load 
on it. 

The extension handle is made from 
%-in. steel rod and is held rigid when 
in operation by two sleeves which slip 
over the joints. 


telescopes “nto 
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Red Wonder 


The Auto Jack 


Front Fender Auto Parking 
Lamp 


Parking lamps have become necessi- 
ties in many communities, the law 
usually requires adequate illumination 
for every car at night and the regular 
stock headlights furnished on the car 
by the maker require excessive current 
consumption when the car’s engine is 
not running. The C-S parking lamp 
is made by the Culver-Stearns Mfg. 
Co., Worcester, Mass., and is designed 
to fasten on the front left fender. A 











C-S Parking Lamp 


wire lead is connected from the lamp 
to the battery. 

A white light is shown forward and 
a red glow shines te the rear, thus 
covering the red rear light and 
dimmed headlight requirement of the 
police.’ The economy ’'in current con- 
sumption is gained by the use of but 
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one two-candle power bulb that takes 
but little juice from the battery even 
though left “on” for considerable time. 
The lamp is all brass, the lenses being 
white and ruby jewels. It has a self- 
contained switch and is éasily- installed. 
The C-S parking lamp can be otained 
in either black or nickel finish. 


Aluminum Explosion Whistle 


Pleasing blasts that the Illinois No- 
powerloss explosion whistle affords will 
awake to consciousness even the city 
jay walker, usually considered the worst 
pest among the pedestrian class. This 
whistle is made of aluminum by the 
lilinois Brass Mfg. Co., 224 North Ada 
Street, Chicago. 

3eing of aluminum, the body of the 
signal will not melt from the heat of 
the engine. The operating valve is 
made from cold-rolled steel and is in- 
stantaneous in action. The whistle will 
not permit air to creep into the com- 
bustion chamber and even with the 
whistle in operation the power loss is 
too slight for consideration. 

Cars that have no pet cocks require 
a spark plug adapter, otherwise the 
whistle is substituted in place of one 
of the pet cocks. A slight tug on the 
cord is all that is required to set the 
whistle going. Upon release of the 
cord the noise stops and the valve shuts 
tightly. 
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Protects Drivers from Glare 


Most of the efforts of inventors of 
headlight devices has been to perfect 
a lens that would give the right amount 
of light, but no matter how good a 
lens a motorist may have on his car it 
does not keep the blinding, glaring 
headlights of approaching cars out of 
his eyes. A man outside the motoring 
trade, however, has solved the problem 
and it came about in this way: A 
physician. who was troubled with other 
motorists’ headlights, and who treated 
many glare-stricken eyes of his 
patients, saw the need for a glare pre- 
ventative and perfected a device for 
his own car said to eliminate the blind- 
ing lights and yet give himself sight 
control of the road. The device proved 
so: popular among his motoring friends 
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that he decided to give the idea to the 
motoring world. 

Common sense demands brilliant il- 
lumination of the road for night driv- 
ing, and with the Glar-Stop car drivers 
can protect themselves against the dan- 
gerous glare of approaching headlights 
and still get the benefit of the light on 
the road without being blinded, say the 
Sedgwick Sales Co., New York City, 
by using their product, the Glar-Stop. 

The Glar-Stop, which is made of 
nickel with a colored glass center, fits 
on the windshield of either an open or 
closed car. It is easily attached with 
thumb screws and really adds to the 
appearance of a car. Instead of re- 
ducing the amount of light on the road, 
where the good light is needed, the 
Glar-Stop merely reduces the light in 
the driver’s eyes. It shields and shades 
the eyes with a friendly protecting 
shadow that kills the glare and leaves 
the vision unimpaired. 

It has been indorsed by motoring 
clubs, State highway officials and lead- 
ing medical authorities as the scientific 
solution to the headlight and sun glare 
problem. 
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Glar-Stop—The Center Portion Is of 
Colored Glass 


Spring Covers Help Make 
Riding Easier 

It is no secret that well-oiled auto 
springs work easier and in turn make 
riding even over the bumps much more 
pleasant than rude shocks at every 
“thank you marm” encountered. To 
make lubrication of the chassis springs 
positive and adequate the Jeavons Co., 
2540 Prospect Avenue, Cleveland, have 
designed the Jeavons spring lubricators 
built to fit over the springs in the front 
and rear. 

These lubricators consist of a com- 
plete flexible canvas material casing 
placed over the leaves. An oil filling 
cap on top is unscrewed and oil squirted 
in on the inside fabric that causes the 
oil to ooze into the crevice between 
leaves when the car is in motion. Every 
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bend of the spring causes constant 
lubrication, as the Jeavons lubricators 
fit like gloves and bend in harmony 
with the spring. 

The constant and efficient lubrication 
afforded by these lubricators is said to 
have a remarkable effect on the riding 
of the car as the springs wave up and 
down over even the bigger and more 
troublesome bumps with but little vibra- 
tion. 

















Jeavons Lubricators—Showing Construction 
Detail 





Built Up Wood Bumper 


Fabrication of thin sheets of care- 
fully selected wood, in a single opera- 
tion by a process of lamination is the 
method used by the W. B. McAllister 
Co., Cleveland, Ohio, in making its new 
McAllister wood bumper. 

In the fabrication of this bumper the 
sheets are glued together under high 
pressure into a permanent unit and 
shape after which several coats of a 
special airplane propeller varnish are 
applied. The bumper is offered in two 
finishes, natural wood and black, with 





five standard fittings that enable in- | 


stallation on all of the popular cars. 

Before offering this novel bumper 
to the trade the manufacturers made 
numerous investigations and _ severe 
tests to their product to determine the 
relative strength of wood and metals. 
The company reports that its tests 
found that wood has greater tensile 
strength than steel and other metals 
and that approximate static bending 
showed wood off to greater advaritage. 
Wood requires a harder impact and 
more time to rupture than any of the 
common metals used in this connec- 
tion. 











McAllister .Wood Bumper in Place 


Full Tilt Detachable Steering 
Wheel 
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fire or other emergency that would re- 
quire the car to be moved in the absence 
of the driver. But it is also desirable 
that the car be secured against theft. 
The Gemco fulltilt detachable steering 
wheel complies with the police regula- 
tion and also offers protection from 
theft. It is made by the Gemco Mfg. 
Co., Milwaukee, Wis., and will fit the 
following cars: Ford, Maxwell, Over- 
land, Briscoe, Chevrolet and Dodge. 

It fits over the standard steering col- 
umn, and when in place is a positive 
guidance wheel. To operate, the spring 
bolt is pulled out. and the wheel lifted 
up and off the column. To replace it is 
simply snapped back into place and the 
bolt is replaced. This enables the car 
owner to take the wheel along with 
him. No thief will attempt to steal a 
car with the steering wheel missing. 
The wheels are made of corrugated 
rims with a walnut finish and measure 
17 in. in diameter. 
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Gemco Wheel in Place and Extended 


Enables Motorist to Carry Two 
Spare Tires 


Thirty seconds is the time estimated 
by the Interlock Hardware Co., New 
Haven, Conn., as required to remove 
the second spare tire from the rack or 
to replace it, but they also say to do 
this you must have the Interlock sec- 
ond spare tire carrier. 

This auxiliary carrier can be put on 
any car having a single ring tire car- 
rier, by drilling four holes in the ring 
and riveting on the Interlock. No 
clamps, screws, straps or tools needed. A 
slight downward push on the levers at 
the center pivot grips the rim of the 
spare with a powerful hold. An up- 
ward push releases the spare. 

With the Interlock carrier the motor- 
ist is able to carry two spares and very 
few motorists fail to recognize imme- 
diately the advisability of two spare 
tires, for even the best make shoes will 
run into nails, spikes or glass. With this 
carrier there is no vibration, swaying 
or any other loose feature that would 
cause squeaks, or other annoying 
noises. 

Another feature worthy of note in 


To comply with the police ordinance the use of the Interlock carrier is the 


in force in most cities it is necessary 


that parked cars be movable in case of the use of straps or tire cradles. The 


prevention of chafing that is caused by 
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gripping force that holds the tires on 
is on the principle of internal expan- 














Interlock Spare Tire Carrier. Note 
the Releasing Lever 


Twin Bar Bumper 


Strength without unnecessary weight 
is the big feature of the Halladay twin 
bar bumper, a product of L. P. Halla- 
day Co., Streator, Ill. 

Resiliency and shock resistance are 
obtained by the truss spring construc- 
tion, while widespread distribution of 
the concussion from any impact is in- 
sured by the double bar which gives a 
face width of 5% inches. The flexibil- 
ity and strength of the double truss 
gives the greatest possible protection. 

Fittings are of spring steel, giving 
an all-steel construction throughout, thus 
avoiding all breakage. They will fit 
98 per cent of the cars now in use. Bar 
is handsomely finished in either black 
japan with nicked end-caps and name 
plate bolts, or in full nickel, plated over 
a buffed copper plate base. Weight of 
bar, 26 lbs. i 

Supplied complete with all steel fit- 
tings, as shown in illustration, or with 
any of our regular or special fittings, 
front or rear. 
carton, 4 x 6 x 60% inches. Unless 
otherwise specified, will be shipped ten 
cartons in a crate. 


Halladay Twin Bar Bumper 











Protects Driver’s Eyes 

Sun glare and dangerous headlights 
are a menace to every autoist. A night 
ride along any thoroughfare will soon 
convince anyone that the majority of 
headlights used by the “other fellow” 
glare into the eyes of the approaching 
driver in such a manner that the eyes 
are almost entirely blinded momentar- 
ily. In many comniunities the ordi- 
nances require certain types of lens 
but in many cases the law is not en- 
forced and so is of but slight advan- 
tage. And sun glare in the eyes of a 
driver on a long journey will bring on 
headaches that often upset the stomach, 
to say nothing of the lack of proper 
vision on the road in front. These diffi- 
culties are surmountable, however, with 


Packed in a standard’ 
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the use of a Non Glare Windshield 
Visor made by the Roberts Manufac- 
turing Co., New Haven, Conn. 

These visors can be attached to any 
car, open or closed models. They are 
furnished complete with the necessary 
screws. Anyone can very easily attach 
one using but a common screw driver. 
They are made in sizes to fit every 
standard car on the market. 

The problem of efficient vision of the 
road in front is solved in a comfortable 
way, for the light on the road is not 
reduced but the strain of the glare is 
eliminated for the driver’s benefit. 
Even with a dull sun the shimmering 
glare and shadows on the glass wind- 
shield are often confusing. The visor 
will also neutralize this effect. 

In a storm rain or snow is kept off 
the vision shield, giving the driver full 





oe eS ie? 
Roberts Non-Glare Windshield Visor 








view of the road. The visor catches the 
snow or rain and it does not cloud the 
windshield. The confusion caused by 
falling rain or snow would also be elim- 
inated. 

The metal frame of this visor is 
made of bronze black enameled suited 
for the finest finished body. The cur- 
tain roll is all metal with a strong 
spring, giving any desired tension to 
the curtain which entirely prevents 
sagging. The curtain is made of high 
grade double skiver grain fabric, the 
underside of which is furnished in 
green, which is restful to the eye. It 
is adjusted to any desired angle by two 
wing nuts and can be rolled up out of 
the way when not needed. 


Spark Plug of Improved Design 

Simplicity of design is the chief fac- 
tor in the Dico spark plugs that pro- 
vides for a hotter spark, more power 


and greater fuel economy. They are 














Dico Spark Plug 


made by the Dayton Ignition Co., 31 
Eaker Bldg., Dayton, Ohio. 
Dico plugs have less parts than the 
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average and are built to give greater 
dielectric resistance, because of the 
sturdy porcelain in connection with the 
dead air space running to a point above 
the top of the shell. This is said to in- 
crease greatly the electrical resistance. 
The dead air space encircling the center 
electrode assures improved radiation of 
heat from the inside out, thus eliminat- 
ing shells of the heavy fin type. To 
eliminate loss of compression or leak- 
age of oil Dico plugs are built to insure 
tight structure between the porcelain 
and the steel shell due to a special ce- 
ment flowed in freely from the top of 
the shell to the bottom of the porcelain. 

The dead air space also lessens the 
chance of carbon fouling. The center 
electrode is of mone] metal especially 
designed for the Dico plug. It will not 
pit or burn off. The small electrode is 
of nickel alloy. 


For the Motorist Who Smokes 


Lighted matches are both unsafe and 
unsatisfactory in a moving automobile 
or in a parked car if there is any wind 
blowing. The modern motorist equips 
his car with an electric cigar lighter 
such as those made by Asch & Co., 16 
West Sixty-first Street, New York. 














Aco Cigar Lighter with Reel 

The Aco line, as it is called, em- 
braces both auto cigar lighters and ash 
trays built in combination and separate 
to cover the tastes of the individual. 
They are constructed so as to be trou- 
be proof. The line includes types that 
have automatic self-winding reels so 
that upon release of the lighter the six 
feet of silken cord furnished with every 
lighter may be wound up out of sight. 
This type has a brass roll container 
that fits flush with the upholstery or 
wood work of machine. The cable is 
connected to the car’s battery and the 
lighter cylinder placed in the spring 
clip that holds in when not in use. 
Each Aco lighter is equipped with a 
push button that controls the current 
used. The amount of juice consumed 
is hardly appreciable. The lighter is 
furnished without the reel, enabling the 
motorist to place the holding clip at 
any convenient point. 

The lighters are furnished in either 
gun metal, leather covered brass or 
nickel finish. 

































































Sales Tax Bills to the Fore in Congress 





Senator Smoot and Representative Bacharach Offer Measures 
at Opening of Special Session— Analysis of Provisions 





WASHINGTON, April 18, 1921. 

HE special session of the 

Sixty-seventh Congress sum- 

moned by President Harding 
to assist in the post-war readjust- 
ment of business by enacting a ra- 
tional legislative program got off to 
a flying start at noon last Monday. 
Throughout the past week new bills 
of every conceivable description 
have poured into the House and 
Senate hoppers as thick as leaves 
in Vallambrosa, and have literally 
smothered the eight-story Govern- 
ment Printing Office. 

It might be thought a difficult 
task to select from the list of six 
thousand legislative measures the 
particular one which would attract 
the most attention; yet I will bet 
my last winter’s derby against a 
new ten-dollar straw-lid that not 
one of the six thousand will begin 
to rouse the public attention that 
has centered in Senator Reed 
Smoot’s bill proposing a sales tax 
as a substitute for the excess prof- 
its tax and a long list of so-called 
“luxury” imposts. A big private 
edition of this bill, printed in ad- 
vance of its introduction, was ex- 
hausted in two hours, and to-day 
the files are nearly bare of the reg- 
ular official print. 

Scores of other measures com- 
mand attention, of course. These 
include a bill similar to Smoot’s, 
presented by Representative Bacha- 
rach of New Jersey, a prominent 
member of the House Ways and 


By W. L. CROUNSE 


Means Committee; a new price- 
maintenance bill fathered by Rep- 
resentative Kelly of Pennsylvania 
and very likely to be favorably re- 
ported during the special session; 
and a comprehensive bill intended 
to prohibit and punish misbranding 
of merchandise which, should it be- 
come a law, would put the Federal 
Trade Commission out of business 
so far as one of its most important 
recently assumed functions is con- 
cerned. 


Sales Tax the Big Issue 


But the Smoot sales tax bill is 
the big issue to-day. This is in 
part due to the exceedingly promi- 
nent position its author occupies 
in the Senate organization, where 
he is the right-hand man of Senator 
Penrose, chairman of the Finance 
Committee, and the vigilant watch- 
dog of the Treasury. 

But popular interest in the bill is 
not altogether due to Smoot’s offi- 
cial position. Rather, it is because 
the question of the desirability of 
a small sales tax as a substitute for 
the excess profits tax and a hun- 
dred or more pin-prick imposts on 
a varied category of articles is be- 
ing debated to-day by every manu- 
facturer, jobber and retailer from 
the Atlantic to the Pacific and from 
Canada to the Gulf. 

A copy of the Smoot bill lies be- 
fore me. It is well worth careful 
perusal and close analysis. 

It is provided by the preamble 
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that the measure shall be known as 
“The Sales Tax Act of 1921.” 

The term “Secretary,” as em- 
ployed in the bill, means the Sec- 
retary of the Treasury, the term 
“Commissioner” refers to the Com- 
missioner of Internal Revenue, 
while the term “Collector” means 
the local Collector of Internal 
Revenue for the district in which 
the taxpayer carries on his busi- 
ness. 

Provisions of Smoot Bill 


The provisions of the measure 
relating specifically to the imposi- 
tion of the proposed sales tax are 
contained in the six section num- 
bered serially from 201 to 206 and 
read as follows: 

“Sec. 201. That in addition to all 
other taxes, there shall be levied, 
assessed, collected, and paid upon 
all goods, wares, or merchandise 
sold or leased on or after July 1, 
1921, a tax equivalent to 1 per cen- 
tum of the price for which so sold 
or leased; such tax to be paid by 
the vendor or lessor. 

“Sec. 202. (a) That this title 
shall not apply to sales and leases 
made during any year in which the 
total price for which the taxable 
sales and leases are made, does not 
exceed $6,000. 

“(b) In computing the tax due 
under this title every taxpayer shall 
be entitled to an annual exemption 
of $6,000. 

“(c)'In any case where the full 
amount of the exemption is not 
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claimed in computing the tax due 
for the first quarter, the part not 
so claimed shall be deducted in 
computing the tax due for the sec- 
ond quarter, or succeeding quarters. 
For the purpose of this Act the 
first quarter shall be the months of 
July, August and September; the 
second quarter, the months of Oc- 
tober, November and December; the 
third quarter, the months fof Janu- 
ary, February and March; and the 
fourth quarter, the months of April, 
May and June. 


Exempted Transactions 


“(d) The taxes imposed by this 
title shall not apply to sales or 
leases made by (1) the United 
States; (2) any foreign govern- 
ment; (3) any State or Territory, 
or political subdivision thereof, or 
the District of Columbia; (4) any 
mutual ditch or irrigation com- 
pany; (5) any hospital; or (6) 
Army and Navy Commissaries and 
canteens; (7) any corporation or- 
ganized and operated exclusively 
for religious, charitable, scientific, 
or educational purposes, or for the 
prevention of cruelty to children 
or animals, no part of the net earn- 
ings of which inures to the benefit 
of any private stockholder or in- 
dividual. 

“(e) The taxes imposed by this 
title shall not apply to sales or 
leases of articles taxable under 
Titles VI or VII or paragraphs (1), 
(2), (3), (12), and (20) of section 
900 of the Revenue Act of 1918. 

“(f) Under such rules and regu- 
lations as the commissioner, with 
the approval of the Secretary may 
prescribe, the taxes imposed by this 
title shall not apply in respect to 
articles sold or leased for export 
and in due course so exported. 

“Sec. 203. That in computing the 
taxes imposed by this title no credit 
shall be allowed for any tax reim- 
bursed or paid in any manner to any 
person in connection with any 
previous transaction in respect to 
which a tax is imposed by law. 

Quarterly Returns Required 

“Sec. 204. That every person 

liable for any tax imposed by sec- 


tion 201 shall make quarterly re- 
turns under oath in duplicate and 


pay the tax imposed by such sec- . 


tion to the collector for the district 
in which is located the principal 
place of business. Such return 
shall contain such information and 
be made at such times and in such 
manner as the commissioner, with 
the approval of the Secretary, may 
by regulation prescribe. 

“The tax shall, without assess- 
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ment by the commissioner or notice 
from the collector, be due and pay- 
able to the collector at the time so 
fixed for filing the return. If the 
tax is not paid when due, there 
shall be added as part of the tax a 
penalty of 5 per centum, together 
with interest at the rate of 1 per 


centum for each full month from , 


the time when the tax became due. 

“Sec. 205. That in the case of 
an overpayment of any tax imposed 
by this Act, the person making such 
overpayment may take credit there- 
for against taxes due upon any 
quarterly return. 

“Sec. 206. That the commission- 
er, with the approval of the Secre- 
tary, is authorized to make all 
needful rules and regulations for 
the enforcement of the provisions 
of this Act. The Commissioner 
with such approval may by regula- 
tion provide that any return re- 
quired by this Act to be made under 
oath may, if the amount of the tax 
covered thereby is not in excess of 
$10, be signed or acknowledged be- 
fore two witnesses instead of un- 
der oath.” 


Present Tax Continued on These 
Articles 

The articles exempted from the 
proposed sales tax by the provision 
of subsection (e) of section 202, 
are distilled spirits, wines and 
other liquors (Title VI), cigars, 
cigarettes and tobacco (Title VII), 
automobiles, parts and tires (para- 
graphs 1, 2 and 3 of section 900), 
dirk knives, daggers, sword canes, 
stilettos, brass or metallic knuckles 
(paragraph 12 of section 900), 
yachts, motor boats (not designed 
for trade, fishing or national de- 
fense), pleasure boats and pleas- 
ure canoes, if sold for more than 
$15 (paragraph 20 of section 900). 
The taxes provided in the war rev- 
enue act of 1918 upon the articles 
exempted from the sales tax would 
continue to be collected. 

A provision of the Smoot bill 
which will carry joy to the heart 
of every manufacturer and mer- 
chant who makes or sells goods is 
found in section 207, which pro- 
vides that after July 1 of the pres- 
ent year, the following sections of 
the War Revenue Act of 1918 shall 
stand repeal. 

Sections 628 and 629. Cereal bev- 
erages, mineral waters and seft 
drinks in bottles or other closed 
containers. 

Sec. 630. Soda water and other 
soft drinks, ice cream, etc., sold at 
soda fountains. 

Sec. 902. Sculpture, 
statuary, etc. 


paintings, 
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Sec. 904. So-called luxuries, in- 
cluding carpets and rugs, ‘pictute 
frames, trunks, traveling bags, va- 
lises, portable light fixtures, um- 
brellas, fans, men’s and women’s 
hats, shoes and clothing, ete. 

Sec. 905. Jewelry, clocks, opera 
glasses, ete. 

Sec. 906. Motion picture films. 

Sec. 907. Perfumes, toilet ar- 
ticles, proprietary medicines, etc. 

Sec. 900. Pianos, organs and 
other musical instruments; tennis 
rackets, skates and sporting goods 
of all kinds; chewing gum and sub- 
stitutes therefor; photographic 
films other than motion picture 
films; candy, firearms, shells and 
cartridges; hunting and _ bowie 
knives; portable electric fans; 
thermos and thermostatic bottles; 
cigar and cigarette holders, or pipes, 
composed wholly or in part of 
meerschaum or amber; humidors 
or smoking stands; automatic slot 
device vending machines; livery 
and livery boots and hats; hunting 
and shooting garments and riding 
habits; articles made of fur on the 
hide or pelt, or in which such fur 
is the component material of chief 
value; and toilet soaps and toilet 
soap powders. 


Excise and Consumption Taxes to Go 


It will be noted that Senator 
Smoot proposes to repeal about all 
the obnoxious excise and consump- 
tion taxes levied by the War Rev- 
enue Act, and justifiabie only be- 
cause the nation was fighting for 
its life. The tax on the kids’ ice 
cream cones and on the damp, cold 
wares of the hokey-pokey man, Sen- 
ator Smoot believes should have 
been thrown into the discard the 
day the armistice was signed. Pe- 
titions bearing several million 
names are on file at the Capitol, 
protesting against the further con- 
tinuance of this impost and _ it 
seems sure to go. . 

The so-called luxury taxes are 
really not luxury taxes at all, for 
in these days of high prices it is al- 
most impossible to buy a hat, a 
shirt, a pair of shoes, umbrella or 
a traveling bag—not to mention ki- 
monos, petticoats and waists, of 
which, of course, I am only an 
amateur—without going above the 
untaxed limit and incurring im- 
post. 

Whatever may be said about the 
justification of taxes on clocks, jew- 
elry, motion picture films, dentri- 
frices, mouth washes, etc., during 
the stress of the World War, there 
is certainly no reason for singling 
them out to bear a burden in peace 
times. Proprietary medicines in- 
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elude good, bad and indifferent and 
certainly should not be under the 
ban as a class. 


Side Lines of the Hardware Man 


When we get down to the excise 
tax on musical instruments, sport- 
ing goods, cameras, firearms, hunt- 
ing and bowie knives, electrical 
fans, thermos bottles, hunting and 
shooting garments, etc., we hit side 
lines which the average well-stocked 
hardware store carries on _ its 
shelves. A sigh of relief will un- 
doubtedly go up from manufactur- 
ers, jobbers and retailers of these 
goods if the Smoot bill is finally en- 
acted in the form in which it has 
been presented. 

But we must not jump to the con- 
clusion that the Smoot bill will be 
enacted simply because Reed Smoot, 
who has a big drag in the Senate, 
has formulated it. There are oth- 
ers. 

In the first place, the dear old 
Constitution of the United States 
prescribes that revenue measures 
shall originate in the House of 
Representatives and not in the 
Senate. This means that although 
Senator Smoot may introduce a 
well-balanced sales tax bill provid- 
ing for the repeal of many obnoxi- 
ous taxes, the Senate cannot vote 
upon it until the House has passed 
a revenue measure of some kind, to 
which the Smoot bill can be added 
as a germane amendment. 


Smoot’s Bill May Be a “Rider” 


It would not be necessary that 
the House should pass a sales tax 
bill to enable the Smoot bill to be 
offered as an amendment. The 
Utah Senator’s measure would be 
germane to any revenue-raising bill, 
and might be added—and quite 
possibly will be offered—to the per- 
manent tariff bill, when that meas- 
ure.passes the House and is referred 
to the Finance Committee of the 
Senate. 

There is another possibility. Af- 
ter the House disposes of the per- 
manent tariff bill, along about July 
1, it will take up the subject of the 
readjustment of internal revenue 
taxation, which, of course, will 
include the problem of a sales tax 
of some kind. 


House Has Sales Tax Bill, Too 


In anticipation of the revision of 
the war income taxes, Representa- 
tive Bacharach of New Jersey, one 
of the majority members of the 
Ways and Means Committee, has 
framed a skeleton bill which differs 
in many important respects from 
the Smoot measure. The sales tax 
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provisions of the Bacharach bill 
are as follows: 

“There shall be levied, assessed, 
collected, and paid, in addition to 
all other taxes, and in lieu of the 
taxes removed by section 1, upon 
the sale of transfer of tangible per- 
sonal property, mechanical or elec- 
trical energy, a tax equivalent to 1 
per centum of the amount received 
(whether in cash or anything of 
value): 

(1) Upon the sale or contact of 
sale, or lease of tangible personal 
property, mechanical or electrical 
energy. 


Hits the Hotels and Restaurants 


“(2) For food, drink, lodgings, or 
the use or enjoyment of services, 
privileges, or facilities furnished or 
granted by a person or persons 
operating or conducting an inn, 
tavern, hotel, restaurant, café, eat- 
ing house, garage or repair station, 
theater, or other place of amuse- 
ment, or other place of business. 
(b) The tax imposed by this sec- 
tion shall be paid by the person re- 
ceiving such amount and shall ap- 
ply in the case of sales, contracts 
and leases whenever made. (c) 
The taxes imposed by this section 
shall not apply to sales made or 
amounts received by (1) the United 
States, (2) any foreign government, 
(3) any State or Territory, or politi- 
cal subdivision thereof, or the Dis- 
trict of Columbia. (d) No credit 
shall be allowed for any tax paid 
by the taxpayer or reimbursed or 
paid by him in any manner to any 
person, in connection with any 
previous transaction in respect to 
which a tax is imposed by law. (e) 
The taxes imposed by this section 
shall not apply to the first $24,000 
of the otherwise taxable’ amounts 
received, prorated monthly. (f) 
The taxes imposed by this section 
shall be returned, assessed, col- 
lected and paid upon the same basis, 
in the same manner, and subject to 
the same provisions of law, includ- 
ing penalties, as the tax imposed 
by section 902 of the Revenue Act of 
1918. 

“Sec. 3. That there shall be 
levied, assessed, collected and paid, 
in addition to all other taxes cov- 
ered by this Act a tax of 10 per 
centum upon the undistributed 
earnings of all corporations.” 


Reduces Income Taxes 


The repealing provisions of the 
Bacharach bill are almost as inter- 
esting as those of the Smoot meas- 
ure, although they do not remove 
the tax burden from exactly the 
same lines of industry. Taking up 
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the income tax, Mr. Bacharach pro- 
poses that, in the case of citizens 
resident in the United States, the 
rate upon the first $4,000 of income 
in excess of the credits allowed by 
the present law shall.be 2 per cent 
instead of 4 per cent. He also 
stipulates the surtax shall not ap- 
ply to net income below $7,000 (in- 
stead of $5,000 as in the present 
law), and limits the surtax on 
amounts by which the net income 
does not exceed $90,000 per annum 
to 40 per cent. The New Jersey 
member then proposes to modify 
the law respecting corporate in- 
come tax so as to repeal the credits 
allowed under section 236 of the 
Revenue Act of 1918. 


Eliminates Transportation Taxes 


Shippers in all lines will give 
three cheers for Mr. Bacharach’s 
next proposition, which is to strike 
out the freight and express trans- 
portation tax, and the tax on in- 
surance. This will be a godsend to 
the little merchant.and will cause 
him to rise up and call Brother 
Bacharach blessed. 

Quite as mindful as Senator 
Smoot of the activities of the 
hokey-pokey man, the New Jersey 
member provides for the repeal of 
the soft-drink tax, but goes him 
one better by striking out all the 
taxes on admissions to moving pic- 
ture palaces, theaters, cabarets, 
roof gardens, etc. Bacharach rep- 
resents the Atlantic City district in 
the House and expects there will 
be a big Boardwalk parade the day 
the tax on the movies and the 
cabarets goes off. 

When it comes to the luxury tax, 
Mr. Bacharach is less liberal than 
Senator Smoot. He proposes the re- 
peal of the imposts on carpets and 
rugs, valises, umbrellas, men’s and 
women’s shoes and clothing, etc., 
but he continues in force the rates 
on musical instruments, sporting 
goods, cameras, firearms, etc. 

The New Jersey member suggests 
the repeal of the tax on proprietary 
medicines, but he would continue 
in force the rates on clocks, jewelry, 
motion picture films, perfumery, 
toilet waters, dentifrices, etc. 


More Boardwalk Echoes 


Another echo of the Boardwalk 
is to be found in the New Jersey 
Congressman’s proposition to strike 
out of section 1001 subdivision 9, 
which imposes a tax of $20 on pro- 
prietors of shooting galleries; and 
subdivision 11, which taxes at the 
rate of $10 per annum persons car- 

(Continued on page 152) 
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is, 105,708,771. 

: Number of classified hardware dealers in the 
United States is, 36,534.* 

Number of registered cars and trucks in the United 
States is 9,295,252, an increase of 1,771,588 since 1919. 

In 1920, $91,025,398 was paid for registration fees in 
the United States, an increase over 1919 of $26,025,398. 

There are now 234,954 registered motorcycles; 153,458 
registered tractors and 17,677 registered trailers in the 
United States. 

New York has the largest number of registered motor 
vehicles, the number being 692,174. Ohio is second with 
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sylvania is third with 584,184, while Ne- manufactured annually is $621,722,048. 

smallest number, 10,464. It is estimated that more than 2,500,000 motor cars 
) Canada registered 403,111 motor vehicles, and trucks used in the United States are owned by farm- 
47,678 since 1919. ers. 

ow that every year approximately the same The annual labor-saving value of a truck to each farmer 
stor cars are scrapped as were made the owning one is estimated to be $150, and the annual sav- 
vious. If this holds good for 1921 at least ing in transport charges to each farmer who uses a truck 


cars will be needed to replace old ones be- averages $240. 

car is sold to a man or firm that never The percentage of registration of motor vehicles in 
‘ore. towns of less than 5,000 is 55 per cent. 

r of workers employed in the automotive *The number of hardware dealers classified according 
imated to be more than 650,000. to states on the accompanying map is taken from the 


imate wholesale value of motor accessories Hardware Age Directory, corrected to date. 
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A Valuable Table of Com 
parative Prices 
AUTOMOTIVE EQUIPMENT PRICE COMPARISONS 
1914 19S 1946 1917 49/8 4919 4920 4924 
LOW _| HiGH | Low | Av6H | Low | HicH | Low | HIGH | Low | HiGH | Low | WicH | Low | H/GH JANUARY. 
Absorbers. Shock. SET gbo | 4350 | 4350 | 4350 | 1350 | 1000 | 1350| 1800 | 1000\ 1800) 1800 
Automobiles.Ford. rumsot \ £A 99000| 79000 | 390.00 | 39000 | 74500 | 345-00 | 43500 | 500.00 | s0000 | sao.co | 32800 | su000 ere Srenren 
Automobiles, Fard. rournwe \ « 47200 | 49000 | 44000|440.00 | xb000 |. sba00 |gs000 |\s2500 | res00 | 52500 | 440.00 | 52500 | Wmarenen 
Batteries. Dry * sae | 14¢) ¢4¢| 24¢ | 204 | 214¢| z2/* | 24ge| z244¢| z7me| z76¢| z7e¢| 27K] gor | zoe 
Belts.Fan. rompavcer |\002\ 1b0 | 1bo | roo | soo | sho | 460 | 460 | 793 | 206 | 206 | 206 | zoe | 206 | 206 | 206 
Blades. Hack Saw. sr \oro | 230 | 230 | 230 | 230 | 347 | 353 | 353 | sis | xo7 | co7 | x07 | c07 | x07 | ©07 | 5-07 
Bolts, Stove FJOS%| Gow) 90-10%) 90-5%\ 850% Jo5%| 7010%| 705% |\ 70-10%| Jo10%\70-0Sn, IS \ 75-10% | 750%) B/010% 
Boxes Tool rorocosse | | sco | 730 ase | yoo | sos | 220 _| | zos | sz0 | 420 | 20 400 | /40 | /40 | 205 | 205 
Bumpers. Auto “71vw ~ a 40s | 405 | 405 | 473 | 40s | 500 | £00 | 500 | x00 | s00 | «00 
Bushings.Auto. 273 \rn 6000 | yooo | 6000 | 7000 | 500 | 6000| 4900 | 5800 | 5400 | 5640 | sxoo 
Cellulord 20x 3b.s |suetT| 40¢ | aoe | gee | age | 49¢| sae | gae| Sor | Soe! bor | 664 | ose | o9¢ | pee Los 
Chains. Tire _weto ygs0.3%'| Pr 2es | 285 | 205 | 285 | 3430 | 330 | 268 | zés | z2as| zas| ze 
Chamo/s 24°37 | WIP), 2475 | 30.94) 3267 | 3251 | 3358 | 3680 | 3450 | 3450 | 3950 | 3680) 2740 
Coppers. Soldering “8 | /7h*| 27% | /fe*| 27% | 29¢ | 4/¢ | 37% | F5K*| 36" | 44¢ | 26¢| got | 25%| 308 | z24K* 
Cotters. Soring 90 60 Yos90b005s\ 0 b0-Yor {0404 0r\60WS| 70-40 90-40% JO-30%|WIOS%| J0-LEMWIONWS| WOIO%| 90-4010% FO-L0%\GOFO-10% 
Drills.Car bon. Mosrltdos|\Tl0-10%\bo10sn| Jon | bon | b0% | s05%| 60% | 505% \s00SK| 50-5%| sosn| Son | som 
Drivers. Ocrew. Per Halt 60% | 60% | Son | 60% 40% | $010% | 50% | 40-10% | 405% | GO-S%| 40-70% | 40-10% | J05%| Jo-FN| JOSH 
Extinguishers, Pyrene sr\ £A 466 25 | 466 | 490 | 966 | 700 | 666 | G66 | 570 | 570 | x70 | 570 S70 
Frames, Hach Saw “or co\ oz | 749 | 75x | 755 | 755 | 755 | G00 | 7o00\ was | 35\ 1363 | 1374 \ saa | 1431 \ 576) IS7 
Gaskets.Cyl Head. vwerar| £4 zse| z5* | z3¢ | 2ae | zat | ase | se | zoe | 22e| 256] 228 
Gauges Tire. SCHRAOER| 100 5974 | 6700 | 5374 | z050| 7550| 7760 | za2s| 7760| 760 
Horns. Hand svtwaT| fA | 2.00 | 200 | 200 | 200} 780 | (80 | 480 | 180 | 475 | 475 | 225\ 270 | 225|\225\| 225 
Insides. Valve. SCHRADER VER M 2000 | 2400 | 2370 | 3477 | 2670| 3477 | 3130 | 3/30 | 3130 | 9425\| F425 
Jacks.Auto “2yapTra £A.\ 390 | 370 | 390 | 390 | 980 | 4a0 | 480 | 480 | 4a0 | Gzs | 625 | 625 | b2s| 62s| b2zs 
Lenses.Auto. sorowamer| PR 492, \ 792 \ 475 | 482 | cae | 178 | 478 | 178 V7¢ | IF LIS 
Lining.Brake. THERMO 75-204, Zon | gon | Coyon| Cow ssw |) 6ow| om | 01s | b0-5%| 6osn| bos) 05% 
Lifters.Valve. FAVORITE | FA 3S?! F7h* | Z74*| S7A*| Z7A*| Z/G? | SOK | Sot | Sze | Sze J24 | s2° bar 
Metal, Babbitt <4 |\cewr| 475 | 480 | 280 | yoso | zzs | so | br | s200 | 750 | 950 | ses | 92s | aso | ozs | 0 
Petroleum, Fenna.Refa. 14s \ 280 | 435 | 225 | 225 | 285 | 295 | 37° | 375 | 400 | a25 | ¢00 | s00 | 640 | £00 
Plugs. Spark. CHAMPION X.\ A se | 25¢ | 25¢| 25¢ | got | zor | 33° | 33° | see | 3a* | sae | sae | a7e 
hubber. Uphwvertine. | is von | zoe | me “7e 274 74¢| soe | sze | 2a¢ |yroree 
Screws. Cap. 80-10-$%\ 09078 5\ 8010-54 70/0-10%| 7010-744 60-24% 90/05%\ 50% |s010-59) son |Comsn| osx sms bsn| b0% 
Screws, Set OS 10% SO74S| BS-10%) TEVOVO%A 7010104 6S: 24% | 50/010 S$0% |\SOfO/O%| F0% JOS% | b510% | FO-5%\| EF S%| GOO 
Solder 4ofbo. cwr| 7420 | 4500 | 4502 | 2737 | 1830 | 2735 | 2030 |\975 | 3/75 |9803 | 2460 | 3380 | 1567| 3/70 | sO25 
Speed ometers STFWART 9908 FA 600 | b00 £00 | £00 £00 | $3S | STS | SIS | STS | FTF | SOS | TOF 750 | 750 750 
Tape. Friction ta | | s7¢ | see | s7¢ | roe | s7¢ | rot | 24¢ | 244 | zee | a3# | ase | goe| soe | soe 
Tires. Attto. soownicn cousins £A. 1540 \ (840 | 4x40 | 1840 | 470 | 1825 \ 2065| 206s| fe70 | 1e70 | 2320\ 2320| ze00 
Ju bing.Copper. 46] 22° | sae | zze | sae | ase | ene! s7e |aone| see | ze | ze | 374¢| 26¢ | 320 | 256 
Wheels. Auto. fora =| SET. yao | 1210 | s210 | 1369 | s225| eu | ran| sen | 21% | 2355| ‘27% 
Wool Stee/ ATCO. cro.) é50 | 650 600 | 700 G25 | 875 | 725 | G50 77S \ 77S | 778 | Goo | B00 | 000 200 
Wrenches. Engineers. b0-40+|60 Yon) 60-4105 60 Yio 50 Hon| 500% 45:Yor\33'5 Yon| 33's Yor| 25 Yorn 25 Ym 33h 10%| 2 Hor | 33/5 10%| 20-400 5% 
Wrenches. Pipe. 37130. 80-5%| 30-5%| 30-5%| 0.5% | B0-5%| 75% | Joron| Jon | bb%%| 6%5%| For |66%mx | 66%~ b7AZEy SFASK 
BIDDLE PURCHASING CO. ; 
NEW YORK PITTSBURGH CHICAGO SAN FRANCISCO 
MR. MASBACK AT culties. On the other hand, Mr. Mas- with a formal vote of thanks by the 


BROOKLYN 


Members of the Brooklyn Hardware 
Dealers’ Association listened intently 
to a discussion by E. R. Masback, a 
prominent New York jobber, of some 
of the outstanding problems that affect 
both the jobber and the dealer in the 
metropolitan district, at the last regu- 
lar meeting of the Brooklyn Associa- 
tion held at the Johnston Building, 
April 14. Mr. Masback characterized 
the position of the jobber in New York 
as unique, and fraught with continual 
complexities and often insuperable diffi- 


back said that New York jobbers, by 
virtue of necessity, have developed dis- 
tinctive sales methods which enable 
them to effect a turnover that is ex- 
traordinary considering the local diffi- 
culties involved. The speaker emphati- 
cally céndemned cut price wars, and 
indorsed association work as one of the 
most important factors that contribute 
to the development of business stability 
and ethics. Following his talk the 
Brooklyn association tendered Mr. Mas- 
back a formal vote of thanks. 

The Emblem Committee was dis- 
charged by President H. R. L. Rohlfs, 


association. R. J. Atkinson made a re- 
port of the Metropolitan Association 
and H. A. Cornell, chairman of the en- 
tertainment committee, announced that 
plans were in progress for the annual 
outing of the Brooklyn association to 
be held this summer. 

Edward F. Daily read a paper on fire 
prevention in the hardware store, which 
will be published in full in an early 
issue of HARDWARE AGE. The next 
meeting of the association will be held 
May 12, at which Fred Horn, first vice- 
president, will read an original paper 
on some of the problems of the dealer. 
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Auto Accessory Departments Ready. for Record Spring Business 
—_ Suggestions for Advertising Your Accessory Department 


Announcing an Enlarged Department 


No. 1 (2 cols. x 6 in.) 

At this season of the year, it is good 
business to run an ad after the style 
of the Buchanan Hardware Co.’s Rich- 
field Springs, N. Y., announcement. In 
doing so, you are featuring a complete 
line just at the time the motorist needs 
the widest range of stoci.s from which 
te make his selections. 

John A. Losee, president of the firm, 
is a believer in having a real accessory 
department or none at all. Half-way 
measures in this department are ruin- 
ous. Items out of stock and a weak line 
drive trade away, for the motorist 
wants what he wants in a hurry, and 
is not content to wait until the desired 
article is in stock. Any expense or 
possible loss from full stocks is more 
than offset by the increased business 
which a complete accessory department 
will pile up during spring, summer and 


—Aulo Accessories — 


fall. We advise merchants not to be 
shortsighted in the policy governing 
their accessory departments. 

Therefore, the heading of the 
Buchanan ad is good news for the 
motorist who is shaking the moth balls 
off his barge for the spring and early 
summer tour seasons. The ad is also 
greatly strengthened by the compre- 
hensive listing of items, which fur- 
nishes a working idea of the scope of 
the Buchanan stock. 

Good Accessory Copy and Layout 
No. 2 (2 cols. x 5 in.) 

Here is an accessory ad which we 
deem a mighty clean-cut announcement. 
First, the set-up of the ad is excellent. 
Positions of heading, cut and para- 
graph display make the ad very easily 
and quickly absorbed. The heading is 
a direct spur to action while identify- 
ing the subject matter. The lead text 





we carry in stock are nationally known and advertised. 


A visit here will be appreciated by us. 
Try us and see. 


To careful buyers of automobile aceessoties, we offer the biggest and best line in the city. Practically all goods that 
ed. Goods that have a reputation of being the best in their line. 

We also carry a very complete stock of high grade, standard tires and tubes. 

Your wants will be taken care of promptly pnd at prices that are absolutely fair. 


Aato Enamels 


Pint size 





ad Bea 


$1.65 





the quality of these tires. 





Virginia Cream 
Rich Wine 








For the season's use you should invest in one or more of our standard 
tires which include Goodyear, Goodrich, United States, Kelly-Springfield 
and McGraw’s. All guaranteed on a liberal adjustment basis. You know 


“KAUFMAN’S” 








Quote prices, specially if you use large space 


136 


emphasizes the fact that the stock of 
accessories and too!s is complete and 
then four items are treated in detail. 
This plan of copy makes a very strong 
ad. It carries a message to the motor- 
ist of complete stocks and every so 
often it features five or six items 
bound to specially interest individual 
readers. 

The cut is a good one for this type 
of ad, possessing great attention value 
as well as suggestive force. Often it 
is a first-rate plan to scatter through- 
out an accessory ad a lot of small cuts. 
You would be surprised if you knew the 
work such cuts accomplish in the way 
of reminding and suggesting. Use them 
freely. 

This ad was sent us by the Chris- 
tenson Hardware Co., Nampa, Idaho. 


The Price-Quoting Ad 


No. 3 (5 cols. x 9 in.) 

The foregoing ads are specially suit- 
able for small space. Now we come to 
a larger ad and an ad of this size or 
even somewhat smaller should invari- 
ably quote price. There is plenty of 
sspace for listings and prices. 

Analysis of this ad sent us by Kauf- 
man’s Hardware Store, Cincinnati, 
Ohio, shows it to be pretty close to 
letter-perfect. A good, strong heading 
display is secured by a designed head. 
The opening talk should certainly be 
kept to use in one of your own ads if 
you are so situated as to be able to 
make the same statements. This is one 
of the best opening talks we have noted 
for some little time. 

Note the big points made: appeal to 
careful buyers, large line, nationally 
advertised goods, best of national lines, 
complete stock of tires and _ tubes, 
prompt attention and fair prices. If 
there is any ‘other essential argument 
that could be included we don’t know 
what it is, and yet this opening copy 
is very brief and quickly read. So we 
say—use this copy in your accessory 
ads if you can measure up to its 
promise. 

The four cuts liven up the display 
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Howeyer,. the. page is well laid out and 

S - illustrates the point we have in mind— 

Buy Your Auto Accessories Here that a ‘store paper page is an ideal 
place for advertising accessories. 


_You'll find everything you need here fro 
small patches to Goodyear Tires—from spar' . — ss 
plugs to magnetos. We carry a large and com- 


plete stock of the best accessories and tools i TT; y ats 
plete stocl Sterling Tire Corporation 


—PISTON RINGS—"‘Leak Proof "piston rings Announcement 
will make the old engine pull with pep on all - . ‘ P 
six. None of the power is lost—every bit of The Sterling Tire Corporation, Ruth- 


the gas you use gets the “kick” into the rear , ning sient 
sess Uk al Geateh atte pan tos tad ok erford, N. J., announces the termina- 
neha. tion of its arrangement whereby Ster- 
U Just as the name implies— . * . : . 
“superior oil rings.” They keep the oil down ling tires and tubes, during the past 
where it belongs in the cylinder. year, have been sold _ exclusively 
—FORD PARTS—You can drive up in front through the Rubber Corporation of 
of our stere for FORD parts any time and ee ae .—— s . 
weet Get Ghel seu wauk’ Ge tees & tam America, which also was the selling 
plete stock. agent for products of the. Empire Tire 
—HOT SHOT BATTERIES—They'll put the & Rubber Corporation of Trenton, 
: © BE “eatenaes og 2 
ppc ny See Gate yeUe coe N. J. There has never been any con- 
nection between Sterling and Empire 
—GOODYEAR TIRES—You can get them 6 I 
liere. Not best becausé we sell them, but we |} except that both employed the same 
self them because they're best. selling agent. The Sterling Tire Cor- 
3 ie ' : oe en 
poration has never been financially in 
hristenson Har Co, . ; 
Cc = dware P terested in Empire and no one con- 
nected with Empire has been interested 
Featuring stock in general, items in particular in Sterling. 


gt 


i 


We. ; 























and the bottom cut is suggestive of the LINDER HARDWARE CO. 
joys of spring motoring. More of this | — —_ xX 
type cut should be used. 


The listing has been done by a man AUTO ACCESSORIES 


who understands accessory stock and 
average demand. He has tied up to his 
opening talk by listing and pricing 
eleven nationally advertised automobile 
needs, not to mention the concluding 
paragraph devoted exclusively to tires. 
Accessory ads run now should, for 
obvious reasons, mention carbon 
scrapers and fluids, valve grinders and_ || 
compounds, enamels and paints, bear- |} — whiz Engine Enamel is especially iia inte nian ta eile alain 


° . * prepared for enamelling auto en- . on ed sur- 
ing scrapers, vulcanizers and tire re- a eeea, it Gites th & baer bee With for washing painted or polished sur- 
: ° s a hard, glossy surface and will per- j cle : ; “ 
pair kits, soaps, sponges and chamois, H team SeGtaak ieutak Zeutne’ hs ae tae tak eae tee eel 
~y]i c . e onnections i vetion of rust and hot gases. It is a . . mer ft ade Susively trom 
cylinder head gaskets, hose connections, — | poniar neat resisting rust preven: Whiz Magneto Oi] ust", "ln, made excluslvely trom 
fan belts, polishes and refinishing we Can $1.15 The Magneto is the most delicat and will not injure the finest finish. 
® ° . Q > Me eto e mos vate o " ‘ 
items. Many of these items are listed part of an automobile. A _ perfect - 7 pe +H va 
. ’ eneme, an accurately adjusted car oi ee , 
in the Kaufman ad. You can’t go | a burctor, and the highest qua'ity of 
gesoline all go for naught, if the 


wrong in taking this ad for a model. + Magneto does not function properly 
Note how the prices stand out. | ¥ Whiz Magneto Oil will lubricate 





perfectly with a film of oil so thin 
ae . . . as to be invisible to the naked eye 
Accessory Publicity in Your Store Paper Per Can 25¢ 
No. 4 (8 in. x 11 in.) 

The store paper is one fine medium 
for pushing accessories, and a great 
number of dealers are and have been 
since January taking advantage of this , 
fact by using full pages on auto needs. ; wasmape 








Quart Can ., $1.50 


Cam Oe re 


The Lindner Hardware Co., Tulare, | << == 
Cal., store — —— reproduced ase Horseshoe Cord Casings are prac Were you ever out on the road— 
connection with these comments is a tically puncture roof. They are the % Pint Can 65e your car stalled and you wished 


° 4 . ) had a certain tool so that you 
best tye of a tire that money can . ioe you 

sample of how merchants use a page in | ber The proper way to determine Other Whiz Specialties could peg pay oF a hn auto 

ss “8 ° Sane e ‘ Sanae owner who has had such an exper- 

their store papers to list and illustrate Age Ph Be cay Mee ‘Cian Whiz Auto Cushion Dressing fence will appreciate the splendid 

; foo Whiz Auto Top Dressing Tool Kits we have here. Many of 


‘ | age wil ise 
items. | MS UGee Te PARAD Whiz Mohair Auto Top Dressing. the cars in this section carry a 


In the store paper, where full-page | “aa cot of these Sen tosis ana theres 
space can be utilized, special attention a oe oe a ee 
can be given cuts and it will be noticed Whiz Cup Grease We show them in several sizes. 
that this page shows eight cuts. “Whis Body Polish 

Prices are quoted on the items illus- f MEI weiedaaeks mecearen 


trated and the copy. fully describes each ae. %: dl — 
of the specialties. We think the listing | i cant. 


° . 3 Whiz Radiator Cleaning Comp. 

on this page poor. There is toe much _ | Whiz Radiator Stop Leak Comp 
® | <a oe Whiz Valve Grinding Compound 

sameness of products as regards their eet Whiz Spoke Tightener 


" 
° ° . ma E F Prod sol 
evident manufacture and lack of diversi- | me wiki: " * 


fication such as would be secured if | 
a combination of items like that we HORSE SHOE AND MICHELIN TIRES AND TUBES 


| 
suggest in our comments on Ad No. 3 i. po =< 
were used. How to use your store paper for auto needs 


su 


1G. 
ol 


Dependable Auto Kits 

















HARDWARE AGE 


will hustle and show 
the manufacturers he 








We Plan on a Very Large 


Motor Accessory 
Department 


is out for the busi- 
ness, secure from 
the latter prices 
which will provide a 
profit to that hard- 
ware dealer when he 
furnishes supplies to 
the. garage owner, 
and the general pub- 
lic, at the same 





Beginning April Ist. We intend to carry a ’very complete 


line of Auto Necessities. We mention a few of the items 


not previously carried by us: 


Speedometers, Johns-Mansville instrument Boards for 
Ford Cars, Shock Absorbers, Piston Rings, Gaskets, Brake 
Lining, Dixon’s Graphite Lubricants, Springs, Jacks, 
Bumpers, Towing Cables, Boyce Motormeters, Horns; 
Goggles, Straps, Tire Covers, Spotlights, Carburetors, 
Storage Batteries. Auto Lens, Mazda Lamps,—in fact ev- 
erything that you may need for your car or truck. 


time. 

With competition 
as keen as it is in 
Boston, this hard- 
ware house has de- 
veloped a line of spe- 
cial customers—ga- 
rages and commer- 
cial accounts — so 
that to-day it is clas- 
sified on some manu- 
facturers’ books as a 





Buchanan Hardware Co. 
Richfield Springs 


Phone 63, At Your Service 
Announcing your opening 


Common Sense in Boston 

(Continued from page 107) 
ered it was on the wrong track and 
getting in all over. The fly-by-night 
accessories were slowly discarded 
and the more standard things thor- 
oughly studied and accepted, each in 
turn. By this method there was ac- 
cumulated a knowledge not only of 
accessories, but automobiles, trucks 
and appliances as well—all very good 
things to know when it comes to sell- 
ing accessories. 


A Logical Department 


The firm believes that automobile 
accessories is a logical department 
in the retail hardware store. It 
points out: The average owner of 
an automobile goes to the hardware 
store for a wrench, a bolt, a nut, etc., 
rather than the garage, because he 
soon discovers a wide range of prices 
exists between these two places of 
business. If the hardware store sells 
the automobile owner a wrench, a 
nut or a bolt at less cost than the 
garage, it has created a customer. 
Having accomplished this fact, it 
should be a comparatively easy mat- 
ter to interest him in automobile ac- 
cessories, provided, of course, the 
hardware dealer knows his wares. 

It makes little difference the size 
of the town or the city. If a town 
has a few thousand inhabitants and 
a garage or two, or there is a garage 
or two within easy reach of that 
town, the hardware man can, if he 


jobber. In other 
words, the retail ac- 
cessories in this Sum- 
mer Street store has 
come out of the cor- 
ner and to-day occu- 
pies a very large por- 
tion of one whole wall side of the 
establishment. Good common sense 
did the trick. 


Accessories in Providence 


(Continued from page 116) 
taps and dies our business is con- 
stantly increasing. 

A line of brushes and parts for 
starters, magnetos, while not ex- 
actly lively sellers, is a line very 
much appreciated by autoists, as 
when they want an item in this line 
they want it very much. 

We aim to have what the auto 
people want, to be able to tell them 
about it and with winddw displays, 
newspaper advertising and one man 
devoted to the line to get our share 
of the business. 

We have also lately installed 
doors in front of some parts of our 
stock on the shelves. On these 
doors we have had the goods, sam- 
pled that are in the drawers on the 
shelves. We find this idea increases 
the sales as a prospective customer 
sees every item sampled right in 
sight. A customer may come in for 
some one item and seeing the goods 
on. the sample boards may call to 
his mind that he needs some other 
items. These sample boards make 
more sales, give customers an op- 
portunity to see other goods than 
those that they had in mind to pur- 
chase and give the salesman more 
time to devote to the customers. 

On these doors among other items 
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we have sampled are ‘spark plugs, 
all styles of cable, copper tubing 
and connections, straight fluted and 
taper reamers, files, taps, dies, 
countersinks and all the small items 
that go to make automobile accesso- 
ries a success. 


Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. C. L. 
aii secretary-treasurer, Canyon, 

ex. 


HARDWARE ASSOCIATION OF THE CAROo- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
Ictte, N. C. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 18, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ Asso- 
CIATION CONVENTION, Atlantic City, 
N.J., May 11, 12, 18, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, __secretary-treasurer, Rich- 
mond, Va. 


OLD GUARD SOUTHERN HARDWARE 
SALESMEN’S ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J.. May 12, 1921. R. P. Boyd, 
secretary-treasurer, Knoxville, Tenn. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan secretary, 701 
Grand Theater Building, Atlanta, Ga. 


METAL BRANCH OF THE NATIONAL 
HARDWARE .ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Montreal, Canada, June 7, 8, 9, 1921. 
Headquarters, Windsor Hotel. A. H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, New York City. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 


Gibbes E. Shaffer, vice-president and 
treasurer of the Shaffer Hardware Co., 
Charleston, S. C., died recently. 





MARKET REPOR 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 
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Office of HARDWARE AGE. 
239 West 39th Street, 
New York, April 18, 1921. 
ISTINCTIVE tendencies toward 
D stability in the steel market are 
-seen by New York’s business 
men in the recent price reduction made 
by the United States Steel Corporation. 
Prices of most of the independents and 
of the Corporation are now practically 
on an even basis. There is, however, 
no optimistic belief in the local market 
that the placing of all steel prices on 
approximately the same level will im- 
mediately attract a large volume of 
new business. The lower prices, it is 
thought, will act as a stabilizing in- 
fluence, but will not stimulate new 
business to any marked degree for some 
time. 
Some of the local jobbers entertain 


the opinion that price reductions on 
some lines of heavy hardware are to be 
expected within the next few monriths, 
as an indirect result of the declines in 
the steel market. 

It has been mentioned by 
authorities that manufacturers in cer- 


some 


tain lines have apparently delayed 
making reductions because they antici- 
pated the decline in steel. If these 
manufacturers had made price revisions 
before the Corporation annotnced a 
lowering of steel prices, many of them, 
it is pointed out, would have been called 
upon to make additional reductions on 
their lines following the action of the 
Corporation. Consequently, it is now 
expected that a number of important 
changes will be made in the near future, 
and that the manufacturers by holding 
off are now in a position to make 
reasonable declines and have warrant in 
doing so, because of the better tone that 
is expected to result from the recent 
price adjustment in the steel industry. 

John A. Topping, president of the 
Republic Iron & Steel Co., Pittsburgh, 
stated last week that the outlook for 
iron and steel during 1921, while more 
encouraging than it has been, does not 
indicate a year of normal profit, as 
trade conditions throughout the world, 
he said, will probably require more re- 
adjustment. before an active demand is 
shown. 

It is worthy of note that many of the 
local observers, in both business and 
financial circles, anticipate additional 
price reductions in the steel industry be- 


NEW YORK 


fore many months. It is believed that 
the reduction of the past week is the 
first step toward a gradual recession of 
steel prices to a normal and more or 
less permanent basis. 

The situation in the copper market 
presents an interesting and peculiar as- 
pect. Practically all of the large copper 
mines throughout the country have sus- 
pended operations as a result of stag- 
nant market conditions. A news report 
states that the Department of Justice 
will institute an inquiry into the causes 
for the shut-down of the copper mines. 
Little apprehension of the investigation 
is shown in the local market. 

Judge Robert S. Lovett, chairman of 
the Union Pacific Railroad board of 
directors, who returned to New York 
last week, after an extended trip 
throughout the country as far west as 
the Pacific Coast, stated that although 
industrial activity is at present practi- 
cally at a standstill, he believes there 
should be a definite turn for the better 
by July 1, which he said should continue 
through the balance of the year. Judge 
Lovett is reported to have based his 
prediction on the prospects of good 
crops throughout the West. 


Millers Fails line of bit braces declined 10 
per cent, announced during the week by 
local jobbers. 

Eagle padlocks, jobbers announce, 
been reduced approximately 15 to 20 per 


have 


cent. 

Local jobbers also announce the follow- 
ing reductions: 

Yale fatches reduced 15 per cent. 

White Mountain and Arctic freezers now 
take a discount of 30 per cent. from New 
York stock, 

“Superior’’ clothes line pulleys are now 
being quoted at $2.75 per doz. 

New ice skate prices have been issued 
showing a reduction of 15 per cent, which 
are guaranteed against decline to Feb. 1, 
1922. Some of the jobbers announce that 
roller skate prices have been guaranteed 
against decline to August 1, 1921. 


Automobile Accessories——Dealers re- 
port that the sale of automobile acces- 
sories in this section is getting off to a 
good start. Both wholesalers and re- 
tailers are reasonably well stocked, and 
jobbers say that indications point to a 
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substantial business during the spring 
and summer for accessories of all 
kinds. 

Bolts and Nuts.—Persistent rumors 
during the past week circulated to the 
effect that reductions are to be expected 
on bolts within a few weeks. Interest 
is correspondingly sluggish. Stocks are 
ample. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts—% x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 10 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 end 10 percent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent; copper riv- 
ets, 50 and 5 per cent; black tinners’ rivets, 
35 and 5 on new list; tin tinners’ rivets, use 
black list plus $7.25 per 100 Ib. 


Builders’ Hardware.—The number of 
plans filed for building operations in 
this locality have materially increased 
during the past few weeks. An in- 
crease of 76 per cent in home building 
has been shown in the past five weeks, 
since the tax exemption ordinance be- 
came effegtive in New York City. It 
is, of course, too early yet for any 
marked improvement in the sale of 
builders’ hardware. The condition of 
local jobbers’ stocks is rather light, and 
price reductions are said to be expected. 


Farming Tool Handles.—Rather small 
interest is being shown this line. Prices 
are consistently steady. 


Jobbers’ quotations f.o.b. New York: 
Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft.; $7.70 plus 5 per cent, hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent: wooden D mamure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. less 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
5 per cent. Spade handles, $7.10 per doz. 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount of 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount of 5 per cent. 


Galvanized Ware.—Slightly increased 
buying activity was observable during 
the past week following the announce- 
ment of price reductions by the Steel 
Corporation. Stocks of sheet are said 
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to be aniple and no price changes have 
been reported. 

Prices to retailers, f.0.b. New York: 

Galvanized sheets, No. 28-gage, is quoted 
at $6 to $6.50 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., 
$3.20; 12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. 
Prices are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—In- 
terest is very apathetic in this line at 
the present time. Prices are firm and 
stocks well balanced. 


Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13 cents per 
ft. Same, wire bound, 13% cents per ft. 
Good luck brand, 6 ply, 14 cents per ft. 
Bull dog brand, 7 ply, 18 cents per ft. 

Jobbers’ quotations f.o.b. New York: 

Hose Reels.—For fastening to side of 
house, steel ree', iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.6) 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 


Garden Tools.—Vigorous activity 
continues in this line. Garden tools of 
all kinds are probably the largest sell- 
ers at the present time in the local 
market. No price changes have been 
reported. 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, forged 
from crucible steel, steel cap ferrules—4-tine 
malleable D handle, bronzed with strap 
ferrule, $12 per doz. Same, with wood 
handle, $15.50 per doz. Same, with wood 
handle and 5 tines, $24.20 per doz. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Same, 
three steel tines, tin, black, enameled han- 
dle, $1.35 per doz. net. Same, three hand- 
forged steel prongs, grip handle, $4.40 per 
doz. net. 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 lb., $24 per doz. net. 

Turf edger, cast steel blades, bronze fin- 
ish shank, 4% ft. handle, socket style, 
$12.03 per doz. net. Same, shank style, 
$10.85 per doz. net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes, are being quoted 
at 20 per cent discount by local jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz. net. 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz. net. 

Garden trowels 6 in., tinned steel blade, 
black enameled handle, $1 pes doz. net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. Heavy 
one-piece steel, 6 in. blade, half polished, 
painted red, ebony finished handle, $4.35 
per doz. net; 6 in. solid socket forged steel, 
full polished, grip handle, $7.51 per doz. net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue 
finish, sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%. 7, 71% and 8 in., 4%4 ft. handle, 
gold bronze finish, $9.37 per doz. 


Grass Hooks.—Increased interest was 
shown last week by a number of deal- 
ers in this item. Prices are steady. 


Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riveted 
back’ and tang, $6.50 per doz. net. Same 
size, larger, $7.20 per doz. net. Tempered 
steel! blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible steel 
blade, tempered, 13 in. long, 2% ins wide, 
steel socket, ash handle, 3% ft., $8.42 per 
doz. net. : 

Hose Couplings.—No ‘ developments 
of.any importance occurred during. the 
past week in-this line. Prices are stiff, 
interest is slight, and stocks' ample. 


Jobbers’ quotations f.0.b..New York: 
Brass hose couplings, cast metal for %4-1in. 
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hose, $2 per doz. nét. .Same for %-in. hose, 
$2 per doz. net. Wrought metal couplings, 
%-in. hose, $2 per.doz. net. Clinching hose 
coupling, solid brass, clamps afid tubes, one 
piece, %-in. those, $2.75 per doz. net. Im- 
proved brass hose connections for faucets, 
1% x %-in., $2 per doz. net. 


Ice Cream Freezers.—New discounts 
were announced by jobbers during the 
past week on White Mountain and Arc- 
tic freezers, which are now quoted at a 
30 per cent discount from New York 
stock. Only small buying interest is 
at present being shown in this line. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher, 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 
qt., $13.70 apiece. 

Auto vacuum freezers are quoted at $3.35 
apiece in the 1 qt. size and the 4 qt. size 
about $6.70 apiece. 

Prices to the retailer f.o.b. New York: 

Acme freezer, 2 qt. size., $11.50 per doz.; 
4 qt. size, $20 per doz. 


Ice Skates.—New prices showing a 
15 per cent reduction were announced 
during the past week by local jobbers, 
guaranteed against decline until Feb. 1, 
1922. 


Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9!/2 to 
11% In., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, narrow 
foot plate, sizes 8 to 11'/ in., 94c. to $1.48. 
Women and children’s club skates, Russet 
leather back and strap, sizes 8 to 11 in., 
polished cast steel runners, $1.15 to $1.40. 
Women and children clamp hockey skates, 
Russet leather back and strap, runners 


made of cast steel, nickel plated, $1.51 to 
$1.99. 


Lanterns.—Very little interest seems 
to be shown lanterns at the present 
time. Price reductions are expected by 
many dealers, although no indications 
have yet developed to substantiate this 
belief. 


J> bers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 
per doz. Watchmen’'s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—Conservative buying 
interest is the outstanding feature of 
this line. A number of suburban deal- 
ers who do repair work report that 
their customers seem more interested 
in having their machines repaired than 
in inspecting new mowers. 


Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8-in. open 
drive wheel and 4-blade cutter, 12-in. size, 
$7.60 apiece Same, 14-in., $7.90 apiece. 
Same, pipe ball bearing lawn mower, with 
higher grade knife steel blades, 14-in., 
$10.30 apiece; 16-in., $10.70 apiece. Higher 
grades ball bearing lawn mowers, 14-in. 
size, $12 apiece. 

Grass catchers to fit mowers, 
16-in., are sold at $14 per doz. 


Linseed Oil.—Large holders claim to 
see increasing indications of more stable 
market conditions. They also assert 
that prices have apparently reached rock 
bottom. Increased buying was apparent 
during the past week, and it is said 
that large buyers are beginning to re- 
enter the contract market. 


Prices to retailers f.o.b. New York: 

For car lots, 56e. to 59c. per gal.; 5 bbl. 
lots, 64c. to 67c. per gal., and for lots of less 
than 5 bbl., 70c. to 72c. per gal. Boiled oil 
is 2c. extra per gal. «Double boiled oil, 3c. 
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extra, and oil in half bbl. 5¢."pér gal. addi: 
tional. 

Nails.—No reduction was made-by the 
Corporation in its base price on wire 
nails, which are. still quoted at $3.25 
base. Some jobbers reported increased 
buying activity in nails following the 
announcement by the Corporation. It 
is expected by large interests that 
more stable conditions will characterize 
the nail market from now on. 


Jobbers’ quotations f.o.b. New York: 

For wire nails the prices range from $4 
to $5.25 base, per keg. For cut nails prices 
range from $5.50 base, per keg. 

Copper wire nails, 5 Ib. to a box, 1 in., 
49c. per lb.; 1% i 48c. per lb.; 1% in., 
2 in., 2% in., 3 in., 47c. per lb. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per Ib. 


Naval Stores.——Demands improved 
and prices advanced in the local naval 
stores market last week. 


Turpentine was pushed up 2c. per gal., 
which is now generally auoted at 58c. per 
gal. in bbl., yard basis. Rosin, on the basis 
of 280 Ib. to a bbl., yard basis, Betsy to 
Nancy grades, inclusive, is $5.25 per bbl. 
WW. grade, $6.65. 


Pruning and Grass Shears.—Slightly 
increased interest in these articles 
manifested itself during the past week. 
Prices are firm and stocks ample. 


Jobbers’ quotations f.o.b. New York: 

Pruning shear, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz. net. 
California pattern, tool steel blade, volute 
tempered spring, nickel plated finish, 6 in|, 
$16. Same, black finish, $11.58 per doz. net. 
Same, 9 in., full polished, $17 per doz. net. 
California pattern, with ratchet butt, tem- 
pered steel b’ade, volute spring, full nickel 
plated, $19 per doz. 

Grass Shears.—5% 
finish, polished edge, 
Same, trowel shank handle, 
in. blade, green enamel finish, 
doz. net. 


Roller Skates.—The present prices on 
roller skates have been guaranteed 
against decline to Aug. 1, 1921. Only 
a small amount of buying is at present 
active. 

Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamps 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball bearing roller skates for 
men, nickel plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 

Rope and Twine.—The local rope 
market is virtually at a standstill. 
Authoritative reports on the production 
of Philippine hemp show that the supply 
this year is 100,000 bales less than any 
previous record, which is attributed to 
both adverse labor and weather con- 
ditions. The previous low figure was 
700,000 bales; this year the total is 
600,000 bales. From this it would seem 
unlikely that any permanent price re- 
cession is to be expected. Present 
stocks, however, are in good condition. 

Jobbers’ quotations f.o.b. New York: 

Manila rope, 20c. per Ib.; sisal, No. 1 
grade, lic. per lb.; sisal, No. 2 grade, 18c, 
per lb.; hardware grade, manila rope, lic. 
per Ib.; bolt rope, 24c. per Ilb.; lath yarn, 
13c. to 15c. per lb:; jute wrapping twine, 
£0c. to 25¢. per lb.; India hemp twine, 
No. 9, 15c. to 17c. per Ib, 

Screws.—Moderate interest, fair 
stocks and firm prices still hold in this 
line. Rumors were heard recently that 
reductions are to be expected within 4 
few weeks. 

Jobbers’. quotations f.o.b. New York: 

Wood ‘Serews.—Iron, bright, flat 
721%, and 10 per cent; iron, bright, re 


in., steel blades, jet 
$3.40 per doz. net. 
tempered 5% 
$4.25 per 


head, 
ind 
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and ovat head, 70 and 10 per cent; iron, 
blued, flat head, 72% and 10-per cent; iron, 
blued, round head, 70 and 10 per. cent; 
brass, flat head, 65 and 10 per cent: brass, 
round and oval head, 63% and 10 per cént; 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 

Sprayers and Sprinklers.—Picayune 
interest is being shown these articles. 
Prices are steady; stocks good. 

Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1 pt. capacity, $4 
per doz. net. Same, 1 qt. capacity, $5.75 
per doz. net. 

Brass, 1 qt. capacity, $12.50 per doz. net; 
tin with brass tank, 1 qt. capacity, $11.5) 
per doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both.strokes of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz. net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz. 
net: sprinkler, 10 in. high, combination of 
vertical spray, coming from the perforated 
head, with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, ja- 
panned, $28 per doz. 

Lawn sprinkler, 24 in. high, brass head 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
: Chicago, April 13. 

HARP price reductions on steel 
S goods announced as immediately 

effective to-day, by the Steel Cor- 
poration, centers the interest of the 
hardware industry in market matters. 
Whether the reductions will have far- 
reaching effect on hardware prices is 
questionable, for while the declines rep- 
resent important ones for the Steel: Cor- 
poration, they do not create a mate- 
rially lower market, because they are 
at practically the same level as that 
maintained for some time by the inde- 
pendents. 

Tin plate reduced $15 per ton is the 
most radical change, while declines on 
various shapes of steel vary from $1.50 
to $9 perton. These goods are lowered: 
Structural steel, billets; slabs, sheet 
bars, bars, plates, wire rods, plain wire, 
tin plate. No change has been made on 
wire nail base price. Sheets, it is said, 
will be lowered within a few days, when 
figures can be determined. 

Some authorities feel that the effect 
of this announcement will be chiefly to 
stabilize the market. The independents 
advanced prices slightly a few days ago, 
and now the Corporation has lowered 
quotations until all interests are quot- 
ing practically the same prices. If this 
means a stability of prices, then busi- 
ness may resume. But so far as getting 
new business because of lower prices is 
concerned the Corporation announce- 
ment, it is said, cannot be very effec- 
tive. 

Plain wire was reduced and the lead- 
ing Chicago jobber has followed with 
a 25¢e. cut. Steel sheets will probably 
have a new price next week. 

Business is at its 1921 peak with the 
Chicago wholesaler. Loading docks are 
jammed with outgoing summer hard- 
ware merchandise. Poultry netting, 
wire cloth and screens are scarce be- 
cause 6f the heavy sale. 
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and arms, malleable iron sleds, japanned, 
$27 per doz. net. 

Watering Pots.—Galvanized iron, zine 
roses, 6 qt., $9 per doz. net. Same, 8 qt., 
$10.70 per doz. net. Same, 10 qt., $12.35 per 
doz. net. Same, 12 qt., $14 per doz. net. 


Wire Goods.—Wire cloth and poultry 
netting continue. scarce. Very strong 
interest is being shown all seasonable 
lines of wire goods. Prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York stdck: 
2 x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2 
mesh, $5.70 per 100 sq. ft.;3 x 3 mesh, $5.75 
per 100 sq. ft.: 4x4 mesh, $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 mesh, 
$6.50 per 100 sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 

For 50 lineal ft. rolls, add 15c. 
sq. ft. 

Add 4c. per sq. ft. for ee narrower 
than 24 in. and wider than 48 

Annealed Plain Iron Wire, 12 tb. in each 
stone, 16 gage, $1 per stone: 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 
24 gage, $1.60 per stone. Annealed Gal- 
vanized Iron Wire, 12 lb. in each stone, 16 
gage, $1.35 per stone; 17 gage, $1.40 per 
stone; 18 gage, $1.45 per stone: 19 gage, 
$1.55 per stone: 20 gage, $1.65 per stone; 
24 gage, $1.85 per stone. 

Barbed wire, $7.50 per 19 Ib. for both 3 
point, 4 in. and 4 point. 6 in. Ribbon Wire, 
100 Ib., $9.50. Twist Wire, $6.10 per 100 Ib. 


CHICAGO 


Several retailers report a big upturn 
in business. Two say they are equaling 
last year’s sales and others are doing 
practically the same volume as in 1920. 

Automobile Accessories.—Some di- 
vergence of prices may be found, cer- 
tain jobbers having special low prices 
on some items for special sales pur- 
poses. The quotations given here are 
approximate on several items, due to 
the wide diversity of pricings, which 
make positive figures impossible. Sales 
are at least good with a tendency to 
betterment. 

Automobile Accessories.—We quote from 
jobbers’ stocks, f.o.b. Chicago; Reliable 
jacks No. 46, $3 each; $34 doz.; De Luxe 
long handled jac ks, $8.50 each; No. 1 
standard jacks, $3.25 each: twin-cylinde) 
foot pumps, $1.25 each; Simplex jack, $2.10 
each; Stewart hand horns, $4 each: Howe 
— $4 each; Weed chains, 30 x 3% 

> per pair, with 25 per cent off in lots of 
one dozen pairs and 33% per cent off in 
lots of more than one dozen pairs; Rid-O- 
Skid chains, $2 to $2.65 per pair; inne) 
tubes, red, 30 x 31%, $2.50 each: gray tubes, 
30 x 3%, $2.05 h. Lyon bumpers, $10.25 
each; Bethlehem spark plugs in lots of 100 
special type, 43c. each; Mica type Bethle- 
hem, 74c. each; standard porcelain Bethle- 
hem plugs, 55c, each; Hercules Giant plugs, 
55e. to 60c. each; Hercules Junior plugs, 
27c. to 35¢c. each; Hel-Fi standard plugs, 
45c. to 52c. each; Hel-Fi tractor plugs, 83c 
to 97c. each; A. C. Titain plugs, 58c. each 
A. C. Cico plugs, 48c. each; Splitdorf plugs, 
70c. to 78c. each; United Junior plugs, 40c 
each; Champion X_ plugs, 50c. each; Cham- 
pion O plugs. 50c. each; Champion heavy- 
duty plugs, 57c. each. 

Axes.—The item is out of season. 
Prices are for information and are 
about as follows: 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes. 3 lbs. to 4 Ilbs., $17.50 base; second 
quality black unhandled axes, same weight, 
$16.50 base: handled, $3 to $6 per doz.; 
extra according to grade. 

Alarm Clocks.—Sales remain brisk. 
Manufacturers are taking care of orders 
better than was possible under war 
pressure, but say demand leads them 
a merry pace at this time. Prices show 
firmness. 

Agricultural Tool Handles.—No price 
change will occur before July 1, accord- 
ing to reliable information in the hands 


of the leading jobber. Handles are ac- 
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_ Bar Wire, Hog No. 3, $6. per 100 Ib.; 
Cattle, No. 6, $6 — 100 Ib. Copper Wire, 
No. 12, 38c. per Ib.; No. 14, 38c. per lb.; No. 
16, 39c. per Ib.; No. 18, 40c. per Ib. e 

Dull Galvanized Screen Wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 

Black Screen Cleth, 12 mesh, $2.90 per 100 
sq. ft. fram New York stock. 

Poultry Netting, 35 per cent discount 
from New York stock. 

P. S.—Rumors circulated last week to 
the effect that all independent steel 
companies of the United States are to 
be merged into one organization. The 
new organization, it was said, is to be 
known as the American Steel Corpo- 
ration. No authentic information, how- 
ever, could be gleaned up to the hour of 
going to press. 

Creditors of the Rubber Corporation 
of America, 240 West Fifty-fifth Street, 
filed an involuntary petition in bank- 
ruptcy against the company in the Fed- 
eral District Court. It is alleged that 
the rubber concern has liabilities in ex- 
cess of $1,000,000 and that it is in- 
solvent. 





tive at unchanged quotations. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% x 
straight plain, $4.70: X bent, $3.90; XX 
bent, $5.35: 4% bent hayfork strap and 
ferrule, $7.80; 114 manure fork handle strap 
and ferrule, $7.80 doz. 


Builders’ Hardware.—Reductions of 
10 per cent on the miscellaneous hard- 
ware not already covered by a second 
10 per cent since Jan. 1 are about to 
be made effective. This advance infor- 
mation will probably be general when 
this report appears. Lock sets, strap and 
T hinges, butts, in fact practically all 
major hardware items, have already 
been marked down by two 10 per cent 
declines as against 1920 prices. Now 
the balance of the line, it is understood, 
will be similarly reduced by leading 
manufacturers. This will effect window 
catches, garage door hardware, door 
holders and all items not already low- 
ered by the-two 10 per cent discounts. 

Announcement is made to-day by the 
leading wholesaler of a radical reduc- 
tion on padlocks. The decline is 10 per 
cent or more, varying on different num- 
bers. Manufacturers say that present 
manufacturing costs, while not justify- 
ing such a reduction, may be lower 
later on, and in anticipation of lower 
costs they are reducing prices. 

Building activity continues to show 
improvement, and while still little more 
than the proverbial “drop in_ the 
bucket,” signs are favorable. 

Chains.—Hammock and porch swing 
chains quotations are added to the mar- 
ket prices given here, as the demand 
for these items makes them of interest. 
The movement of this class of merchan- 
dise is large and prices are regarded 
as attractive. 


We quote from jobbers’ stocks, f.o.b. Chi-+ 
cago: .omN chains, 3 ft., $3.05 doz. 
pairs; 6 $4.55 doz pairs; 9 ft., $7.20 doz. 
pairs; seach swing chains, 5 ft.-3 tt. branch, 
$9.70 doz sets: 5 ft.-2% ft. branch, $9.05 
doz sets: proof coil chains, % in., $10.50 per 
160 Ibs.; Tenso, lock link, and American 
Weldiess coil chain, 45 per cent off list. 


Clipping. .Machines.—April and: May 
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are the big months on clipping ma- 
chines. Sales are of good volume now 
at unchanged prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball bearing horse 
clipper, enclosed type list, $14; top plate, 
$1.25; bottom plate, $1.75; Stewart No. 9 
ball bearing shearing machine list, $22; 
horse clipping attachment for shearing ma- 
chine list, $9. Discount on all above items, 
25 per cent. 


Cutlery.—Interest centers in the fact 
that Congress will endeavor to pass be- 
fore May 1 an emergency tariff meas- 
ure on cutlery and will make a vigor- 
ous attempt to attach an anti-dumping 
and American valuation clause. This 
legislation will be far-reaching in its 
effect on cutlery markets. The Ameri- 
can valuation clause would authorize all 
appraisers to base value at port of 
entry and not on foreign valuation. To 
be more specific, a pocket knife which 
costs $2 per dozen in Germany, but 
which was sold a $4 per dozen in this 
country, would be appraised at $4 per 
dozen and duty assessed on that valua- 
tion. Such a practice would partly over- 
come the decided difference in American 
and foreign manufacturing costs. It is 
understood, of course, that the knife 
would be sold to the importer at $2 
per dozen, but the duty would be as- 
sessed on the value which such a knife 
would have if made in this country. At 
present foreign cutlery is coming more 
freely into the market and some reme- 
dial legislation is thought to be near at 
hand. 

Eaves Trough and Conductor Pipe.— 
Further reductions are announced in 
this report. This line has already been 
much lowered and prices are now less 
than half of the war peak. At such at- 
tractive quotations an increased move- 
ment in this material is apt to be noted. 
The last reductions run less than 10 
per cent. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint 5 in. eaves trough 
$4.75 per 100 ft.: 29 gage 3 in. corrugated 
conductor pipe, $5.25 per 100 ft.; 3 in. cor- 
rugated conductor elbows, $1.90 doz. 

Flint Paper and Cloth.—Sales show 
some good gains, but activity in the 
building field would be beneficial to the 
volume of business. Prices are un- 
affected. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper No. 0 $4.50 
per ream; first quality emery cloth No. 
27 per ream. 


Files.—Jobbers have complete stocks 
on files and are in shape to give good 
service on all makes. Prices show no 
change since last week’s reduction. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files 50-10 per cent off list; 
American files, 60-5 per cent off list; Diss- 
ton files, 50-10 per cent off list: Black Dia- 
mond files, 50-5 per cent: off list. 

Galvanized Ware.—No heavy buying 
is noted. The price situation shows no 
evidence of variation. Tubs, pails, and 
cans are said to be somewhat low in 
supply, particularly the better grades. 

Glass. — Last week’s reductions, 
amounting to about 20 per cent, are the 
latest development in glass prices. 

- We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A all sizes, 81 per 
cent off list; single strength B all sizes, 
81 per cent off list; double strength A all 
sizes, 83 per cent off: double strength B 
all sizes, 83 per cent off; putty in 100 Ib. 
kits, $4.75; commercial putty, $4.10; glaziers 
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points Nos. 1, 2 and 3, 75c. per doz. 

Hatchets.—Sales are heavier on lower 
priced goods. There are no promises 
of any immediate price reductions. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2, extra quality broad hatchets. 
$24.20 per doz.; competitive grade, $17.25 
per doz. and up; warranted shingling 
hatchets, $17.35 per doz.; competitive 
forged hatchets, $10.25 per doz. 


Hammers.— Hammer business has 
shown a nice increase of late and pros- 
pects are thought to be favorable for 
continuing good business. Prices show 
no break. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: o. 11% first quality nail hammers, 
$15.50 per doz.; regular first quality 16 oz. 
nail hammers, $14.75; competitive grade 
forged nail hammers, $8 to $12 per doz.; 
cast steel, $5 per doz. 


Handles.—“No change” is again the 
report on handles. The trade’s long 
awaited decline gives no signs of being 
in sight. Sales are of fair volume. 


Chicago: No. 1 hickory axe handles, $4 
per doz.; No. 2, $3 per doz.; finest selec- 
tion white second growth hickory axe han- 
dies, $6.30 per doz.; special white second 
growth hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 85c. 
per doz.: second growth hickory hatchet 
and hammer handles, $1.60 per doz. 


Hose.—Dry weather has had its in- 
fluence in stimulating hose sales. Early 
spring and the lack of heavy rains have 
made sales heavy. Hose supplies are 
low and price indications show the very 
opposite of weakness. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality moulded reel 
hose, 16% c. ft.: %-in. 3-ply duck hose, good 
quality, 16c. ft.; %-in. 4-ply duck hose, 
good quality, 184%4c.; %-in. 5-ply multiple 
hose, 14c. ft. 


Lanterns.—The item is not very ac- 
tive because of the season. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago; Monarch tin lanterns, hot blast, $9.50 
per doz.; No. 2 Dietz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns. $9.50 per doz.: 
Competition lanterns No. 0 tubular, $7.80 
per doz. 

Lawn. Mowers.—The movement of 
mowers has been much better during 
the past few weeks. Early season de- 
mands have been felt with a great deal 
of force. Prices are unchanged and 
seem firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four- 
knife ball-bearing 10%-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 10%4- 
in. wheel, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each: 
16-in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each: 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each. 

Nuts and Bolts.—Some shading of 
prices is reported. Jobbers’ stocks now 
cover all requirements. Demand is seen 
to be fair. Prices given here carry a 
reduction made last week and are con- 
sidered attractive. 


We quote from jobbers’, stocks, f.o.b. Chi- 
cago: Large size carriage bolts, 50 per cent 
off list; small sizes, 50-5 per cent off; large 
size machine bolts 50-10 per cent off; small 
sizes, 60 per ‘cent off; all stove bolts;:'T0 
pes eont off; all jag screws, 50-10 per cent 
° st. 


Nails.—The $4 price is in effect with 
no present foundation for any different 
quotation. Demand shows strength and 
it is thought there will be increasingly 
large sales. Some building is certain; 
in fact, quite a little is under way, and 
if the programs ready in architects’ 
offices should go through this season, 
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it is almost a foregone conclusion there 
will be nowhere near enough nails for 
the demand. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg. 


Roller Skates.—Business continues 
active, with demand showing indications 
of no serious abatement. Prices are not 
changed by the leading jobber. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing boys roller skates, $2.45 
pair; ball bearing girls skates, $2.60 pair. 


Rope.—A variance in prices is noted, 
manufacturers claiming a slight differ- 
ence in grades justify slightly different 
prices. The volume of business shown 
recently is of an increased character. 

We quote from jovbors stocks, f.o.b. Chi- 
cago: No. 1 manila rope, standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19'%c.; 
No. .1 sisal rope, standard brands, 13%c. 
to 15%c.; No. 2 sisal, 12%c. to 14%c. 


Steel Sheets——No change this week. 


We quote from jobbers’ stocks, f.o.b. Chi- 
: 28 gage galvanized sheets, $6.40 per 
Ibs.; 28 gage black sheets, $5.40 per 
100 Ibs. 
Screws.—Prices continue without re- 
cent change. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat-head bright screws. 72%-20 per 
cent off list; round-head blued, 70-20 per 
cent off list; flat-head brass, 65-20 pei 
cent off list; round-head brass, 6244-20 per 
cent off list; japanned, 65-20 per cent off list 

Solder.—Another slight drop is re- 
corded in solder. The principal jobber 
has announced a further mark down of 
2c. per lb. Sales are good. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago. Warranted 50-50 solder in full case 
lots, 21c. lb.; less than case lots, 23c. Ib.: 
commercial half and half solder, ic. to 3c 
per Ib. less than warranted solder, vari- 
ance being according to grade. 

Sash Cord.—Manufacturers again ad- 
vise the chief Chicago jobber there are 
no prospects of lower prices. Some 
mills report that rather than to accept 
lower prices they would be better off to 
close down. The volume of sales is 
good. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grade No. sash cord, 
$7.50 doz. hanks; No. 8, $8.65 doz hanks 


Wheelbarrows.—While garden de- 
mands show some pick-up, building re- 
guirements are not heavy enough to 
give normal movement to wheelbarrow 
sales. Better demand is thought to be 
very near. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $3.20 each; 
contractors steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle steel leg garden barrows, $6 each: 
competitive grade garden barrows, $4.50 
each ; No. 4 tubular ‘barrows, $6.50 to $7.50 
each. 

Washing Machines.—With the near- 
ness of spring housecleaning, dealers 
are feeling more interest in electric, 
water and hand power washers. Good 
sales for some weeks are expected. 
Manufacturer and jobber report good 


demand. 

Wire Goods.—Jobbers have had to re- 
plenish stocks of wire cloth and poultry 
netting, early sales taking popular sizes 
to empty bins, but stocks should be 
filled up again before this report ap- 
pears. The country is making up for 
some of its failure to buy wire cloth, 
screens, poultry netting, etc., and busi- 
ness, under such a circumstance, natu- 
rally is sizable. 
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Office of HARDWARE AGE, 
410 Unity Building, 
Boston, April 16, 1921. 


lines of business, it is remarkable 

how the shelf hardware holds up. 
Gross sales made by local jobbing 
houses are running very close to those 
for the corresponding period last year, 
and instead of indications of an im- 
pending decrease in the buying move- 
ment, everything points to a continua- 
tion. It goes without saying the 
average retail hardware dealer is turn- 
ing over some lines of merchandise, at 
least, very quickly. The large number 
of orders he is sending into Boston each 
day clearly indicates so. Certain retail 
houses are disposed to buy in larger 
amounts than heretofore, but as a rule 
the trade is continuing its policy of 
buying in a small way but often, which 
is working out to the satisfaction of 
everybody concerned. 

The advanced season unquestionably 
has had a great deal to do with the 
splendid showing made in the shelf 
hardware market so far this year, but 
at the same time due credit should be 
given the trade itself. Large and 
small retail dealers are going after 
business harder than ever. Various 
schemes are and have been tried out 
with success to get people into the 
store and their money into the cash 
register. It seems as though more re- 
tail houses have had more “sales” this 
year than ever before. The average 
dealer has been too busy going after 
business to sit around and talk about 
hard times. Nor has he sat back and 
waited for prices to get down to lower 
levels. At the moment he appears to 
be the most constructive force working 
in the country. 

The shelf hardware jobber also is at- 
tending strictly to business. His sales- 
men are out for that commission. 
They are making a larger number of 
calls per day than heretofore and often 
are able to make some suggestion to 
the retail dealer that will help the cus- 
tomer as well as the seller. It is in- 
teresting to note that manufacturers 
are combing New England more thor- 
oughly than they have before in sev- 
eral years. In speaking of this phase 
of the situation one of the local shelf 
hardware jobbers says: “Of the large 
number of people who come into this 
store every day, there are almost as 
many manufacturer’s salesmen as there 
are customers.” 

The heavy hardware field is a differ- 
ent story. Two important things have 
been hanging over the market, holding 
back business—the builders strike and 
the spread between independent mill 
and United States Steel Corporation 
prices. Now that the Corporation has 
announced its price policy, and every- 
body has the opportunity to say “it is 
just what I expected,” and the inde- 
Pendent mills have readjusted their 
prices to a par with the Corporation’s, 
sentiment is undergoing a change for 


i view of general conditions in other 
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the better. Along with the change in 
sentiment, hope is growing that busi- 
ness will improve. As a matter of 
fact, there are certain straws which 
might indicate a better business out- 
look in spots, at least. But many job- 
bing houses adhere to the belief that 
business will not be real good until the 
building strike situation clears up, and 
at present it apparently is as far from 
settlement as it ever was. 

Axes.—Little change is noted in the 
market for axes except in spots. Some 
wholesale distributing firms maintain 
business so far this month is better, 
but they admit it could be a whole lot 
more so. Prices are unchanged, and 
the latest advices from the manufac- 
turers do not indicate any change with- 
in the near future. 

We quote from jobbers’ stocks: Single 
bit axes, standard, $20 per doz. base; double 
bit axes, $25 per doz. base, without 
handles. 

Barbed Wire.—Things are moving 
along in a satisfactory manner in this 
department of the hardware market. 
Orders received by the jobbers from 
day to day call for small amounts, in 
individual instances, but in the aggre- 
gate a very good tonnage is shipped 
out of Boston eAch week. The recent 
readjustment of prices unquestionably 
is responsible for many small hard- 
ware dealers placing their orders to- 
day. 

We quote from jobbers’ stocks: Galvan- 
ized barbed wire, 80-rod reels, $4.40 per 
reel; cable wire, 80-rod reels, $3.97 per reel; 
galvanized barbed wire, catch weight reels, 
$5.10 per cwt.; cable wire, catch weight 
reels, $5.10 per cwt. 

Staples.—Galvanized fence staples, $5.10 
per cwt. 


Baseball Goods.—Judging from what 
we have witnessed the past week, the 
fellow who wrote about the young 
man’s fancy turning to love in the 
springtime was all wrong. Now that 
the season has officially opened, the 
young man’s fancy has turned to base- 
ball, and the movement of baseball 
goods out of retail hardware hands has 
begun. Some of those retail dealers 
who bought sparingly, already are plac- 
ing small repeat orders with the job- 
bing houses. 

We quote from jobbers’ stocks: 


Bats.—No. 2, R per doz.; No. 4, $4; 
No. 11-B, $8: No. 13, $8; No. 16. $12; No. 
19, $18. Louisville Sluggers, all types. $24 


per doz.; Junior Louisville Sluggers, $8. 

Balls.—Harwood, Dandy, $1.50 per doz.; 
Boys’ Favorite, $2; Young America, $3.25; 
Junior League Special, $3.25; Junior League, 
$5.50: Boys’ League, $7; Dollar Lively. $9: 
Professional League, $13.50; Harwood 
League, $16; National League. rubber cen- 
ter, $18: Natiénal League, cork and rubber 
center, $18. 

Gloves.—Fielders’, $12.50 to $60 per doz.: 
catchers’ mits, $20 to $120; basemen’s mits, 
$33 to $48. 


Bolts and Nuts.—Because of devel- 
opments during the past few days it is 
difficult to determine just what the 
market on machine, common carriage 
and tire bolts is, due to the varying 
prices that have been named by job- 
bing houses. The market has every 
aspect of being wide open, although it 
is only fair to state that more houses 
are quoting small machine bolts at 50 
and 10 per cent discount, large at 50 









per cent discount, common carriage 
bolts at 50 per cent off on small and 
45 per cent on large, and tire bolts at 
50 and 10 per cent discount, than other- 
wise. The present unsettled condition 
of the market here is based to a large 
extent on price cutting by one concern 
last week. Well informed houses feel, 
however, the present conditions will 
not last long inasmuch as some real 
business prospects have developed 
within the past day or so. For in- 
stance, a concern contemplating the 
manufacture of a washing machine is 
in the market for 600,000 bolts of a 
size, many of the cotton mills of New 
England have good sized inquiries out, 
and some interest is shown by other 
industries. The market for nuts natu- 
rally is unsettled in sympathy with 
that for bolts. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 50 and 10 per cent dis- 
count; ‘larger and longer, 50 per cent dis- 
count; with C T D nuts, all sizes, 35 per 
cent discount; tap bolts, list, net; common 
carriage bolts, small, 50 per cent discount; 
large, 45 per cent discount; Eagle carriage 
bolts, 50 and 10 per cent discount; stove 
bolts, large lots, 65 per cent discount; 
small lots, 55 per cent discounts; bolt ends, 
40 per cent discount; tire bolts, 50 and 10 
per cent discount. 


Nuts, H P square, blank and tapped, 
list, net; C P C and T square. blank and 
tapped, list, plug ic.; extras of Ic. to 5c. 


per lb. are charged for less than keg lots; 
semi-finished hexagon nuts, 60 per cent 


discount; finished case hardened nuts, 60 
per cent discount; machine screw nuts, 
iron, list; machine screw nuts, brass, 25 


per cent discount. 

Brushes.—Manufacturers of brushes 
for some time have had difficulty in 
securing white bristles, but somehow 
they have managed to get along. The 
supply situation has finally become 
such, however, that it is necessary to 
mix black with white, and retail hard- 
ware dealers, if they already have not 
come in contact with such brushes, 
will in the near future. One of the 
leading manufacturers of shaving 
lather brushes is placing on the market 
a brush made up of white and black 
bristles, which jobs out at $5.50 per 
dozen. 

Carpet Sweepers.—The demand for 
all kinds and makes of carpet sweepers 
is normal. Certain hardeware interests 
feared the vacuum cleaner would sup- 
plement the carpet sweeper, but judg- 
ing from sales made by jobbers so far 
this year they can rest assured such 
is not the case. Prices for carpet 
sweepers are reported as steady and 
unchanged. 

We quote from jobbers’ stocks: 
can Queen, ball bearing, $54 per doz.; Uni- 
versal, cyco bearing, japanned. $42; nick- 
eled, $46; Grand Rapids ball bearing. 
japanned, $44; nickeled, $48; standard, ball 
bearing, japanned, $40. 

Cooking Ware (Glass).—Salesmen 
representing jobbing houses report that 
retail hardware dealers are anxious to 
place orders for glass cooking ware for 
fall delivery, but are holding back in 
anticipation of lower prices. No word 
received from the manufacturers in- 
dicates there is to be a change in 
prices. In addition, the jobbing trade 


Ameri- 


is at a loss to understand the attitude 
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of the retail dealer inasmuch as goods 
booked now would be billed out at 
prices ruling date of shipment. The 
retail dealér,.on the other hand, in 
some instances, at least, feels the job- 
ber has been previous in making de- 
liveries of certain goods forced on him, 
in turn, by the mills or manufacturer. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%4-qt., $2 
each; 2-qt., $2.50 each. 3aking dishes, un- 
covered, i-qt., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, $90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 3) per cent off list. 

Cultivators.—The market for culti- 
vators is in a satisfactory position. A 
considerable amount of stock already 
has been delivered to retail dealers and 
jobbers still have orders booked some 
time ago to be filled. In addition, 
orders are received from day to day 
from the small retail dealer, who does 
not anticipate his wants, or from the 
dealer, who last season carried over 
stock and now is obliged to place piec- 
ing-out orders. There is every indica- 
tion the wholesale and retail trade will 
make a clean-up this season and that 
prices. will remain on an even keel for 
some time, 

We quote from jobbers’ stocks: Midget, 
$4.20 per doz.; three-prong cultivators. $8.40 
per doz.; five-prong cultivators, $11.40 per 
doz. 

Drills and Reamers.—No_ improve- 
ment in the demand for drills and 
reamers is noted either over the counter 
or by the jobbing concerns. Surplus 
carbin drill stocks are still offered in 
large amounts by New York interests, 
in some cases at 80 per cent discount. 
In view of the fact, however, that most 
everybody in this market is well 
stocked, few if any of these surplus 
drills are being purchased here. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent discount: 
center drills, 40 per cent discount: drills 
and countersinks combined, 10 per cent dis 
count; ratchet drills, list; wood boring 
brace bits, 40 per cent discount; high speed 
wire gage and letter sizes, plus 10 per cent; 
straight and tapered shank, 1/16 to %4-in., 
plus 20 per cent; 33/64 and larger, plus 
20 and 10 per cent; all other kinds of drills, 
40 per cent discount. 

teamers.—Bit stock, 20 per cent dis- 
count: bridge square and T S standard 
makes, 55 per cent discount; chucking, 20 
per cent discount; tapered pins, No. 00 to 
No. 5,°40 per cent discount; No. 6 and 
larger, 25 per cent discount: escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list 

Files.—Surplus stocks of files, ap- 
pear to have been cleaned up. Not- 
withstanding this fact there are, how- 
ever, some weak spots in New England 
based on competition from outside 
sources rather than on any lowering 
of prices by the manufacturers. Every 
jobbing house here appears to be carry- 
ing a good assortment of files and in 
a position to make quick deliveries. 
There is no overstocks, as far as we 
have been able to discover. The de- 
mand for files is more or less limited, 
however. 

We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 50 per cent 
discount; Great Western Arcade, American, 
40 per cent discount: Swiss, list net; Chel- 
sea hand cut, list plus 20 per cent. Rasps— 
Heller, 75 per cent discount; Superior, 75 
and 10 per cent discount. 
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Fire: Extinguishers——As the yacht- 
ing season draws nearer and more and 
more people get out the automobile, 
the demand for fire extinguishers of all 
kinds grows progressively active. Job- 
bers are of the opinion, generally 
speaking, that they will sell more of 
such goods than ever before in their 
history. 

We quote from jobbers’ stocks: Pyrene 
fire extinguisher, $8 each; in lots of six or 
more, $7.50 each. 

Fishing Tackle.—Retail stores report 
a good demand for all kinds of fishing 
tackle. They are, in most instances, 
well supplied and during the past week 
or ten days have sold a wide variety 
of things. State and Government have 
accomplished excellent work heretofore 
in the matter of stocking brooks for 
trout fishing, and many business men, 
who have not had an opportunity for 
several years, due to the pressure of 
affairs, to get out into the country to 
do a little fishing, will do so this sea- 
son. That this statement is true is 
attested by wholesale and retail sales 
of all kinds of fishing tackle. 

We quote from jobbers’ stocks: 

Hooks.—Common ringed, Nos. 1 to 10, 12ce. 
per 100; No. 0, 16e.; No. 00, 20c.; spoon, 
fluted, $1.75 per doz.; snelled, single gut. 
all sizes and kinds. $2.50: regular grade 
gut, Nos. 1 to 10, $3.60; Nos. 22, 23 an 24, 
$3.60. 

Lines—Furnished or rigged, No. 500, 75c. 
per doz.; No. 550. $1.05; No. 1000, $1.75; No 
2000, $3; No. 2500, $3.75. Standard braid, 
15-ft. in hank, $4 per gross hanks; 80-ft. 
in hank $1.50 per doz. hanks. Oiled silk, 
19 yards on card, $1.20 per dozen cards; 
20 yards on card, $2. High grade enameled, 
$3.25 per 100 yards; cheaper grades, $2.75. 

Flies—English trout, all popular sizes 
and colors, $8 per gross. 

tods.—Steel, Vim, $1.20 each; 
Brook, bait, $1.60; Sunny Brook, fly, $1.70: 
D. & H. telescope 8% and 9%-ft., $2.75: 
bamboo, $3.50 to $96 per doz. 

Reels—Standard makes, $3 to $24 per doz. 

Galvanized Bars.—The few jobbing 
houses who carry galvanized bars re- 
port an improved demand this month. 
The buying has been confined to boat- 
yard owners and manufacturers of 
awnings. While local stocks have been 
materially reduced the past two or 
three weeks, they are still ample for 
all requirements. 

We quote from jobbers’ stecks; galvan- 
ized bars,, flat, 1 x % in., 12 ft. long, $9.95 
per cwt.: 1 x 2/16 in., 1: long, $9.85; 
1x &% in., 16 ft. long, $8.95; 14% x % in., 
16 ft. long, $8.95. Round, % in. x 12 ft., 
$10.05 per cwt.; % in. x 18 ft., $1005; 5 in. 
x 18 ft., $8.85; % in. x 18 ft., $8.75. 

Grass Shears.—Continued encourag- 
ing reports are received on all kinds 
and makes of grass shears. Sales this 
year are running well ahead of those 
for the corresponding period last year, 
but this fact is largely due to the in- 
ability of the jobbers to secure mer- 
chandise in 1920. It wilk be recalled 
that snows and ice thoroughly de- 
moralized the transportation of raw 
products in the winter of 1919-20, and 
it took the manufacturers of hardware 
and cutlery a long time to catch up 
with business on their books because 
of this fact. 

We quote from jobbers’ stocks: Grass 


shears, Disston, No. 1105-7, $11.45 per doz.; 
other makes from $3.12 to $9 per doz., ac- 


cording to quality. 
Hedge Shears.— Sales of hedge 
shears are satisfactory and fully up to 


the normal records of previous years. 


Sunny 
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Local stocks are considerably smaller 
than they were two or three weeks ago, 
but jobbers are managing to fill all re- 
quirements although in_ special in- 
stances some delay has been experi- 
enced. 

We quote from jobbers’ stocks: Hedge 
shears, 6 in., $1.20 each; 9 in., $1.75 to $2, 
according to quality. 

Hose.—Jobbers have been quite en- 
couraged by the turnover in hose so 
far this season notwithstanding the 
fact it is too early to expect the real 
buying movement. Many retail dealers 
reduced stocks in 1920 to a minimum, 
and having had requests from cus- 
tomers for hose, have been obliged to 
place orders with the jobbers. Prices 
are reported as firm and unchanged. 


We quote from jobbers’ stocks: Cotton 
hose, 50-ft. lengths, Merritt, %-in., $l3c. 
Rubber hose, 50-ft. lengths, Commercial, 
5g-in.. 10%2c.; Leader, %-in., lle.; %& 
12c.; Olympic (wire wound), Cae 


Good Luck, %-in., 14c.; Milo, 5 
Bull Dog, 


18¢e. 
lengths add per ft. 


Iron and Steel_—The movement of 
iron and steel out of local stocks the 
past week showed no appreciable in- 
crease. Now that the United States 
Steel Corporation’s position on prices 
is known and the independent mills, in 
some cases, have advanced their prices 
to the Corporation’s level, jobbers are 
of the opinion that many consumers 
who have been holding off for just such 
a development will now come into the 
market. For that reason sentiment in 
jobbing circles is more cheerful than it 
has been before in some time. 


We quote from jobbers’ stocks: 

Iron.—Refined, $3.53 per 100 Ib. base: \4 
and 5/16-in. round and square, $5.40; best 
refined iron, $5; Wayne iron, $8.50; Nor- 


way iron, 2. 
Steel.—Soft steel bars. $3.53 per 100 Ib. 
concrete bars, 


base; flats, $4.40 to $4.75; 

plain, $3.53; twisted, $3.75; angles, chan- 
nels and beams, $3.53 to $3.63; tire steel, 
$4.50 to $5; open-hearth spring steel, $6 
crucible spring steel, $12; steel bands, $4.28 
to $4.78; steel hoops, $4.90; cold rolled steel, 
$4.50 to $5.75: toe calk steel, $5.50. 

Quantity differentials, lots under 1900 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1999 Ib. of a size, 15c. 

Lawn Mowers. — Competition for 
lawn mower business from the retail 
hardware trade is keen and there has 
been some talk of price shading in cer- 
tain quarters, but nothing definite can 
be said on this matter. Manufacturers 
are sticking firmly to list prices and if 
there is any shading of prices it is not 
by them. The sale of mowers has been 
very good so far this season, but in- 
dividual orders as a rule have been 
limited as to number of items con- 
tained thereon. 


We quote from 
grade lawn mowers, 14-in., $7 each; 
$7.35; medium grade, ball bearing, 
$9.90 each; 18-in., $10.45; better 
ball bearing, 5 blade, 14-in., $17.05; 
$18.15: 18-ini., $19.25; 20-in., $20.35. 


Nails—The market here on wire 
nails has been considerably strength- 
ened by the action of independent mill 
interests who were selling stock for 
less than the Steel Corporation. They 
have advanced their prices to the lat- 
ter’s schedule. As a result the local 
market is 25c. per keg higher at $4.35 
per keg base f.o.b. local store and $3.60 
per keg base, f.o.b. Pittsburgh. 


We quote from jobbers’ stocks: | 
nails, per keg, from the store, $4.35 


54 -in., per ft. 


we. 


jobbers’ stocks: 


Wire 


ase, 
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f.o.b. Boston; coated wire nails, $5 per keg, 


base; cut nails, $7 per keg, base, with the 
Tremont schedule of extra; galvanized cut 
nails, $9.30 per keg, base. 

Razors.—Lagging interest in safety 
razors has been stimulated somewhat 
by a big drive in this section of the 
country by the manufacturers of the 
various kinds offered on the market. 
Retail dealers and jobbers, however, as 
a‘ general rule, are well stocked with 
most makes, and visiting salesmen re- 
port rather slow sales. 


‘Robes.—The leading manufacturers 
of robes have issued new price lists 
which show reductions of 10c. to 25c. 
per robe. At least one of the manu- 
facturers has guaranteed prices up to 
Sept. 1, and this fact possibly will 
stimulate business. Retail dealers have 
held back buying orders for fall de- 
livery due to the uncertainty of the 
price outlook, they report. That fea- 
ture apparently has been removed. 
Rope.—Sales of rope are satisfac- 
tory, all things considered, and the 
market appears to be in a healthy con- 
dition. Many of the orders received 
of late by the local jobbing houses have 
come from interests along the seaboard, 
which suggests the retail dealer is get- 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 18. 

HE long expected announcement of 
a reduction in prices on steel 
products was made last week by Judge 
Gary, chairman of the Steel Corpora- 
tien, and it is putting it somewhat 
mildly to say that the reductions were 
disappointing to consumers, who had 
been strongly of the opinion that the 
cut in prices would be much heavier 
than have been made, and they also 
venture the opinion that the cuts have 
not.been heavy enough to bring about 
a revival in the demand for steel, and 
which is so urgently needed. However, 
Judge Gary is looked upon by the pub- 
li¢, and especially by the competitors 
of the Steel Corporation, as a man with 
wonderful foresight, and this being the 
case, it is hardly fair to judge the mer- 
its of this case, at least not until the 
effect of the reductions is absolutely 
known. One immediate effect of the re- 
ductions in prices will be to release 
a large amount of tonnage on which 
Specifications have been held up wait- 
ing for the lower prices to be an- 

nounced by the Corporation. 

The cuts announced by the Steel 
Corporation, and which went into ef- 
fect on Wednesday, April 13, range 
from $5 per ton up to $15 per ton, 
this latter heavy cut having been 
made on tin plate, the price of 
which was reduced from $7 to $6.25 per 
base box. For more than two years, or 
to be exact, since March 21, 1919, the 
Steel Corporation has been quoting 
Prices on steel products as agreed upon 
at. the last meeting of the War Indus- 
tries Board, this organization having 
been a war measure, and it went out of 
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ting some business from people who 
own yachts. 

We quote from 
rope. 22c. per Ib.; 
base. 

Screws.—The market for certain 
kinds of screws does not appear any 
too steady, possibly due to a general 
reduction of 10 per cent in the market 
for coach screws. It is a fact, how- 
ever, that the demand for all kinds of 
screws has been quite limited’ and this 
probably gives the market a more un- 
settled surface appearance than really 
exists. 

We quote from jobbers’ 
screws, flat head bright, 72% 
count;. flat head blued, 72% and 5 per cent 
discount; round head blued, 70 per cent dis- 
count; flat head brass, 65 per cent discount: 
round head brass, 62% per cent discount: 
flat head brass plated, 65 per cent dis- 
count; round head nickeled, 60 per cent 
discount; flat head nickeled. 60 per cent dis- 
count; flat head galvanized, 57% per cent 
discount. 

Coach screws, 
count; set screws, 


Manila 


jobbers’ stock: 
i per Ib., 


sisal rope, 17c. 


lists: Wood 
per cent dis- 


50 and 10 per cent dis- 
including headless, 50 


and 10 per cent discount; cap screws, 
square and hexagon, 50 per cent discount; 
fillister, 20 per cent discount; flat, round 
and button head, list; lag screws, 50 per 
cent discount; iron machine screws, flat 
and round head, 50 per cent discount; 
fillister, 45 per cent discount: flat and 
round head brass, 40 per cent discount; 


fillister, 35 per cent discount. 
Thermometers. — Manufacturers of 


PITTSBURGH 


existence right after the above date. 
In the table showing the reductions in 
prices made by the Steel Corporation, 
its prices in effect from March 21, 1919, 
are named first, the new prices effective 
from April 13 coming immediately 
after. The cuts in prices are soft Bes- 
semer steel bars from 2.35c. to 2.10c., 
plates from 2.65c. to 2.45c., structural 
shapes from 2.45c. to 2.20c, all per lb. 
Soft Bessemer and open hearth steel 
billets were reduced from $38.50 to $37, 
sheet and tin bars from $42 to $39, wire 
rods from $52 to $48 and tin plate from 
$7 base box to $6.25 per box, this 
being the heaviest reduction made. 
Blue annealed sheets were cut from 
3.45¢. to 3.10c. for gages 28 and heav- 
ier, box annealed sheets from 4.35c. to 
4c. for 28 gage, and galvanized from 
5.70c. to 5.10c. for 28 gage, this being 
the gage always used in computing 
prices. Up to the time this report was 
written, the Steel Corporation has made 
no announcement of any reductions in 
prices of steel tubular goods, but un- 
official reports are that the cut will be 
three points or $6 per ton. The reason 
that no announcement as to a reduc- 
tion in steel tubular goods was made by 
the Steel Corporation when it reduced 
prices on other steel products last week 
is likely because a few days prior’to the 
Steel Corporation announcement, the 
Mark Mfg. Co. of Chicago, large mak- 
ers of steel pipe, had made a flat cut in 
all prices of 5 points, equal to $10 per 
ton, and notices of this heavy cut had 
been sent over the country to pipe buy- 
ers. It is not known now whether the 
Steel Corporation will make a similar 
cut, or whether it will be a smaller one, 
but it is generally accepted by. the 
trade that a cut in prices of steel pipe 
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thermometers, in certain instances, 
have notified jobbing firms here that 
due to the high cost of production they 
practically have decided it will be ad- 
visable to eliminate certain kinds in- 
volving mercury. The local demand 
for thermometers is normal, according 
to wholésale interests. 

We quote from jobbers’ stocks 
mometers, house, plate glass, 8-in. 
or mercury, $15 per doz.: 10-in., spirit or 
mercury, $21 per doz. Pasteurizing, 10 deg 
plus to 210 dég. plus, each to wooden 
box, $7.50 per doz. 

Twine. — Manufacturers of cotton 
twine have reduced prices approxti- 
mately 33 1/3 per cent, and wool twine 
about the same. Local jobbing quota- 
tions have been revised accordingly. 

Washers.—In sympathy with the 
market for bolts, that for washers is 
more or less unsettled. The lack of 
business, however, makes it difficult to 
establish market quotations based on 
sales, but the general impression one 
gets in making the rounds of the whole- 
sale hardware market is that conces- 
sions might be made if quantity orders 
are placed. 


Ther - 


spirit 


one 


We quote from jobbers’ stocks: Cast 
washers, %-in. and smaller, 8c. per Ib.; 
larger, 7c. per Ib.; cut washers, 200-Ib. 
kegs. list less 1c.; malleable washers, 1l4c. 


per Ib. 





will be made, and that the announce- 
ment of it is likely to be out before this 
issue of HARDWARE AGE reaches its 
readers. 

The earnings of the Steel Corpora- 
tion in 1920, based entirely on steel, 
are given as $12.82 per ton, while the 
cut in prices just announced means 
about $7 per ton. This means that earn- 
ings of the Steel Corporation from now 
on will be very much less than in 1920, 
unless there is a reduction made in 
wages, and as yet the Corporation has 
not shown any intention of disturbing 
present rates for labor. Operations of 
the Steel Corporation mills and blast 
furnaces, together with those of the 
independent companies, are now on an 
average of not over 35 per cent, the 
lowest rate reached in many years. 
This country has an annual capacity 
for turning out about 42,000,000 tons 
of pig iron of all kinds, but at present 
the output is not over 20,000,000 tons, 
if it is that large. Independent steel 
companies have made large reductions 
in wages to conform to the much lower 
prices they are getting for their steel, 
and should the independents decide to 
shade the new prices of the Steel Cor- 
poration, it would not be surprising if 
further reductions are made. 

The railroads are buying very little 
equipment, stating that they have not 
the money, and that they cannot come 
in the market until the Government 
pays them the large sums due the rail- 
roads for the time their lines were un- 
der Government control. The only 
large contract for cars placed for some 
time was one for 1000 steel gondolas 
bought by the Santa Fe, and for the 
building of which about 10,000 tons of 
steel plates and shapes have been 
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bought from a Chicago steel interest. 

Just now it does not seem that the 
reductions in prices on steel made by 
the Steel Corporation will affect hard- 
ware prices to any extent, mainly for 
the reason that the reductions were 
small, and do not materially increase 
the costs of making goods sold by the 
hardware trade that are made from 
steel. Several of the larger jobbers 
here say they do not look for any ma- 
terial changes in prices on hardware as 
a result of the lower prices on steel, 
with the single exception that there 
may be slight readjustment on hard- 
ware goods that are made largely from 
steel bars. There has been heavy liqui- 
dation in prices on nearly all lines of 
hardware, and it is the general belief 
that prices are close to bottom now. 

The volume of new business in hard- 
ware is holding up very well, and there 
is no lack of optimism in the trade as 
regards the outlook for the future. One 
leading jobbing house here says that 
its business in January showed a fall- 
ing off as compared with the same 
month last year, in February its sales 
were about the same as in that month 
last year, while in March, its sales were 
fully 10 per cent heavier than in March 
of 1920, and so far in April, its busi- 
ness is much heavier than in the same 
period last year. Prices are from 25 
to 30 per cent lower than last year on 
the average, so that to equal last year 
in dollars and cents, there has to be a 
much heavier volume of orders, and 
more goods have to be moved. 

Price changes in the past week were 
unimportant. The heaviest cut was in 
steel tubular goods, and there are also 
lower prices on nuts, bolts and rivets. 
Window glass is somewhat demoralized 
and prices are lower than for several 
years. 

The volume of business is good, es- 
pecially in seasonable goods, and sales 
in April will show a large general in- 
crease over last month. Traveling men 
say the country merchants are optimis- 
tic, and are doing more business by far 
than they expected, in view of the gen- 
eral trade depression all over the coun- 
try. There is more general buying, but 
as a rule buyers are still confining pur- 
chases to actual needs. 


Automobile Accessories The de- 
mand for automobile accessories is re- 
ported to be holding right up, dealers 
stating they are selling more goods 
than for many months. On the stand- 
ard lines prices are holding firm, but 
on the cheaper grades of goods are be- 
ing shaded, especially by the depart- 
ment stores which are having the usual 
annual sales. The demand for tires is 
good, and prices on the well known 
makes are firm, but on the cheaper 
grades are being cut considerably. Job- 
bers quote from stocks about as fol- 
lows: 

Reliable jacks No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50c. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 


for less than 100, all sizes, and 56c. each 
for over 100. 
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Axes.—Demand is quiet but prices 
are fairly firm. A reduction in prices 
on axes in the near future would not 
surprise the trade, more especially in 
view of cuts in steel prices just made 
by the Corporation. 


Jobbers quote single bitted, first quality 
axes at $16 per doz., and first quality, 
double bitted, $22.50 per doz. 


Bronze and Copper Wire Cloth.—The 
reduction in prices on bronze and cop- 
per wire cloth amounts to about 20 per 
cent. Jobbers are now quoting 14 mesh 
at about 7'4c. per square foot. 


Brass Valves.—Prices on these goods 
were reduced last week about 20 to 25 
per cent. Makers report that the new 
demand is quiet. 

Chain.—The United States Chain & 
Forging Co. and other leading makers 
have cut prices on some grades of chain 
from 10 to 15 per cent. On small lots, 
jobbers quote to the small trade about 
as follows: 
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Corks.—Under date of April 4, the 
Armstrong Cork Co., Pittsburgh, an- 
nounced a reduction on all kinds of 
corks of about 5 per cent. 


Galvanized Ware.—There is no bet- 
terment in the demand, and jobbers 
and retailers are carrying low stocks 
as prices are none too strong. In fact, 
further reductions in prices in the near 
future would not surprise the trade. 

Ice Cream Freezers.—Jobbers and 
dealers report that freezers are not 
moving out very freely so far this sea- 
son, and this is attributed partly to 
the fact that prices are regarded as be- 
ing too high. Jobbers quote the stand- 
ard makes about as follows: 

Blizzard, 3-qt., $3.90; 4-qt., $4.80; 6-qt., 
6; 8-qt., $8. Lightning, 3-qt., $4.25; 5-qt., 
35.25; 6-qt., $6.50; 8-qt., $8.50. Arctic, 3-qt., 
$3.90; 4-qt., $4.80; 6-qt., $6.50; 8-qt., $8.50. 
White Mountain, 3-qt., $4.75; 4-qt., $5.75; 
6-qt., $7.40; 8-qt., $9.50. Auto Vacuum, 
3-qt., $3.23; 2-at., $4; 4-qt., $6.67, and Acme 
freezer, 2-qt., $1. 

These prices are reported as holding 
quite firm. 

Lawn Mowers.—The higher prices 
ruling on lawn mowers this year, as 
compared with prices of last year, do 
not seem to have deterred the demand 
in the slightest, but on the contrary, 
more mowers are being sold this year 
than ever before. The Philadelphia 
mowers made by the Philadelphia Lawn 
Mower Co. of Philadelphia are quoted 
by the trade as follows: 17 in., $28; 19 
in., $31; 21 in., $34 from store. Prices 
on the Pennsylvania mower are about 
10 per cent higher than the above. 


Lead Pipe.—Recently there was an 
advance of about 1 cent per Ib. in 
prices of lead pipe, the demand for 
which is reported quite active. Jobbers 
quote extra light plumbers’ lead pipe at 
64%4c. to 7%4c. per foot. 

Iron and Steel Bars.—The Stee] Cor- 
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poration has made a cut of $5 per ton 
in prices on steel bars,, the mill price 
in large lots now being 2.10c., Pitts- 
burgh. All the independent mills are 
quoting the same price, but so far 
there has been no advance in prices 
from warehouse. In fact, the independ- 
ent steel bar mills have been quoting 
lower than 2.10c. at mill for some time, 
Prices from warehouse remain at about 
2.75c. for steel bars and iron bars 
about 3c. 


Paints and Supplies.— Wages of 
painters in the Pittsburgh district who 
went on strike on April 1 for an ad- 
vance in wages from $1.12% per hour 
to $1.50 per hour have been adjusted to 
the same rate as in effect last year, 
$1.124%4 per hour, with time and half for 
overtime, but with the understanding 
that if the bricklayers and carpenters 
agree to a reduction on June 1, when 
their present scales expire, then the 
painters also agree to accept a reduc- 
tion. The same rate will be paid to 
paperhangers and decorators. The new 
demand for paints and painters’ sup- 
plies is reported to be better than for 
some time. 


Standard grades of ready mixed paints 
are $4.25 per gal., a reduction of 25c.; lin- 
seed oil is 78c. per gal., in barrels, a reduc- 
tion of 2c. per gal.; turpentine is 7lc. per 
gal., a reduction of 2c., and white lead is 
$13 per 100 Ib. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% Ib. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $3.10 
per gal., medium grades at $3.50 and high 
grades at $3.75 per gal. 

Solder.—There has been another re- 
duction in prices. Half and half solder 
is now being quoted by jobbers at about 
19c. per lb. The peak in prices last year 
on half and half solder was 34c. to 39c. 
per lb. The lower prices on metals are 
responsible for the great decline in 


solder. 


Plate Glass.—Prices are fairly strong 
but the demand is none too heavy. In 
lots from store plate glass is quoted at 
80 per cent off list. 


Tubular Goods.—Prices are very 
much lower. Late last week the Mark 
Mfg. Co., Chicago, made a straight cut 
of 10 points in prices on all tubular 
goods, equal to $10 per ton. As yet 
none of the other independent mills 
has made a similar cut, but are ex- 
pected to do so at any time. The Steel 
Corporation has not as yet announced 
how much it will reduce steel tubular 
goods, but will no doubt make some 
cut. What the independent mills will 
do will be governed largely by the re- 
duction the Steel Corporation will 
make. Jobbers now quote in small lots 
from store about as follows: 


--Butt Weld -—Lap Weld, 
B Ga'v. Bk. Galv. 
22% oé 
38% 

42% 


50% 
544% 
57% 


7 8 a 4816 

Tin Plate—The Steel Corporation 
has cut the price of coke tin plate from 
$7 to $6.25 per base box, a reduction 
of $15 per ton. Jobbers have adjusted 
their prices to agree with this, but the 
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new demand is quiet. It is estimated that 
the trade in tin plate this year will not 
be more than half of what it was last 
year. 

Window Glass.— Prices are lower 
and the window glass trade is more or 
less demoralized. Jobbers now quote 
single strength at 81 per cent off, dou- 
ble strength A 82 per cent off, double 
strength B 84 per cent off. The de- 
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mand is reported as being very quiet. 

Wire Products.—The Steel Corpara- 
tion made no changes in prices on wire 
nails or wire when it made the general 
reduction in prices on steel products 
last week. Wire nails remain at $3.25 
per keg, and plain wire at $3 per 100 
lb. at mill to the large trade. Jobbers 
quote wire nails at $3.40 to $3.50 from 
store in small lots. 


CLEVELAND 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, April 18. 

een from salesmen for jobbing 

houses indicate that business with 
the country retail merchants has picked 
up and is now generally satisfactory. 
Local retailers report that business is 
fair and the outlook is promising. Gar- 
den tools, paints and varnishes are 
moving well but it is still a little early 
for garden hose, lawn mowers and 
some other seasonable goods. Jobbing 
houses are getting a good volume of 
orders from country merchants for 
moderate priced carpenters’ tools that 
are used by farmers. 

The building outlook in Cleveland 
shows an improvement, although the 
question of wages in the building trades 
will not be decided until May 1. Build- 
ing permits show a very satisfactory 
increase. Conditions in the automobile 
industry have improved very much in 
the last week or two. Builders of cars 
are now operating their plants at good 
capacity and this improvement is re- 
flected in plants making parts and auto- 
mobile accessories and tires. The lead- 
ing tire factories in Akron have fur- 
ther increased production and are re- 
ported to be operating at close to nor- 
mal capacity. 


Quite a few price changes came out 
during the week, and other prices, main- 
ly on steel mill products, are expected to 
be marked down as a result of the re- 
duction in prices by the U. S. Steel Cor- 
poration. Price reductions have been 
made on wire, steel roofing, fence bolts 
and nuts, and on some makes of coal 
stoves. No reduction is made in barb 
wire or staples. 

Automobile Tires and Accessories.— 
The demand for tires and accessories 
shows some improvement but as yet is 
not very active. Jobbers and dealers 
look for a very heavy volume of busi- 
ness a little later in the spring. Akron 
rubber manufacturers have materially 
mcreased production. The Dayton Rub- 
ber Co., Dayton, Ohio, reports that it 
is now operating its plant at full ca- 
pacity. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliable jacks No. 1, $2.33; No. 
2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 


Axes.—Jobbers are getting a fair 
volume of orders for axes for fall de- 
livery. Prices are unchanged. 


Jobbers quote single bitted axes at $25 
per doz, and double bitted at $30 per doz. 


Barb Wire.—Country merchants are 
still buying barb wire quite freely. 
Prices are unchanged, the American 
Steel & Wire Co. not having extended 
its price reductions to barb wire. 


We quote barb wire from jobbers’ stocks, 
in 80-rod spools, as follows: Cattle wire, 


$4.10; hog wire, $4.40; American special, 
$3.15. ° 


Bolts and Nuts.—The bolt and nut 
situation is very unsettled. Manufac- 
turers reduced prices 10 per cent dur- 
ing the week but later withdrew the 
lower prices because of the price ad- 
vance on steel announced by leading 


‘independent mills which are now quot- 


ing the same prices as the Steel Cor- 
poration. Jobbers have made a fur- 
ther reduction in prices. 


Jobbers quote: Large machine bolts, 50, 
10 and 5 to 60 per cent off list; small ma- 
chine bolts, cut thread, 60 to 60 and 10 per 
cent off list; rolled thread, 65 to 65 and 10 
per cent off list; carriage bolts, small, cut 
thread, 50 and 10 to 60 per cent off list; 
rolled thread, 60 to 60 and 10 per cent off 
list; large, cut thread, 50 and 5 to 50, 10 
and 5 per cent off list. 

Builders’ Hardware.—Builders’ hard- 
ware continues quiet but the increase 
in building activity indicates a stimu- 
lation in the demand in the near fu- 
ture. 

Binder Twine.—Sales of binder twine 
for early shipment continue fairly 
heavy. Prices are unchanged. 

Jobbers quote binder twine at 14%c. per 
Ib. for mill shipment and 15c. per lb. for 
stock shipment. 

Common Chain.—There is not much 
activity in the chain market and prices 
are unchanged. 

Jobbers quote % in. common chain at 
10%4c. per Ib. and % in. at 9%c. per Ib. for 
stock shipment. 

Crosscut Saws.—A fair demand has 
sprung up for crosscut saws for fall 
delivery. There has been no recent 
change in prices. 

Eave Trough and Conductor Pipe.— 
Spring repair work is stimulating the 
demand for eave trough and conductor 
pipe and sales are fairly heavy. One 
manufacturer, Ferdinand Dieckman & 
Co., Cincinnati, reports they are 10 
weeks behind on orders for eave trough 
and elbows. Prices are unchanged. 


Furnace Pipe and Elbows.—The de- 
mand for furnace pipe and elbows is 
holding up well. Prices are unchanged. 

Jobbers quote eave trough at 74 per cent 
off list and conductor pipe at 65 per cent 
off list. 

Fence.—Leading fence manufacturers 
have reduced prices 2, points on fence 
and jobbers have made a 2-point re- 
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duction. The spread between the re- 
tailers and jobbers’ prices has been so 
small for some time that jobbers 
claimed there was virtually no profit 
in handling fence, and the new prices 
give them a little wider margin of profit. 
A similar reduction has been made on 
Banner poultry fence. 


Jobbers quote fence prices f.o.b. Pitts- 
burgh as follows: 60 per cent off list for 
full cars; 59 per cent off list for 1000 rods 
or over; 58 per cent off list for less than 
1000 rods. 


Fruit Cans.—Jobbers have commenced 
to take orders for tin fruit cans for 
June delivery. These are quoted at 
$7.25 per gross for stock shipment and 
$7 per gross for direct shipment. 

Garden Hose.—There is little activity 
at present in garden hose as most of 
the retailers have purchased their sea- 
son’s requirements. Prices are un- 
changed. 


Garden Tools.—Jobbers are getting a 
fair volume of second orders from re- 
tailers for garden tools. Retail mer- 
chants report that business is starting 
up fairly well. 

Galvanized Ware.—Prices on galvan- 
ized ware are steady following the re- 
cent reductions. There is no intimation 
of further cuts in prices. The demand 
is slow. 


Jobbers quote galvanized tubs with 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per doz.; 
12-qt. pails, $2.75 per doz.; Red Band pails, 
$8.64 per doz. 

Handles.—Wood handles are moving 
quite well at present. Prices are steady 
and unchanged. 


Jobbers quote American Fork & Hoe 
Company’s hay and manure fork handles, 
without ferrules, as follows: X grade, 4 ft. 
handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 
$4.10 per doz.; 4% ft., $4.35 per doz.; 5 ft., 
$5.50 per doz. Shovel handles: X grade D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, X grade, $4 per doz.; No. 1 grade, 
$2.25 per doz. Sing!e and double bit axe 
handles, XXX grade, $5.25 per doz.: XX 
grade, $4.25 per doz.; X grade, $2.60 per 
doz. 

Lanterns.—The lantern market is 


rather dull and prices are unchanged. 

Jobbers quote No. 77 cold blast short 
globe lanterns at $14 per doz. 

Lawn Mowers.—There is some de- 
mand from retailers for lawn mowers, 
although buying for the early season is 
pretty well over. 

Nails and Wire.—Jobbers have re- 
duced prices on wire 25c. per 100 Ilb., 
following the reduction by the Ameri- 
can Steel & Wire Co., which has re- 
stored the old 25c. differential between 
nails and wire. The demand is rather 
quiet. 


Jobbers quote nails at $3.75 per keg for 
less than car lots for stock shipment; $3.60 
per keg for less than car lots for mil! ship- 
ment and $3.35 per keg for car !ots for mill 
shipment. For shipment from stock jobbers 
auote No. 9 annealed wire, $3.50 per 100 
lbs.; No. 9 galvanized wire, $4.20 per 100 
Ibs. ; cement coated nails, $3.50 per 100 Ibs. 


Oil Cook Stoves.—The demand for oil 
cook stoves continues fair. Prices are 
unchanged. 


Jobbers quote the Kerogas type of cook 
stove as follows: Two-burner, $12.90; 
3-burner, $17.45; 4-burner, $21.70. 


Oil Cook Stove Ovens.—New prices 
have been announced on oil cook stove 
ovens, these representing a small de- 
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cline. The demand for ovens is now 
quite active. 

Jobbers quote: One-burner ovens, $3.10; 
same with glass door, $3.35; 2-burner, $3.65; 
same with glass door, $4.00; 3-burner, $4.75; 
same with glass door, $5.15. 

Plumbers’ Goods.—A 5 per cent re- 
duction has been made on lead traps, 
bends and other lead products used in 
the plumbers’ trade. A _ reduction in 
porcelain enameled ware is expected 
shortly. 


Poultry Netting and Wire Cloth.— 
There is a very active demand for both 
poultry netting and wire cloth and de- 
liveries are rather slow, particularly 
on poultry netting. Price declines are 
expected because of the lower prices on 
wire, but reductions may not come for 
some time. 

Jobbers quote as follows: Poultry netting, 
45 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal- 
vanized weaving black wire cloth, $2.75 per 
100 sq. ft. for shipment from stock, and 
$2.50 f.o.b. Pittsburgh for mill shipment; 
white metal and galvanized wire cloth, $3 
per 100 sq. ft. for mill shipment and $3.25 
for stock shipment; bronze wire cloth, $9.25 
per 100 sq. ft 

Padlocks.—Several padlock manu- 
facturers have reduced prices 10 per 


cent. 


Roller Skates.—Sales of roller skates 
for spring shipment continue fair. 
Prices are unchanged. 

Jobbers quote Union Hardware Co.’s Nos. 
4 and 5 roller skates at $2.50 each and No. 
6, $2.65 each. 

Rope.—Jobbers have made shipments 
of their first spring orders and report 
that the demand is still fairly good. 
Prices are unchanged. 

Jobbers quote best grades manila rope at 
19%,c. per Ib. for shipment from stock; sisal 
rope at 14%c. per Ib. for shipment from 
mill, and 15c. per lb. for shipment from 
stock. 

Refrigerators.—There is a little stim- 
ulation in the demand from retailers 
for refrigerators. It is estimated by 
some of the manufacturers that three- 
fourths of the retailers did not place 
orders for future deliveries, preferring 
to delay their purchases as long as pos- 
sible because of their expectation that 
prices might go lower. Consequently, 
sales by jobbers for direct shipment 
have been light and a large share of the 
retailers will secure their refrigerators 
from jobbers’ stocks in order to secure 
deliveries when needed. No _ price 
change is looked for in the near future. 


Rubber Roofing.—The demand for 
rubber roofing is moderate. Prices are 
fairly steady but not very firm. 


Screws.—Some irregularity has de- 
veloped in screw prices, but there is no 
change in regular quotations. The de- 
mand is fair. 

Jobbers quote: Flat head bright screws, 
75 and 10 per cent off list; round head, blued 
or bright, 65, 20 and 10 per cent off list; 
flat head, japanned, 65, 10 and 10 per cent 
off list: flat head, brass, 65, 10 and 10 per 
cent off list. 

Sporting Goods.—Retailers report a 
very good demand for fishing tackle 
and jobbers are doing a good business 
in both fishing tackle and base ball 


goods. 
Shovels.—Shovels are moving well 
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for early shipment. Prices are un- 
changed. 

Soil Pipe——A 7-point reduction has 
been made on soil pipe, which is now 
quoted by jobbers at 39 per cent off list. 


Stoves.—The Bellaire Stove & Range 
Co., Bellaire, Ohio, and the Bostick 
Stove Co., Lapeer, Mich., have reduced 
prices on their lines of coal stoves 10 
per cent. These reductions bring prices 
back to those that prevailed in Febru- 
ary last year. Other manufacturers are 
expected to make similar reductions. 
No change has been made recently in 
gas stoves. There is virtually no ac- 
tivity in the stove market. 

Steel Sheets.—Prices on sheets are 
very irregular. Some mills have an- 
nounced their intention of getting away 
from some of the low quotations that 
have prevailed recently. Jobbers have 
made a further reduction in prices, but 
the prices quoted do not represent the 
minimum prices that are being named 
in some cases. 


Jobbers quote: Black sheets, 4.30 cents 
for No. 28 and galvanized sheets at 5.70 
cents for No. 28. 


Steel Roofing.—Prices on steel roofing 
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have further declined, but as present 
prices are based on 4.75c. galvanized 
sheets there may be a reaction to 
slightly higher prices. 


? Jobbers quote: Corrugated 
in 29-gage, $4.30 per square. 


steel roofing 


Stove Pipe and Elbows.—Stove pipe 
and elbows are being sold in good vol- 
ume for fall shipment. Prices are un- 
changed. 


Jobbers quote 6 in. Security pipe, in 28- 
gage, at $4.15 per crate for mill shipment; 
$4.40 from stock; 28-gage 6 in. elbows at 
$1.55 for mill shipment; $1.60 for shipment 
from stock. 


Tape Lines.—A 10 per cent reduction 
has been made on steel tapes. 


Jobbers quote a 50 ft. steel tape of stand- 
ard size in best grades at $4 each. A 25 per 
cent reduction has been made on asses’ 
skin tapes, which are now quoted at $4.75 
for 50 ft. length. 


Vacuum Cleaners.—Jobbers report a 
good volume of sales in vacuum clean- 
ers and prices are unchanged. 


We quote the Apex vacuum cleaner at 
$52.50 retail price, subject to a discount of 
approximately 30 per cent to dealers, de- 
pending on quantities, and the Royal 
cleaners at $67.50 with attachments and $55 
without attachments, retail prices, and. $36 
and $32 to dealers, dea'ers’ prices, however, 
depending on quantities, 


TWIN CITIES 


3725 Colfax Ave. South, 
Minneapolis, Minn., 
April 14, 1921. 


(: ENERAL improvement in business 
J conditions is still marking time in 
many lines. However, it would appear 
the past two weeks have shown some 
increase in sales. Individual sales are 
of small volume. 

A great deal of improvement in 
hardware sales is due to spring goods 
such as garden tools, rakes, hose, etc., 
as there is very little increase in sales 
of carpenters’ and machinists’ tools. 

The unemployment situation remains 
quite serious and, of course, has its ef- 
fect in retarding business. : 


Builders’ Hardware.—This line is 
showing a steady improvement in this 
territory, and should satisfactory wage 
adjustments be made May 1, more rapid 
increase in sales of builders’ hardware 
will develop. 


Axes.—Sales are possibly a trifle 
better than last week, but the total vol- 
ume of sales remain small. 

We quote from local jobbers’ stocks: 
Single bit, $17.25 per doz., base weights; 
double bit, $22 per doz., base weights. 

Brads.—Sales continue to improve 
slightly. Jobbers’ stocks are in fair 
shape, but some of the smaller sizes 
are still difficult to secure. Price re- 
mains as last. 

We quote from local jobbers’ 
75 per cent from standard lists. 

Bolts.—There is very little improve- 
ment in the demand for bolts. Jobbers’ 
stocks are in good condition. Prices 
show no change. 


stocks: 


We quote from local jobbers’ stocks: 
Small carriage bolts, 40-10 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10 per cent; large machine bolts, 
50 per cent; stove bolts, 65-5 per cent; lag 
screws, 50-10 per cent. 


Churns.—There seems to be practi- 
cally no sales developing as rapidly as 
is normal at this season of the year, 
Price remains as last quoted. 

We quote from local jobbers’ stocks: 
Barrel churns at 45 per cent from standard 
lists, 

Eaves Trough, Conductor Pipe and 
Elbows.—This line is moving consider- 
ably better than it has been. Jobbers’ 
stocks are sufficient to meet any nor- 
mal demand. Price remains firm. 

We quote from local jobbers’ stocks: 
Faves troughs, 28-gage, 5-in. lap joint, 
single bead, $6 per 100 ft.; conductor pipe, 
28-gage, corrugated, 3-in., $6 per 100 ft. 
Elbows, 3-in., corrugated, $1.72 per doz. 

Files—Demand for files remains 
about the same as for the past two 
weeks. There has been a further re- 
duction on second grade files similar to 
Arcade Brand. 

We quote from local jobbers’ 
Nicholson files, 59-10 per cent from 
Arcade, 60-10 per cent from list. 

Galvanized Ware.—Sales are im- 
proving about on a par with general 
improvement in sales, but no large vol- 
ume has developed. Price remains 
firm as last quoted. 


stocks: 
list; 


local jobbers’ stocks: 
Standard No. galvanized tubs, $8 pér 
doz.; standard No. 2, $9 per doz.; stand- 
ard No. 3, $10.50 per doz.; heavy galvan- 
ized No. 1, $20 per doz.; heavy No. 2, $21.50 
per doz.; heavy No. 3, $23 per doz.; stand- 
ard 10-qt. galvanized pails, $2.80 per doz.; 
standard 12-qt., $3.08 per doz.; standard 
14-qt., $3.45 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stock, $619 
per doz. 


Glass and Putty.—Glass sales remain 
fair. There has been a reduction in 
price of 10 per cent. 


We 


We quote from 


stocks: 
per 
ewt. 


jobbers’ 
double, 78-19 
$5.15 per 


quote from local 
Single, 76-10 per cent; 
cent from lists. Putty, 
commercial in bladders. 


Hose.—Retail sales are beginning to 
develop nicely, and a fair amount of 
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Paint Material Prices as Quoted in New York—April 18, 1921 


Animal, Fish and 
table Oils— 
Linseed, Raw, carload 
lots, gal. 
City, 5-bbl. 
Out-of-town, 5 bbi. 
and over, gal 
Boiled, 2¢ per gal. advance on Raw. 


Lard, prime, winter. edible 
in bbls., per gal.... 1.25@1.28 


Vege- : 
Corn, 

Crude, 

Vlive, 

per gal 

Neatsfoot, 

Palm, 

spot 


lots, gal... 


Soya 


Miscellaneous 


Cotton seed, Barytes: 


Bleachable Prime, 
oft 


color, 


fal'ow, acidless, gal... 


Bone, Ib. 
Menhaden 

Crude, bbl., 

Light pressed, gal 


Per 
Bleached Winter, gal... 


gal. 


Cocoanut, Ceylon, bbl., 


per 9%@ 10 


45@ - 


Diamond 


Cod, Domestic, Prime... Fine 





business is expected. Stocks appear to 
be sufficient to meet normal demand. 
No price changes. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5-ply 
rubber, %-in., 14c. per ft.; %-in. cotton, 
13%c. per ft. 

Ice Cream Freezers.—Sales remain 
of very small volume. Price: as last 
quoted. 


We quote from jobbers’ 
White Mountain, $5.78 each; 
Mountain, $9.45 each. 

Lawn Mowers.—Very few actual 
sales are in a retail way, but public is 
showing interest by looking over retail 
stocks and getting prices. No change 
in quotations. 

We quote from local jobbers’ 
Philadelphia lawn mowers, styles 
and L, at 25 per cent from list. 
ball-bearing, at $9.50 each. 


Milk Cans.—Very little improvement 
in sales is noted. Stocks appear to be in 
good condition. Price remains as last 
quoted. 

We quote from local jobbers’ 
Railroad milk cans, 5-gal., $3.40 each; 
gal., $4.20 each; 10-gal., $4.45 each. 

Nails—Sales are developing along 
with improved building condition. Total 
volume is not considered large, but is 
daily improving. Prices remain as last. 


We quote from local jobbers’ 
Bright wire nails, $4.35 base; 
coated nails, $3.30 base per keg. 


Paper.—There is a little more inter- 
est being shown in the building paper 
line. Stocks are now readily obtain- 
able. Prices show no further change. 


We quote from local jobbers’ stocks: 
t.o.b.: Barrett’s No. 2 tarred felt $3.30 cwt.: 
Barrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
red rosin, 60c. per roll; No. 25 red rosin, 
72c. per roll; No.. 30 red rosin, 85c. per roll. 


Planters.—Sales have been only fair. 
No large amount of business has de- 
veloped. Price remains as last. 


We quote from local jobbers’ stocks: 
Acme potato planters and corn planters, 
$11.25 each. 


Poultry Netting—A very nice vol- 
ume of business has developed in poul- 
try netting and should continue during 
the next few weeks. Prices remain 
firm as last quoted. 


stocks: 
$-qt. 


4-qt. 
White 


stocks: 
Cc, E 
Riverside, 


stocks: 
8- 


stocks: 
cement- 


Newfoundland, 
tefined, 
bbl., 


denatured 


White, 


Spirits of Turpentine 


y 


Gam 


I 


Orange 


Prime 

Lago- 
per 
Bean, 


in bbl 
bbl., 
lb 


49@ .52 A. €. 
. 9Y@10 Sutton 
Kala Button 
me 
. .$1.35@1.50 Vv. 8. 
T0@ 


Garnet 


per 


Bone Dry 
tm 


Ib.. 7 
bbl., <wkwiee 


ai 


1@ — 
White 


In Oils 
Red Lead, 


Lead, 


Wha  'G 


TOM. we ereeee 20 


Oxide, Selected, per 


Green Seal 


White Seal 
ard 


Shellac 


SETTER. oo. te Black, 


Black, Bone 


We quote from 
Hexagon poultry 
from standard list. 

Rope.—There is somewhat of an im- 
provement in rope sales. Stocks are in 
good condition and prices remain firm. 

We quote from local jobbers’ 
Pure manila rope at 21%c. per 
pure sisal rope at 16%c. per Ib. 

Sandpaper.—Sales are showing grad- 
ual improvement. Stocks are in good 
condition. Price remains as last. 

We quote from 
Best grade No. at $7.20 per ream; sec- 
ond grade No. 1 at $6.50 per ream; No. 1 
Garnet paper at $15 per ream. 

Sash Cord.—Very little improvement 
is noted in this line at present, but is 
expected to develop later. Price re- 
mains as last. 

We quote from local jobbers’ stocks: 
Silver Lake No. 8 at 65c. per lb.; ordinary 
braided cotton No. 8 at 38c. per Ib. 

Sash Weights.—Sales are improving 
only slightly. New construction has not 
developed sufficiently to require weights 
as yet. Price as last quoted. 

We quote 
$3 per cwt. 

Screen Doors and Windows.—Retail 
sales are just getting started and are 
not far enough along to determine 
whether or not any volume will de- 
velop. Price remains as last. 


We quote from local jobbers’ stocks: 
Sherwood adjustable 24-in. window screens 
at $9 per doz.; Wabash extension at $7.70 
per doz. 

Screws.—There is a slight improve- 
ment in sales. Jobbers’ stocks are in 
good condition. There has been a fur- 
ther decline in bright and blued screws. 

We quote 
Flat-head 
round-head blued screws, 70-10 per cent: 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent; iron ma- 
chine screws, 60 per cent; brass machine 
screws, 40 per cent; lag screws, 50 per cent. 

Solder.—Solder market remains dull. 
Stocks are plentiful. No further re- 
duction in price reported. 

We quote from local jobbers’ 
Half and half solder %3c. per Ib. 

Steel Sheets.—Very little demand has 
developed in market for steel sheets. 
This condition has been reflected in a 


local 
netting, 


stocks: 
per cent 


jobbers’ 
40-10 


stocks: 
Ib. base; 


local jobbers’ stdcks: 


from local jobbers’ stocks: 


local 
screws, 


from 
bright 


jobbers’ 
75-10 


stocks 
per cent; 


stocks: 


White and Red Lead, 
Cents per |b 


. 9 


Dry Colors 


Carbon Gas....12 @30 


Black, Drop 
Black, Ivory 
Lampblack 

Blue, 
Blue, 
Blue, 
Blue, 


@15 
@3u 
@i4 
@b65 


90@ 5 15 
12 


nomina) 
45a 


804 


Chines» 
60 @b5 
@ 

@410 
4% 


Prussian 
Babubte «<vccwces 65 
Ultramarine ....15 
Brown, American, Burnt 34@ 
Brown, Sienna, Italian, 
Burnt and Powdered... 7 @15 
rurkey, 


Brown, 


Ete. 


ll Umber 
Raw Lump 
(rreen 
Paris, Green, 
Arsenic 

Red Carmine, 
bulk 
Indian 


coee@e 
Bulk 
coeeee BZ QAS 
No. 10, 
5.00@5.10 
Red, Standard..14 @15 
Pink hae ..28 @ 
Tuscan Red @30 
Para Pure 
Natural Red Oxide... 4 
Yellow, Chrome 22 
Vermilion 
Ochre, 


Chrome @60 


@10 

@10% 
@11% 
12% @12% 


Rose 


“ao 
@ 

Per ib English 1L.00@1.10 
French 34,@ 4 
40 


Domest ix @50 


further decline in price. 

We quote from local 
28-ga. black sheets, $5.65 
galvanized sheets, $6.75 


jobbers’ 
per cwt.; 
per cwt. 

Wheelbarrows.—There is a slow but 
gradual improvement in sales of bar- 
rows. Stocks are ample. Prices show 
no change. 

We 


stocks: 


28-ga. 


quote from local jobbers’ stocks: 


Fully bolted wood barrows, $42 per doz.; 
No. 1 tubular steel, $7.50 each; No. 1 wood 
garden barrow, $5.75 each 

Wire Cloth.—There is a rapid im- 
provement in sales as the season opens. 
Stocks are fair, but some jobbers have 
not received their spring shipments. It 
would not be surprising should a short- 
age develop. Price remains as last. 

We quote 


from local jobbers’ stocks: 
Biack 12 x 


12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft. 
Wire.—Sales are gradually showing 
improvement. Jobbers’ stocks are in 
fair condition. Prices show no change. 
We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.62; galvantzed cottle, $4.18; painted hog 
wire, $3.88; galvanized hog, $4.46. No. 9 
black annealed wire, $4.35 pcr ewt.; No. 9 
annealed galvanized, $5.05 per cwt. 

We quote from local jobbers’ stocks 
Barbed wire, painted, cattle, 80-rod spools, 
$3.62; galvanized, $4.28: painted hog wire, 
$3.88; galvanized hog wire, $4.96 per spool. 
Smooth black No. 9, $4.35 per cwt.: gal- 
vanized smooth, No. 9, $5.0% per cwt. 


LONDON MARKET LETTER 


LONDON, March 3 

The fairs which were held recently 
simultaneously in London, Glasgow and 
Birmingham, respectively marked by 
the displays of silver, cutlery, fancy 
goods, castings and iron foundry and 
hardware have caused some stir among 
hardwaremen. These events were at- 
tended by numerous buyers from over- 
seas as well as those wanting to see 
for themselves the latest developments 
of manufacture for the home markets. 
Public opinion is in favor of such shows 
where there are opportunities of com- 
parison and observation of the relative 
values of such goods which, although 
varying in design, are offered for sale 
with the same object. These fairs were 
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much on the lines of the old Leipsic 
Fair which was at one time so largely 
attended by Continental buyers. They 
give the cue to makers and lead to the 
adoption of generally accepted patterns 
for the markets in which they seem 
likely to sell, as judged by inquiries 
from those places. 

A large building in London in which 
samples of American goods from many 
makers could be seen, as a permanent 
exhibition, would tend to improve busi- 
ness between the two countries. So 
far American merchants here are 
rather isolated and there is no locality 
where buyers can congregate and make 
notes with a view of laying in a diversi- 
fied stock of American goods. Experi- 
ence shows that it is not much use of a 
retailer buying a few goods from any 
one factor unless he can specialize upon 
the entire products of a market in hard- 
ware or other trade in which he is in- 
terested. He cannot hope to do this 
if he confines himself to the goods sold 
by any one merchant who is apt to get 
into ruts. 

There is just now a movement on foot 
to establish some mark of identity or 
origin in all the wares offered by for- 
eign merchants. There is a feeling of 
distrust that German goods are being 
introduced without even the knowledge 
of the factors who handle them. While 
many would welcome American hard- 
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ware they want to be assured that it is 
really made in the States, and I would 
advise manufacturers who want to do 
business with Great Britain to see that 
the place of origin is made clear. An- 
other hint may be useful: Do not sug- 
gest that the goods are substitutes for 
British; rather that they are something 
useful that can be sold along with Eng- 
lish-made articles supplementing the 
things already on the market, and by 
their sale home comforts can be in- 
creased and running a workshop more 
economical. There is a great cry for 
labor-saving utensils, especially any- 
thing that can be used in the kitchen 
to make the work of the housewife 
easier, for the domestic servant ques- 
tion is still acute. 

Publicity is a weak point in most of 
the hardware circles here, and yet the 
public appreciate advertised goods and 
the dealers who strike out in this direc- 
tion reap their reward. If American 
merchants would do a better business 
in England they should put into force 
some of the excellent publicity ideas 
which have proved so successful in the 
States. 

In many directions there is a slump 
in business, not merely in one country, 
but in many. It is the natural out- 
come of the abnormal advances in prices 
which were bound to receive a tempo- 
rary check. 
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Twin Cities Paint Market 


April 14, 1921, 


There is considerable improvement in 
sales as the spring season opens with 
stocks ample to meet all demands. 


Alcohol.—Sales are showing improve- 
ment. Price remains firm. 


We quote from local jobbers’ stocks: 60c. 
per gal. in barrel lots, 


Linseed Oil—Sales are of fair vol- 
ume. There has been a further decline 
since last report. 


stocks; in 


We quote from local jobbers’ 
boiled 77e. 


barrel lots: Raw, 75c. per gal.; 
per gal. 
Shellac.—This 
along with other lines. 
firm. 
We 
shellac, 
per gal. 
Turpentine. — Market is fair; sales 
are not of large volume. There has 
been a further reduction in price. 
We quote from local jobbers’ stocks; 
pentine burrel lots; 75c. per gal. 
White Lead.—Sales are of fair vol- 
ume, but not as large as ready mixed 
paints. 


item is improving 
Price remains 


Orange 


quote from jobbers’ stocks; 
$3.00 


2.75 per gal.; white shellac, 


Tur- 


We quote from local jobbers’ stocks; 
White Lead 100-lb kegs, $13.13 per cwt., 
50 and 25-lb kegs, $13.38 per cwt., 12'%- 
pails, $13.68 per cwt. 











Current Metal Prices— April 18, 1921 


Iron and Soft Steel Bars 
and Shapes 


Bars: 
Refined Iron, 
Swedish Bars, 


Soft Steel: 
% to 1% in. round, and 
square 
Bands, 1% to 6 x 3/16 to No. 
8 (base price)..... .3.93¢ No. 
No. 


Hoops (base price).........4.é 
higher, 
Beams and Channels, Angles 
and Tees: 
8 in. x % in. and meee. 
base 23 


Channels, 
under 3 in. x % 


base price. 2 
base price. .12.5 


Angles =, ‘eee 
. -8.23¢ 


Merchant Steel 
Per 
Tire, 1% x % in. and larger.3.2 3e¢ 
Smooth finish, 1 x 2% No. 30.. 
x 4 in, and larger....... 3.43¢ 
‘Toe calk % x % in. and 
larger 


Oold-rolled strip 
and quarter hard). 0. 00 @10.50¢ 


Open-hearth spring steel 
4.30@8.00¢ 


Shafting and Screw Stock: 
DEED cach sees seweb eer ee 4.73¢ 


Squares, flats and 


coarser: 
Bright 
Annealed 


Copper 


Bow Annealed—Black 


lb. No. 27... 
28... 


28, 36 in wide, 


Steel Wire 
Base Price* 


Tin Plates 
Soft Steel 
Oo. R., Wood's 
One Paes, Refined 
Per Ib. Per Ib. 
ee 4.95@5.18¢ 
24.......5.00@5.23¢ 
5.05@5.28¢ 
5.15@5.38¢ 
5.40@5.63¢ 

10¢ 


Coke—14 2 20 
Primes 


Per Ib. 
5.25@5.38¢ 
5.50@5.63¢ 


Galvanized 


18 an@ 30...... 5.65@5.78¢ 
> we OOO Bh. cessed 5.80@5.93¢ 


5.95@6.08¢ 


plete ae 6.10@6.23¢ 


6.25@6.38¢ 
6.75 @6.88¢ 
20¢ higher. 


on No. 9 gage and 
Per Ib. 


Basic 

Soft 
Galvanized Annealed 
Basic 


hex. 3¢ Tinned Soft Bessemer 


Brass Sheet, Rod, Tube and 


Best cast steel 
Extra best cast steel 
High 

Tank Plate—Steel 
Per Ib. 
.8.28@38.33¢ 


Brass 
Brass 


% in. and heavier... Brass 


Sheets 
Blue Annealed 
4.23@4.35¢ 
. 4.28@4.30¢ 


- 4.33 @4.350 
4.44@4.456 


Brass 
High Brass 


Copper Tube, 


Copper Sheets 

Sheet Copper, 
21% @22¢ per Ib. 
Cold rolled, 14 oz. and heavier, 
2¢ per lb. advance over hot rolled. 


Lake Ingot 
Electrolytic 
Casting 


Wire 
Sheet....18 


Bright Tin 
Grade 
“AAA” 

Charcoal Charcoal 


14x20 


Terne Plates 
8-lb. Coating 14 2 20 


Babbitt Metal 
Best grade, per Ib 
Grade Commercial grade, 
“are 


14x20 644 @T¢ 
$10.75 
12.25 
13.75 
15.08 
16.25 


Asiatic 


Aluminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), i 
ingots for remelting, per 
30 @33¢ 


Old Metals 
The market is unsettled 
tendency of dealers is to refrain 
from purchasing. Values are gen- 
erally unchanged. Dealers buying 
prices are nominally as follows: 
Cents 

Per lb. 

heavy and crucible.. 10.25 
heavy and wire.. 9.25 
light and bottoms. . 


Wasters and the 
$ 7.55 
7.65 
7.75 
7.90 
8.90 
9.90 
10.90 
11.90 


Copper, 
Copper, 
Copper, 
Brass, heavy 

Brass, light 

Heavy machine composition. 
No. 1 yellow brass turnings. 


No. 1 red brass or composi- 
tion turnings 7.75 


Lead, heavy 3.50 
Lead, 


7.75 
6.00 
4.50 
9.75 


5.25 


2.75 
Welded Pipe 
Standard—Steel 
Blk. 
1% , 


Spelter and Sheet Zinc %-3 


Seamless.21 4, @2: 3 ine Western spelter 
Seamless.22% @244¢ 


American pig 


hot rolled 24 os. 
base 


No. 


*Regular extras for lighter gages. 


Sheet zinc, No. 9 base, casks, 
12¢ open 13¢ 


Lead and Solder 


Solder % and % guaranteed. .23¢ 
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Pop Gets Enthusiastic 


(Continued from page 103) 


Bud a little weary from the grind of 
the week. 

“Huh! how are you figuring to do 
that?” the Judge was a little skep- 
tical. 

“Going to show people things they 
can do to their automobiles to make 
’em run and work and look better,” 
said Bud. 

“What things?” 

Bud led the Judge over to the 
Puddle Jumper. Somehow, in spite 
of its grooming it looked unimpres- 
sive to Bud just then as he thought 
of the expensive car outside. 

“Nickel plated bumpers, fore and 
rear,” said Bud. 

“Got ’em,” said the Judge. 

“Tire pump,” offered Bud. 

“Built in mine,” countered the 
Judge. 

One by one, Bud exhibited his 
tricks. Some were sniffed at and 
some the Judge already had. It 
looked like a flat failure until Bud 
disclosed a ciever little traffic signal 
on the rear light. 


The Judge Didn’t Have This One 


“How’s that work?” asked the 
Judge. 

Bud demonstrated. The Judge 
stuck his head out of the door and 
called his chauffeur. The two of 
them solemnly watched a_ second 
demonstration. 

“How much?” asked the Judge. 

“Ten dollars, complete,” said Bud. 

“Can you put it on?” the Judge 
turned to his chauffeur. 

“Sure I can,” responded that per- 
son. 

“Give me two outfits,” said the 
Judge. 

“Dang it, I’ll have to buy some 
more of them,” sorrowed Pop Hynes, 
“I only got two of them because I 
didn’t think they’d sell.” 

“Best idea I’ve seen,” replied the 
Judge. “I knew there were things 
like that on the market, but I had 
an idea they were complicated and 
likely to get out of order. Now I’ve 
seen it, I’m willing to buy.” 

As the door closed on the custom- 
ers, Bill did a clog dance and sang, 
“Sold ’em—sold ’em” until Pop told 
him to “shet up,” but the old man 
was pleased. 

Bud had not planned to come out 
Monday, but the more he thought 
of it the less he dared to stay away. 
Minus his car he took the morning 
train and got in about eleven. He 
was just in the nick of time. 

A farmer who had received the 
letter had come in, counted all the 


accessories carefully, made out his 
card and demanded his pipe wrench. 
Pop had told him, “Have to wait till 
Saturday night” and the farmer was 
disappointed. He hauled a mail-or- 
der catalog from his pocket and 
thumbed it over. Finally he came to 
a page and stopped. He compared 
the catalog price with the tag on 
the car. Then he began to kick. 

“I knew they’d beat you,” he said, 
pointing to a Collapsible Luggage 
Carrier on the Puddle Jumper. 

Bud came in just in time to get 
the meaning of the scene. Getting 
out of his hat and coat he hustled 
over to the farmer. 

“How much do they want for it?” 
he asked. 

“$4.25 and look at your price!” 

“Well, what’s the matter with our 
price of $4.80?” said Bud. 

“Daggone it, you said you met 
mail order prices and here you are 
trying to get 55c more out of me 
than I can buy it in Chicago. What 
kind of advertising is that?” 

“Let’s see,” said Bud. He took 
the catalog and read the description 
carefully. 

“Hm, this isn’t a genuine Stan- 
ley,” he remarked, “it’s an imita- 
tion.” 

“They’re all alike, 
asked the farmer. 

“How do you know? 
ing unsight unseen.” 

“I can return it and get my money 
back if I don’t like it.” 

“Sure you can—and then you 
haven’t got your luggage carrier. 
Didn’t you need a luggage carrier?” 

“Yes, I figgered I could carry a 
mess of truck to town with one of 
them on each side of the car.” 

“How much would it cost you to 
get the mail-order carrier here?” 
asked Bud. 

“Couldn’t be very much,” replied 
the farmer. 

’ “Let’s look it up and see,” Bud 
dug a parcel post guide out of the 
Puddle Jumper and figured on 
weights and zones for a minute. 
“Ha!” he said triumphantly, ‘59c 
plus 3c war tax for your carrier. I 
knew it. And then you haven’t got 
a genuine Stanley and you don’t 
know how heavy the metal is and 
you’d have to wait a week or ten 
days. Told you we were under ’em.” 

“Mebbe, I could get it cheaper by 
express,” hung on the farmer. 

They called up the express agent 
at the depot and the report came 
back “95¢” and then the farmer 


ain’t they?” 


You’re buy- 
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gave up. But Bud wouldn’t let go. 

“There’s another charge for 
money order, you know, so you must 
add that in. Why, we’re way under 
them!” — 

“All right, all right, I’ll take one,” 
said the farmer and, as he went out 
the door, he confided to Pop, “Can’t 
talk that young feller down, can 
you?” 

The week went big. Pop Hynes 
did more business than he had ever 
done in any one week of his life and 
it wasn’t all auto accessory business, 
either. Women folks came in with 
their husbands and bought many 
household items. The men bought 
regular shelf hardware, door trims, 
tools, and the like. 

The idea caught on in other towns 
and before the month was out, Bud 
had all his road men working up lo- 
cal Auto Accessory Shows and the 
Starling Hardware Co. got a jump 
on some business that other jobbers 
had overlooked. 

Dan kicked because Bud was hard- 
ly ever in the store! 


Graff Brothers’ Method 


(Continued from page 105) 
cessfully. 

“We also try to keep a good win- 
dow display at all times as we find 
without a doubt that it is quite a 
business getter and we are continu- 
ally running specials in this window 
which help to create a lot of enthu- 
siasm and have a tendency to bring 
the people in our store which often- 
times leads to greater sales and a 
bigger volume of business. 

“Any firm has got to be on the 
alert these days in purchasing in 
this line as there are lots of items 
one can stotk very easily but they 
are very hard to get rid of. 


Carrying the Right Goods 


“We believe that one cannot fail 
along these lines if he continues to 
stock up the good staple items which 
are advertised heavily and kept be- 
fore the automobile owner continu- 
ally as we find the majority of these 
fellows are always willing to pay, 
provided you give them what they 
want when they want it. 

“We strictly adhere to that old 
motto, ‘If we do not have it in stock 
we will gladly get it for you’ and we 
are finding, day in and day out, that 
it works admirably. 

“We are right in the heart of an 
automobile center here, surrounded 
by quite a few accessory houses, but 
we find that they are no obstacle to 
us if we want to go out after the 
business, which we are doing. 

“T find that a large number of the 





152 


manufacturers of automobile ac- 
cessories are continually informing 
me that the hardware establishment 
is the logical place for automobile 
accessories to be handled, and they 
are always glad to get a good hard- 
ware establishment on their books 
and are continually stating that 
they do not know of anybody they 
would rather do business with than 
the majority of the hardware men 
throughout the country. 

“We started by buying, possibly 
one hundred spark plugs at a time. 
We are purchasing the same plugs 
by the thousands now. Piston rings 
we never dreamed of until lately and 
we are selling them by the hundreds 
now. Cap screws, etc.—it seems we 
never can get enough. These and 
hundreds of other items for the auto- 
mobile were practically unthought of 
by this house just a little over a year 
ago, but to-day we are in the acces- 
sory game up to the neck and surely 
feel as though we are going to stay 
in it, as we find it a nice. clean and 
profitable line.” 


Accessory Service 
(Continued from page 109) 


Attractive Arrangement 


Next you must make the depart- 
ment inviting. This can be accom- 
plished by well-arranged displays. 
He uses a row of brilliantly lighted 
show cases to display the higher 
class of accessories, and does not 
hesitate to make use of the tops of 
the cases to show his wares. A wide 
aisle between the cases and the wall 
shelves allows the customer to closely 
inspect the display on the sample 
boards. Every item carried in stock 
is sampled and the stock kept in 
drawers conveniently located behind 
the hinged sample boards. The de- 
partment all through is very taste- 
fully arranged, and the minute you 
enter the door you are aware of the 
fact that here is a real accessory de- 
partment. 

One of the most important things 
in conducting an accessory depart- 
ment, according to Mr..Bailey, is the 
service you render your customers. 
To do this successfully you must 
know your goods thoroughly, and 
must be able to honestly recommend 
them; and it is an unbroken rule of 
his that the customer must be satis- 
fied. This is perhaps one of the 
greatest reasons for the success of 
his firm in this line. The customer 
is always right here. There can be 
no arguments, and while once in a 
while a customer is absolutely unrea- 
sonable in demanding adjustments, 
he gets them without question. 

That this pays in the end, an in- 
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stance is cited: A customer, through 
his own negligence, ruined a high- 
priced accessory. He sought an ad- 
justment. Without question his 
money was refunded. A few days 
later he bought many times this 
amount of goods, and has been one of 
the best customers of the firm ever 
since. He liked the treatment he 
received, and it is on record that he 
has since recognized the injustice of 
his claim and has offered to pay for 
the accessory. This case, while an 
extreme one, shows the policy behind 
the sales plan. 

Courteous treatment is a big help 
in building up sales, and in the 
Schoedinger-Marr store you always 
get it. The average person likes it, 
the firm knows, and will go out of 
his way to patronize the fellow who 
meets him with a cheery smile and 
a pleasant manner. And that it pays 
big is patent to anybody who spends 
a few minutes in this store and ob- 
serves the steady flow of satisfied 
purchasers. 

When the Woman Buys 
(Continued from page 112) 


while the salesman was talking to 
her husband, she was looking inter- 
estedly at the display of rugs, foot 
warmers, flower vases, searchlights, 
etc., and you can bet at some future 
date some of these things wil]l find 
a favored place on the family Ford. 

While in this store I saw many 
women help in the selection of auto 
accessories, and it struck me that 
the time is ripe for the live hard- 
ware dealer to arrange a window 
for the woman autoist. Surely there 
is no lack of material. There are 
foot warmers, hammocks for the 
baby, vacuum bottles, camp outfits, 
rugs, flashlights, card , cases, step 
rugs, polishes, clocks and a hundred 
and one articles that help make a 
car comfortable and good to look at. 

Such a window should be a friend- 
ly one to the women, and that will 
encourage them in the buying of ac- 
cessories, and will build up their in- 
terest in the Saturday and Sunday 
outings. It should certainly carry 
a complete display of the many mod- 
ern camping articles that make the 
car trip one of real pleasure. 

The woman of to-day is a decided 
factor in the purchase of the car 
and the buying of the accessories 
that go with it. “The man pays for 
the car, but the woman has the final 


” 


say. 


Washington Letter 
(Continued from page 132) 
rying on the business of operating 

or renting passenger automobiles. 
Recalling the fact that Atlantic 
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City is a city by the Atlantic, you 
will understand why Mr. Bacharach 
also proposes to eliminate section 
1003 of Title X of the War Revenue 
Act which taxes “yachts, pleasure 
boats, power boats, motor boats 
with . fixed engines, and sailing 
boats.” 

Can’t you see the residents of At- 
lantic City lined up at the railroad 
station with a brass band to wel- 
come Mr. Bacharach on his next 
week-end visit to the home town? 

The Mackay-Newcomb Co., Federal 
and High streets, Boston, retail hard- 
ware, last week signed a lease of quar- 
ters on Federal Street, adjoining, pos- 
session to be taken Jan. 1, 1922. The 
wall intersecting the present and the 
new quarters will be renovated so 
there will be access from one to the 
other. The company to-day occupies 


quarters approximately 20 x 20 ft. 


Cleveland Paint Market 


Office of HARDWARE AGE. 
538 Guardian Hildg.. 
Cleveland, April 1s 


The demand for paints and varnishes 
shows some improvement. Retailers 
are booking a fair volume of orders for 
spring painting and manufacturers are 
very busy. Prices are unchanged. 


Jobbers quote best makes of mixed paints 
at $3 per gal. for colors and $3.25 for white. 


Linseed Oil.—A further decline of 6c. 
per gal. has brought linseed oil prices 
down to below pre-war levels. The late 
reductions are attributed to the fact 
that farmers have been compelled to 
place their flax upon the market. It is 
believed that present prices are near 
bottom. 


Jobbers quote linseed oil at 66c¢. per gal. 
on bbl. lots for raw oil and 68c. for boiled 
oil. 


Turpentine.—Turpentine: has reacted 
about 2 cents from recent low prices 
and is now quoted by jobbers at 70!c. 
per gal., in bbl. lots. 

White Lead.—The demand for white 
lead is steady and the market is firm. 


Jobbers quate best quality of white lead 
at 18ec. per Ib. 


The Car and the Camper 
(Continued from page 97) 

that western town, who saw their op- 
portunity in catering to the auto 
camper and grabbed it. They say 
opportunity only knocks once. Per- 
haps so—but she sticks around quite 
a while waiting to see if some one 
won’t finally open the door. 

She may be standing out in front 
of your store right now beckoning 
to you and pointing a long lean fore- 
finger at one of your car-owner cus- 
tomers. Call her in and take the 
hunch she gives you. There is a lot 
of good hardware money to be gar- 
nered from the automobile camper 
and his motor car. 
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Selling the Architect and Builder 


OLLOWING the policy established last 
year, a large proportion of McKinney 
advertising in 1921 is being directed to archi- 


tects and builders. This advertising is hav- 
ing a marked effect. The big buyers of hinges 
are being guided more and more by the name 


McKinney. 


The great mass of hinge users and buyers 
is being reached through The Saturday Even- 
ing Post, The Literary Digest and System. 
McKinney advertising in these publications 
stimulates sales and constantly keeps the 
name McKinney before the public. 


Also manufacturcrs of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One -Man Trucks. 
These McKinney One-Man 
Trucks eliminate the need of 
extra helpers and cut trucking 
costs in half. 


To back up this national advertising, 
McKinney is ready to help the hardware 
dealer in his immediate territory. Send for 
counter display cards. Let,your customers 
know McKinney products are on your shelves. 
Use McKinney booklets and folders for 
monthly statements and mailings. 


Let us send you a series of general hard- 
ware advertisements for your local news- 
papers. Ample space is provided in each of 
these for prominent display of your name 
and address. All this material will be for- 
warded upon request. 


MCKINNEY 


Hinges and Butts 


McKinney MANUFACTURING Co., Pittsburgh. Western Office, State-Lake Bldg., Chicago. Export Representation. 
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Nozzle Gives Excellent Spray 


The Rainbow Garden Hose Nozzle, 
a product of L. R. Nelson, Peoria, I}., 
is similar in appearance to the stand- 
ard type of garden hose nozzle and 
works in exactly the same way, but the 
method of securing the spray is said to 
be different. 

With this nozzle the spray is created 
by an internal spiral which operates 
when the control pin is away from the 
outlet hole. As the control pin is al- 














Rainbow Garden Hose Nozzle 

ways away from the hole while spray- 
ing, it is said that the spray is al- 
ways even and symmetrical, and never 
lop-sided. This non-penetration of the 
control pin through the outlet hole is 
said to be an exclusive feature with 
the Rainbow Nozzle. 

It is built a little larger than the 
average garden hose nozzle and offers 
the user a real healthy handful when 
in use. As the nozzle is built of 
wrought brass, having no cast metal 
parts, there is no chance of leakage 
from sandholes. The packing is made 
from all-wood fibre, no cotton being 
used, so that the life of the packing 
covers many seasons. — 

Each Rainbow Nozzle is tested with 
water to insure perfect operation. 


Washing Machine Built on Four 
Unit Construction Plan 


An electric washer, built on the plan 
of four unit construction, is offered the 
trade by the Apex Appliance Corpora- 
tion, 322 West Thirtieth Street, Chi- 
cago. It is known as the Apex washer. 

The advantages of the four unit con- 
struction to dealers as well as to cus- 


P.aced on the Market by Hardware Manufacturers 


tomers can be summarized under four 
main heads—manufacturing economy, 
maintenance economy, accessibility and 
easy to display. The four units are 
the cabinet or frame, the wringer, the 
oscillating tub and the power plant or 
driving mechanism. 

In the course of a minute the Apex 
tub oscillates thirty-four times, and 
tests have shown that this motion turns 
the clothes completely six times. 

Another feature of the Apex tub is 
the perfectly balanced suspension, so 
that the tub moves back and forth 
with least resistance and least load on 
the motor. 

It is possible to remove the tub from 
the machine by removing one cotter-pin 
which holds the connecting rod and by 
unscrewing one of the two journals on 
which the tub is supended. 

The wringer and wringer shaft may 
be removed by taking out one taper pin. 

In the process of developing this com- 
pact construction it was found that 
many parts could be eliminated. For 


Apex Washer as It Appears Assembled 


instance, the “power plant” has no in- 
termediate gears. Gears on the shaft 


of the driving pulley mesh directly razor. 


with the washtub gear and the wringer 
gear. These, with the two miter gears 
which drive the wringer shaft, are the 
complete driving mechanism. 


Straight Razor with Renewable 
Blade and Guard 


With a blade guard for the timid the 
Pike Ejectoblade is a razor that is said 
to give the user a real cool, comfortable 
shave efficiently. It is made by the 








Victory Model Pike Ejectoblade 


Pike Manufacturing Co., Pike, N. H., 
who also make the replaceable blades 
used. 

The razor got its name from the fact 
that in removing the blade it is ejected 
by holding the tang in one hand and 
the handle in the other. The blade is 
three-quarters way back and the handle 
is pushed away from the tang. The 
blades slide out very easily. A _pat- 
ented catch holds the blade in place for 
use. It snaps shut very easily. This 
simple replacing feature prevents many 
cut fingers and cut faces as there is 
no possibility of the blade slipping and 
no danger of using the finger for pliers 
in removing the blade. The guard 
is designed to fit over the cutting edge 
and may be used with equal success. 
The razors are constructed in the main 
the same as the good old-fashioned 
straight edge razor much in use among 
colored social circles and the choice of 
many present-day self shavers. 

The blades used are economical, for 
it is possible to hone and strop them 
as one would the old straight razor. 
An extra blade is furnished with each 
New blades are obtainable. 


Reading matter continued on page 156 
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WILCOX s 


G 


The dealer who handles the Richards- 
Wilcox line of grindstones handles a 
complete line in, all standard sizes and in 
all standard types of construction; angle 
iron frame, tubular frame, and wood 
frame; hand operated, pedal operated, or 
power operated. 


There is a wider selection in the R.-W. 
line, to meet individual requirements, 
than you can get in any other. 


In back of this selection is a standard of 


How About Grindstones This Spring ? 


quality which makes every sale of Rich- 
ards-Wilcox built grindstones the basis 
for other orders from people who see 
these grindstones in use. 


Grindstones are a necessary part of the 
equipment of every farmer. 

The sales you make in R.-W. grindstones 
will build up business in other Richards- 
Wilcox lines. 

Make Richards-Wilcox catalogue a work- 
ing part of your Purchasing Department. 


Send for general catalogue U-16 
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Auto Steering Wheel Lock 


Car thefts are still on the increase, 
according to latest figures, and many 
cars are stolen and never recovered. 
The need of efficient locking devices for 
all types of cars is a pressing one, in 
which the Perry auto lock is said to 
fill the bill. This lock is made by the 
Perry Auto Lock Co., 2635 South Mich- 
igan Avenue, Chicago. 

It is neat in design and does not 
necessitate reaching under the wheel 
for the lock, and is simple to install. 

Instead of disengaging steering 
pinion the wheel disengages from it- 
self on the hub and does not change or 
affect the original working parts of the 
car. 

This lock does not require ball bear- 
ings. The disengagement is in the lock 
itself. 

In addition to the Ford, wheels of the 














Perry Auto Lock 


same design are being made to fit all 
popular cars, such as the Dodge, Chev- 
rolet, Maxwell, etc., in addition to the 
heavier wheel which they manufacture 
for all makes of cars. — 


For Better Chassis Lubrication 


Vanoilers are designed to feed lubri- 
cation where needed, when needed, and 
in the quantity needed. No matter how 


well the lubricant is fed to the parts © 


it is wasted when fed if lubrication is 
not needed. Some lubricating devices 
supply lubrication when it is least 
needed, and have absolutely no regu- 
latefl devices for supplying oil and 
grease in the quantity required and 








There are four additional 
pages of Motor Accessory 


Items in this issue 
SYOUUEDSNONUUOUQUUNNONOORONNitAQQUqOUAEENNATE 


when needed. Vanoilers permit a flow 
of oil to the parts only when the car 
is in motion—in other words, only when 
lubrication is necessary. In addition, 
they save expensive lubricating oil be- 
cause they automatically stop feeding 
oil when the car is at rest. 

Picture the human eye. It-is the most 
perfectly lubricated bearing known to 
science. Lubrication is supplied to the 
eye through the tear duct when lubri- 
cation is needed. For example, emotion 
may cause an individual to cry. Water 
runs out of the eye and is replaced from 
the tear duct when needed and in the 
quantity needed. 

Ordinary grease or oil cups do not, 
of course, furnish thorough lubrication, 
and the various forced feed systems 
cause a lack of lubrication when the 
lubricant, fed by the forced feed sys- 
tem, is used up when the car is run- 
ning. 

Forced feed lubricators require the 
owner to habitually force the lubricant 
every so often into the parts to be 
lubricated. When that lubricant is 
used up chassis punishment goes on 
without proper lubrication. 

The vibration of the car when Van- 
oilers are used causes a steady flow of 


Vanoiler and Phantom View of Construction 


lubrication to the parts and when the 
car is at a dead stop they automatically 
stop feeding oil. 

Vanoilers are made of die cast Alu- 


mac and are highly polished. They re- 
quire filling every thousand miles. They 
are furnished in two types—the offset 
for horizontal connections and for the 
straight or vertical style. They are 
made by the Advanced Products Cor- 
poration, Philadelphia, and sold through 
Edward A. Cassidy, 23 West Forty- 
third Street, New York. 


Keyless Lock 


Neat in appearance and sturdy in 
construction the Steen keyless lock is 
offered the hardware trade by Triples 
Metals Corporation, Waukegan, Ill. It 
is springless and consists of very simple 
and few parts. It can’t be picked and 


Steen Keyless Lock 


is practically unbreakable, being 
sturdily welded. The locks come in 
long and short shackles, the former 
being used largely for bicycles, motor- 
cycles, Ford transmission and spare 
auto tires, while the short shackle pad- 
lock accommodates all general needs. 

The good-looking display case which 
also acts in the capacity of a shipping 
case is of interest to dealers. It is a 
two-compartment box. The upper sec- 
tion has twelve individual berths for 
locks; the lower case the same, thus 
making it a very useful container for 
twenty-four locks. 

The lock is opened by turning to the 
proper combination the same as on 4 
bank vault or safe. 


Reading matter continued on page 158 
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BUYER’S 
MARKET 


HE far-sighted jobber and dealer today is 

placing his specifications for advance de- 
livery on what is distinctly a buyer’s market. 
Sixty days from now business will have resumed 
practically normal proportions and delaved speci- 
fications will clog the wheels of depleted produc- 
tion, leaving the dilatory merchant to seek his 
wares from the resumption of normal, manufac- 
turers’ output. 


IN 1921 


there will be an actual shortage of automotive 
products. This is inevitable. Factory produc- 
tion has been almost at a standstill—jobbers’ and 
dealers’ stocks are depleted. Advance specifica- 
tions placing factories on an immediate produc- 
tion basis will do much to relieve this situation 
and the far-seeing merchant today is protecting 
himself against precisely the contingency sug- 
gested. 


FOR THE JOBBER AND DEALER 


in 1921 the HERCULES line of spark plugs offers greater inducements 
than any like line on the market today. Jobbers are covering for 
Spring delivery, and its manufacturers are providing for the needs of these 
distributors. Write today for full information and possibilities offered by 
HERCULES. Eclipse Manufacturing Company, Indianapolis, U. S. A. 


HERCULES 




















Notes of the Retail Hardware Trade 


BIsHoP, CAL.—The Bishop Hardware 
Co. business has been dissolved. 

Los BANos, CaL.—Ives and Luke, 
new owners of the Bibby hardware 
store, request catalogs on the follow- 
ing: Builders’ hardware, building 
paper, crockery and glassware, cutlery 
dairy supplies, electrical household spe- 
cialties, farm implements, flashlights, 
fishing tackle, gasoline engines, guns 
and ammunition, heating stoves, heavy 
hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
sporting goods, stoves and ranges, 
toys and games, washing machines and 
wheel toys. 

Cope, CoL.—L. E. Jacobs, successor 
to the Cope Hardware Co., requests 
catalogs on automobile accessories, 
automobile tires, builders’ hardware, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, farm im- 
plements, flashlights, gasoline engines, 
guns and ammunition, harness, heat- 
ing stoves, heavy hardware, home bar- 
bers’ supplies, kitchen housefurnish- 
ings, mechanics’ tools, paints, oils, 
varnishes and_ glass, phonographs, 
plumbing department, pumps, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop and wash- 
ing machines. 

NEW BRITAIN, CONN.—Louis W. 
Fodt has purchased the Plainville En- 
gineering and Hardware Co.’s_ stock 
and fixtures. 

STAMFORD, CONN.—Frank 
has moved to a new location. 

WASHINGTON, D. C. . F. Dismer 
will move his stock to 3124-3126 14th 
Street, N.W., when alterations are 
completed. 

Cocoa, FLA.—The John A. Fiske Co. 
requests the name of the manufacturer 
of Cartmal crate hatchets. 

WINTER PARK, FLA.—The Orange 
Hardware & Furniture Co., who will 
in the near future, occupy new quar- 
ters, requests catalogs on _ builders’ 
hardware, crockery and_ glassware, 
fishing tackle, guns and ammunitions, 
mechanics’ tools, refrigerators and 
sporting goods. 

LAvA Hor _ SprinGs, IpAHO.—The 
Lava Mercantile Co. has purchased a 
portion of the P. R. Cotner hardware 
stock. 

SPRINGFIELD, ILL.—The Greig Van 
Nattan Hardware, Plumbing & Heat- 
ing Co., 415 E. Monroe Street, has 
succeeded to the business of Greig 
Westman. 

WInsLow, INp.—Pirkle & Son has 
disposed of their stock to James B. 
Bottom. 

Potter, KAN.—The J. W. Allen 
Hardware & Implement Co. is the new 
owner of the Meinert Bros. stock. 
Catalogs requested on a general line of 
hardware. 

DANForRTH, Me.—The Danforth 
Hardware Co. requests catalogs on the 
following items: Automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 


M. West 


farm implements flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition hammocks and _ tents, 
harness, heating stoves, heavy hard- 
ware, home barbers’ supplies, incu- 
bators, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, sporting goods, stoves 
and ranges, tin shop, toys and games, 
washing machines and wheel toys. 

BALTIMORE, Mp.—MacCarthy & Har- 
per, 345 N. Calvert Street, are desir- 
ous of securing the name of the manu- 
facturer of Rusby pattern telescopic 
braces. 

LAWRENCE, MAss.—Pill Bros., Inc., 
381 Essex Street, with headquarters 
at 1075 Cambridge Street, Cambridge, 
and doing both a wholesale and retail 
business, have taken over the business 
of Walter G. Hall. They request cata- 
logs on automobile accessories, auto- 
mobile tires, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, crockery and 
glassware, cutlery electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, garage hardware, 
gasoline, heavy hardware, insecticides, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
shelf hardware, sporting goods, toys 
games, and wheel toys. 

DANVERS, MaAss.—The building and 
stock of Caskin & O’Connell, Maple 
Street, was recently damaged by fire 
to the extent of approximately $10,000. 

SoutH Boston, Mass.—The’ City 
Point Hardware Co., 815 Fourth Street, 
has been incorporated with a capital 
stock of $50,000 to deal in building 
paper, crockery and glassware, cutlery, 
electrical household specialties, electri- 
al supplies, flashlights, fishing tackle, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, ,paints, oils, 
varnishes and glass, prepared roofing, 
shelf hardware, toys, games, and 
wheel toys. Lester W. Sanders is 
president and James H. Corney, treas- 
urer. The concern has been in business 
for the past 20 years. 

WAKEFIELD, Mass.—The 


George H. 
Taylor Co. has been incorporated to 
continue the hardware and plumbing 


business. The capital stock is $99,000 
and George H. Taylor, Edgar S. Hol- 
land and Frederick M. Bosworth are 
the incorporators. 

CHEBOYGAN, MicH.—The C. L. Adams 
Hardware has bought the Farrell hard- 
ware stock, and requests catalogs on a 
general line of hardware. 

MARINE City, MicH.—Zimmermann 
Bros. have been incorporated with a 
capital of $30,000. The concern has 
been in business for 37 years, and their 
stock will consist of the following, on 
which catalogs are requested: automo- 
bile accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, cutlery, dairy supplies, 
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electrical household specialties, electri- 
cal supplies and equipment, farm im- 
plements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammuni- 
tion, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, toys and games, vulcanizing de- 
— washing machines and wheel 
oys. 

PITTSBURGH, Pa.—The South Hills 
Hardware Co., 1019 Warrington Ave- 
nue, wil erect a new store building, 
and requests catalogs on the following 
items: Automobile accessories, auto- 
mobile tires, bathroom fixtures, build- 
ers’ hardware, building paper, cutlery, 
electrical household specialties, fur- 
naces, garage hardware, heating 
stoves, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry  sup- 
plies, prepared roofing, shelf hardware, 
stoves and ranges, tin shop and wash- 
ing machines. 

PROVIDENCE, R. I.—J. H. Sorel and 
and his brother Aram E. V. Sorel, who 
for the past seven years have been 
connected with the George P. Paterson 
Co., 188 Charles Street, have formed 
a partnership under the name of Sorel 
Brothers, and commenced business at 
173 Charles Street. They request 
catalogs on a line of builders’ hard- 
ware, cutlery, automobile accessories, 
mechanics’ tools, glass, poultry sup- 
plies, shelf hardware, ammunition, gas 
fixtures, etc. 

HayT!I, S. D.—Limstrom & Johnson 
are successors to William Madden. 


CLEBURNE, TEX.—The Dickson Hard- 
ware & Furniture Co. requests cata- 
logs.on automobile accessories, automo- 
bile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, churns, crockery 
and glassware, cutlery, electrical 
household specialties, flashlights, fish- 
ing tackle, furnaces, gasoline engines, 
guns and ammunition, heating stoves, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, mechanics’ 
tools, phonographs, pumps, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, vulcanizing department, 
washing machines and wheel toys. 

ELGIN, TeEx.—The Sellstrom Hard- 
ware Co., which has increased its capl- 
tal from $20,000 to $35,000 requests 
catalogs on a line of crockery and 
glassware. 

Pecos, TEx.—The Pecos Mercantile 
Co. stock has been damaged by fire. 


Barasoo, Wis.—W. J. Stortz and 
Edward Coughlin have purchased the 
interest of W. T. Marriott in the Mar- 
riott Hardware Co., and will continue 
the business under the name of Stortz 
& Coughlin. 

MARSHALL, Wis.—J. L. Putman has 
bought the stock of G. T. Mueller & 
Son. 
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The Line That Leads— 
A Good One To Follow 


N OBODY ever made a dollar by follow- 

ing a failure to its successful conclusion. 
It's too much like looking for pearls in 
empty oyster shells. They are not there. 
Nor is there a dollar of profit for the dealer 
who sells any but high quality goods of 
established reputation. 


Mest people in this world are Tom 
Sawyers. They are looking for either 
persons or things to do their hard work. 
UNIVERSAL Home Needs are things— 
soundly built, working things. They help 
so much in the home that they help the 
housewife out of it to enjoy recreation. 


UNIVERSAL Home Needs are always 
ready for hard work and lots of it. 
That is why the UNIVERSAL line leads 
right into the good graces and pocketbook 
of Mrs. Housewife. She uses UNIVERSAL 
Aluminum Ware, Bread Makers, Food 
Choppers and Cutlery, not because they cost 
so little, but because they do so much to 
make home life a pleasure, not a burden. 


W HEN you sell UNIVERSAL Home 

Needs you become a leader, not a 
trailer—a pioneer, not a profiteer. You 
deliver value in full for every cent spent and 
build prestige in the bargain. 
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Glazed White Bathroom Fixtures 








Immediate Delivery 
on 


All These Items 


TOOTH BRUSH HOLDER" 


SOAP HOLDER FOR 
FAUCET 


TOILET PAPER HOLDER 
SPONGE HOLDER 


12” BAR FOR HAND 
TOWEL 


18” BAR FOR GUEST 
TOWEL 


24” BAR FOR BATH 
TOWEL 


HANDY GARMENT 








<a 


The promise of long wear so clearly re- 
flected in the fine appearance of Natwire 
Glazed White Bathroom Fixtures, is faith- 
fully fulfilled in the years of satisfactory 
service which they render. Natwire 
Glazed White Bathroom Fixtures will not 
chip or discolor. Soap and water will 


have no injurious effect upon them. 


They are an economical substitute for ex- 
pensive enameled brass or nickel fixtures 
being equally as good looking, more dur- 
able and easier to keep clean. Natwire 
Glazed White Bathroom Fixtures require 
no strenuous polishing—just occasional 


wiping with a damp cloth. They remain 


“‘Everlastingly white’’ 








Immediate Delivery 
on 
4ll These Items 
SMALL DOUBLE ROBE 
HOOK 


LARGE DOUBLE ROBE 
HOOK 


TUMBLER. HOLDER 


STANDING SOAP 
HOLDER 


HANGING SOAP HOLDER 


FOUNTAIN SYRINGE 
HOLDER 


BATH TUB SOAP 
HOLDER 


5” SHELF BRACKETS 





WHY NOT PUT IN A SUPPLY FOR YOUR TRADE? 


WICKWIRE SPENCER STEEL CORPORATION 


Worcester, 


Mass. 


Buffalo, N. Y. 


Boston, New York, Philadelphia, Detroit, Chicago, Tulsa, San Francisco 
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TRICKS 


When you buy Tacks or Small Nails by weight 
you should know that there is often a difference 
of from 10 to 50% in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more expensive to 
make than miniature railroad spikes. Do not 
let yourself be cheated or assist in cheating your 
customers. 


When you buy by count see that you get the 
weight. There is often a corresponding differ- 
ence. 


Make the comparison! 


Every product of the Atlas Tack Cor- 
poration has been scientifically designed 
for its purpose and standardized. 


ai 
5 \] ATLAS TACK CORPORATION 
Fairhaven, Mass., & Cleveland, Ohio 


TRADF-MARK TRADE-MARK 
REGISTERED REGISTERED 























HARDWARE AGE April 21, 1921 


BMAMSHSH CHIR 























OR many years Bassick Casters have filled 

every caster need, from the tiny cabinet 
caster to the 8-inch truck caster that permits 
the easy moving of huge loads from place to 
place. 


They have made the moving of household fur- 
niture easy in millions of homes. 


In many ways and in many industries they have 
solved the problems of transporting a wide 
variety of merchandise at a material saving in 


cost. 


Remember Bassick Casters have been the 
standard for 30 years and remember also the 
advantages of buying. “All styles and sizes” 
from “One source of supply.” 


offP hp 


Puryour * of MS up rou 


THE BASSICK CO. 


~which is a consolidation of — 
The Universal Caster & Foundry Works 
The Burns & Bassick Company 
The M. B. Schenck Company 
GENERAL OFFICES: BRIDGEPORT, CONN. 


Send for ee 
New York Office: 33 West 42nd Street (Aeolian Building) 


circular 200 H. A. 


PR REOR DEUCE THs 
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A Griswold Bolo Oven 1s 
the Eastest Thing in Your 
Store to Sell 


In the first place its appearance makes a 
woman look at it favorably right away — it is 
so much stronger and better built than the ordi- 
nary portable oven. The non-rustable enameled 
top, the snug-fitting glass door, clamp handle, 
strong hinges, and solid bottom—they appeal 
to her immediately. 





Then you need only explain the wonderful 
feature of the double oven—every woman will 
appreciate the saving of time and fuel which 
results from being able to do fast and slow baking 
at the same time! 


The Griswold Bolo Oven can be used equally 


well on oil, gas, gasoline, electricity or coal. 


Send for our catalog with prices and illus- 
trations. 


THE GRISWOLD MFG. CO. 
Erie, Penna., U.S. A. 


Makers of the Griswold 
Bolo Oven, Extra Finished 
Iron Kitchen Ware, Waf- 
fle Irons, Cast Aluminum 
Cooking Utensils, Food 
Choppers, Reversible 
Dampers and Gas Hot 
Plates. 





How the Bolo Works 


Our patented flue plate 
(the shelf in the center) 
divides the interior into 
two ovens, each of a 
different temperature. 
The lower oven (for 
fast baking) yy very 
hot quickly. The upper 
oven (for slow baking) 
gets its heat from the 
exhaust of the oven 
below and costs noth- 
ing to heat. When de- 
sired, the flue plate can 
be moved to a slot 
under the roof, thus 
making the interior one 
big oven. 
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QUALITY QUALITY 


ASSOCIATION OF 


tis [TRADE MARK wie 


Tt 


OUALITY 
AMMUNITION 


IS SO WELL KNOWN TO PARTICULAR SHOOTERS 
THAT IT IS EAGERLY LOOKED FOR WHEN 
MAKING PURCHASES THAT COVER THEIR AM- 
MUNITION NEEDS. | 


THE DEALER who overlooks this Line of Shotgun Shells and 


Metallic Cartridges is losing an opportunity to establish that peculiar 
and desirable Prestige which comes through the handling of a line 


of goods of recognized Special Ment. 


‘Perfect from Primer to Crimp”’ 


QUALITY QUALITY 


WESTERN CARTRIDGE COMPANY 
TE EAST ALTON, ILLINOIS <p 
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Original Loose Leaf Device 
for Machine or Hand 
Record Keeping 




















The Kalamazoo Style *¢" 
Binder (also shown in 


For Better Preparation, Use i ae ee 
and Preservation of Records 


This “Kalamazoo System” will enable your Accounting 

Department to keep pace with the progress of your business. wie Kalamazoo Current is. a 
It actually aids the bookkeepers to do more work easily, anon bape erga Pho yee ge dg 

accurately and with greater dispatch. ee Sen ee 
Providing a simple method of positive daily proof. 

lrial balance troubles are eliminated and _ correct 

statements are promptly mailed. And you have avail- 

able at all times convenient, complete information for 

credit purposes. 


—> 





\ complete description of this system and of other 
modern record keeping appliances which bear the 
, . 4 The Ww » loose et 
Kalamazoo trade mark will be of interest and value edits wen eee eee 
trade mark It binds securely all 
to you, weights and grades of paper and 
provides instantaneous access for 
~ the interchanging of sheets 


Better Accounting wma eeea sae ae 
Kalamazoo Loose Leaf Binder Co. \RecortKeeningM 
Kalamazoo Michigan Gverywhore COUPON 


Kalamazoo Loose Leaf Binder Co., 
Kalamazoo, Mich. 


LOOSE-LEAF-DEVICES-AND 
ACCOUNTING-SYSTEMS 


Use the Coupon, It is convenient 
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Dependable Tools 


Dealers! You will find the Buffalo Tools 


a profitable addition to your line. 


Buffalo Blacksmith Tools are dependable, 
accurate and serviceable—they represent the 
product of over forty years of experience. 


Our advertising department is at your service. We will be glad to furnish cuts or 
advertising literature and to help you at all times with your catalog or advertising copy. 


Write Dept. 37 for more information. 


BUFFALO FORCE COMPANY 


Buffalo, N. Y. 
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FEDERAL SCREWS 
Packed in Cartons 
For Immediate Delivery 





We know delivery is a mighty im- 
portant factor, so we keep constantly 
on hand a complete stock of 


Cap Screws 


Set Screws 
Plain USS and SAE Hex Nuts 
Castellated Nuts 





All products are accurately milled 
from the bar. Shall we mail you a 
stock list? 


Federal Screw Works 


Detroit, Michigan 























